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MrT... . likes 
a vintage cellar 


Whether it’s 70-year-old oak or 
20-month pine, dry, sheltered wood 
tickles the palate of Mr. Termite. 
And his taste for timber can eat you 
out of house and home. 


Now, however, Shell Chemical’s 
powerful dieldrin insecticide puts up 
a barrier to Mr. T’s appetite. Applied 
to the soil around older homes as 
well as new, dieldrin forms an invisi- 
ble wall to halt termites which must 
shuttle from soil to wood in order to 


survive, And dieldrin stays effective 
for years, to protect your home from 


hungry timber-nibblers. 


Providing tough insecticides for 
long-lasting termite control is one 
more way Shell Chemical works to 
help keep your home safe and sound. 


SHELL CHEMICAL 
COMPANY 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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the SGI man 
by his complete line of bearings! 


He alone offers all four major types in thousands of sizes and countless variations. So, 


he’s the most likely source for the bearings you need—whether one bearing or thousands. 


And remember, when buying bearings for replacement purposes—call your nearby 
Authorized StF Distributor. 


EVERY TYPE-EVERY USE 


okKF. 


. BEF INDUSTRIES. INC. PHILADELPHIA 32. PA 
pherical, Cylin trical, Ball, “Ween. Tapere a REED Miniature Bearings 


For More Facts Write No. 154 on Information Card—Page 32 
JANUARY 16, 1961 












































IT PAYS 
YOU TO SPECIFY 


B&W Job-Matched tubing 
when ordering from your steel service center 


e B&W trains and assists Steel Service Center salesmen in job-matching 
tubes to customer applications 

@ B&W manufactures a wider range of steel tubing than any other source 

e All B&W Tubing is produced to rigid quality control standards 

For ease of fabrication, economy and service—be sure to specify B&W Job- 


Matched Tubing when ordering through your Steel Service Center. The 
Babcock & Wilcox Company, Tubular Products Division, Beaver Falls, 
Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 
aa TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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SULFURIC ACID 
Standard: 60° and 66° Baumé, 
99% HeSO4 
Diamond: 66° Baumé 
Reagent, ACS 


NITRIC ACID 
Diamond: 36°, 38°, 40°, and 42° Baumé 
Strong Nitric Acid, 95% and 
fuming grades 
Photo-Engravers’ Grade 
Reagent, ACS 


When it comes to MURIATIC (Hydrochloric) ACID 
18°, 20° and 22° Baumé, Standard, 


Diamond, Crystal and Reagent Grades 


HYDROFLUORIC ACID 

Anhydrous, Aqueous 70%, and Reagent 
PHOSPHORIC ACID 

Wet Process, 65% and 75%, Com’! and 


Fertilizer Grades 
Food Grade, 75% 


N.F., 85% 
. MIXED ACID 
Varying proportions of Nitric and Sulfuric Acids 


to meet customers’ requirements 


Come fo 


GENERAL CHEMICAL 


For 60 years, General Chemical has been the nation’s primary producer of heavy acids. General has its own 
basic raw material sources. Its production facilities include 21* sulfuric plants, 4* hydrofluoric plants, 
3 nitric and 3 muriatic acid plants. It operates one of the nation’s largest fleets of tank cars, tank trucks 
and acid-carrying barges, and distributes from key points coast-to-coast. General’s production, transpor- 
tation, service and sales facilities are geared to meet your requirements best, both in quality of product 
and dependability of service. Write or phone today for information or service. 


llied 
Basic to America’s Progress hem ical GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6G, N. Y. 


*In Canada: Allied.Chemical Canada, Limited 
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Gives platers 13% more nickel chloride per pound 


New Udychlor 67 nickel chloride with less water content offers platers many 
advantages not found in ordinary nickel chloride: 


Purity is higher. 

Nickel chloride content has been boosted from 54% to 67%. 
Udychlor 67 is non-caking; particles are more uniform. 
There’s less handling and storage. 

It features quick-dissolving characteristics. 


What’s more, on the basis of nickel chloride content, you pay no more when 
you specify Udychlor 67! Its many superior plating and handling features 
are yours at no extra cost. Order Udychlor 67 today! 


world's largest plating supplier 


The Udylite Corporation 
Detroit 11, Michigan 
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The Basic Elements of Inventory Control 


Excessive inventory safety stocks protect you against 
shortages but you pay for them in high inventory invest- 
ment. Here are some guides to help you determine where 
you can cut safety stocks without risking stockouts. 


Two Money-Saving Purchase Order Systems 


Blanket orders and purchase agreements are saving time 
and money for Behr-Manning. They cut paperwork too. 


Graphic Arts Buying—It’s a Purchasing Job 


Further proof that it pays to have a professional buyer 
handle purchases of printing, advertising supplies, etc. 


Forms Forum 


Sample purchasing forms showing how different com- 
panies handle the vendor acknowledgment problem. 


Better Purchasing Through Automation 


Automating purchasing procedures costs a lot. But John- 
son Service Co., after making a careful study, found that 
automation would pay for itself in little more than a year. 


When Purchasing Pays Its Own Way 


Cornell University’s purchasing department is different 
than most in that it is run as a separate business. It pays 
all its expenses out of the income from its stores opera- 
tions. Cost reduction is a prime goal. 


How Much Is ‘More or Less’? 
The term “more or less” in a purchase order can create 
problems for the buyer. Here’s what the law says. 


How to Buy Air Tools 


How to determine life cost, when to scrap a tool, how to 
compare different tools of the same type. 


Business News Analysis 


Pulse of Business Washington Report 
Straws in the Trade Winds International Report 
Sales, Inventories & Orders Purchasing Follow-Up 
The Trend of Prices ........ nice 


Regular Features 


Information for Your Catalog Files .. Products and Ideas 
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Purchasing People Association News 
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Editorial: Don’t Stamp Out Good 
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Strip fast and:clean! Eliminate nicking! Reduce Tal-101F-GdlolaMmaat-(a dale Mh coMt-lalt- lotto} [Uc 
- minimum! Handle any wire size from #12 to #26 (Teflon as well as most other solid 
or stranded wire insulations). And do it all with Stripwright®... Utica’s revolutionary 
‘ | new wire stripper. There’s never been anything like‘it. This versatile, iTelabaua-iie lala 
3 | pistol grip tool is enginsersa for efficiency an Ft 1 -Weoy mat -Uarelilale Milam ilsali<-toMe-Colet-t-1 
. as \¢ ‘ion lines. Stripwrjght is designed to the same 


other Utica tools. Hundreds are now in service. 


eee ~ 


| Write for complete information. 


Cam action dial adjusts strip 
diameter to the finest variation. 


Gua 
: STRIPWRIGHT;+,, 
Plastic handies ... strong, wet USA 


PATS PENI 
light, comfortable. > PEND. 


Stim nose design makes it possibile 
to reach into the most closely 
confined areas, — fast and sure. 


UTICA DROP FORGE & TOOL DIVISION, 
KELSEY-HAYES COMPANY, UTICA 4, N.Y. 
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Consumers Planning 
Fewer Durable Purchases 


Hard Goods Spending 
Reflects Confidence 


The Federal Reserve Board’s In- 
dustrial Production Index declined 
two points in November to 105 
(1957100). This indicator of in- 
dustrial output has now dropped 
six points since its all-time high 
at the beginning of 1960. 


For More Facts About Ad 
<on Facing Page Write in No. 158 
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Fewer Americans intend to purchase automobiles and house- 
hold durable goods now than they did a year ago. 

That’s the finding of the latest quarterly survey of consumer 
buying intentions conducted by the Bureau of the Census for the 
Federal Reserve Board. Interviewers spoke with 17,000 men and 
women throughout the United States to obtain the information. 

Although the results of the poll were released recently, the 
sampling took place last October. At that time, consumers were 
asked about their plans for the next three, six, and twelve months. 

The survey showed that 18.3% of the families interviewed plan 
to buy a new or used automobile within the next year. In the same 
type of survey a year ago, more than 20% said that they planned 
to purchase new or used cars. ; 

Regarding washing machines, 5.4% reported that they plan to 
make purchases in the next six months, compared with 6.9% in the 
year-ago poll. Slightly more than 3% intend to buy refrigerators, 
compared with 4.6% in the 1959 survey; 4.8% plan to purchase 
television sets, compared with 5.6% last year. Almost a quarter of 
those interviewed expect to be earning more money within a year. 














The survey findings are extremely important because this type 
of spending fluctuates more than other components of consumer 
expenditures. Consumers’ plans for durable goods spending are a 
key indicator of their confidence in the short term economic out- 
look. 

While spending for food or services is relatively inflexible, out- 
lays for durables are subject to short-term fluctuations. That’s 
because most consumer durable purchases can be postponed with- 
out any serious effects. 

In addition, durables are most often financed either by drawing 
on liquid assets or by borrowing. In either case, the expenditure is 
not as closely related to current levels of income as spending for 








nondurable goods. 





Consumer intentions to buy are therefore at least a partial in- 


industrial Production Index 


Fed. Res. index 1957100 
adjusted for seasonal variatior 
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@ It’s a problem. Many companies each 
“outclassed” by their freight 
classifications —- and waste thousands of 
dollars in shipping costs. In many cases, 
their own descriptions are at fault. If you 
have the uncomfortable feeling that this 
is happening to your company, you can 
do one of two things. Become an expert 
on classification yourself by drudging 
study of the “National Motor Freight 
Classification” manual. That’s the hard 
way, as you well know. 


year are 


Two ways to keep 
from being outclassed! 


Or, do as many other companies are do- 
ing and ship Interstate System, the motor 
common carrier whose people are trained 
to give you every advantage in the book. 
You can’t afford to be outclassed and 
you won't be with Interstate System. Call 
the Interstate transportation specialist. 
He’s in the Yellow Pages. 

Interstate System: 23,000 miles of author- 
ity in 24 states, connecting more than 
9,000 points with direct, single-line service 
through 76 modern terminals. 


Grond Rapids 
Michigon 


INTERSTATE SYSTEM 


MORE THAN A TRUCK LINE... A TRANSPORTATION SYSTEM 


For More Fa-:ts Write No. 159 on Information Card—Page 32 
PURCHASING 





dicator to durable goods manufacturers of the 
trend their sales will take in the next six 
months. Reinterviews have shown that a high 
proportion of those families expressing plans 
to buy actually do so. 

In interpreting the most recent quarterly 
survey, however, it’s important to keep one fact 
in mind: plans to buy, as reported in the sur- 
vey a year ago, were the highest of the seven 
quarterly surveys that have been made. So even 
a decline from this high is not necessarily bad 
news. 





Consumers were queried about their three- 
month buying plans as well as those for the 
next six months. They indicated that they in- 
tend to buy more in the first three months than 
the last three. 

In the same survey, consumers were also 
asked about their purchases in the quarter im- 
mediately past. These purchases were found 
to be at the same general level as in the same 
three-month period in 1959. 











For example, 2.8% of the families bought 
new automobiles and 5.2% purchased used 
automobiles during the third quarter. Pur- 
chases of new and used autos during third 
quarter ’59 were just about the same. 

Television sets were purchased by 3.4% of 
the families surveyed, down slightly from the 
4.8% who bought sets a year earlier. Close to 
3% bought washing machines—roughly the 
same as the year-ago period. And the percent- 
age of those buying refrigerators increased a 
bit, from 2.3% to 2.7%. 








Who are the people who made major pur- 
chases during the third quarter? The informa- 
tion about the type of men and women who 
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Get your FREE 


new edition of 
the world’s most 


VALUABLE 
CATALOG 


on valves 
and fittings 


Dept. 1-A 


Name 
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Type of business 
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NUMBER 
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Details of Crane’s complete line of valves and equipment for 


general service piping, valves for special services, and an 
extended technical data section in one easy-to-use book. 


The latest edition of the Crane 
valve catalog is made to help 
you more than ever. Not only 
can you find the right valves and 
fittings for your needs quickly, 
but also all the essential techni- 
cal data to facilitate your job. 
There is a condensed section in- 
dex, an alphabetical index and 


a numerical index in this new 
catalog that puts whatever infor- 
mation you need at your finger 
tips. All the features of previous 
catalogs have been revised and 
expanded and a brand-new 
“Flow of Fluids” section added. 
Mail coupon below. Your copy 
will be sent to yo ° wmediately. 


ie. ® 


@ CRANE 


——— 


Industrial Products Group - 


4100 S. Kedzie Avenue, Chicago 32, Illinois 


Valves + Electronic Controls - Piping + Plumbing - Heating - Air Conditioning 


1) 4G 2 4 2 2 2 2 2 4) 2) 2 2 Ge es 2 2 2 a 


Position___ 
Address 
_ State 


Crane Co., Industrial Products Group + 4100 S. Kedzie Ave., Chicago 32, Ill. 

















buy large durable goods provides vital data to 
market researchers and others concerned with 
gauging consumer trends. 

Almost 30% of those families who bought 
automobiles earn between $5000 and $7499 an- 
nually. This category is the largest percentage 
of automobile buyers—more than twice as high 
as the next category—those earning $7500 to 
$9999 a year. 








The $5000-$7499 group also bought the most 
washing machines and television sets during 
the quarter—26.2% and 27% respectively. 
Families earning between $3000 and $4999 rep- 
resent the largest percentage—26.1%—of all 
those purchasing refrigerators. 

The survey also confirmed what many al- 
ready knew: the greatest percentage of pur- 
chases of household durable goods is made by 
families where the head of house is between 
35 and 54. These families bought 48.9% of the 
washing machines, 47.7% of the automobiles, 
42.5% of the refrigerators, and 40.8% of the 
television sets. 











While some businessmen may look pessimis- 
tically at this latest survey (especially since 
the economy is still in a slump), there are 
nevertheless some optimistic signs on the hori- 
zon. For instance, sales of new and used auto- 
mobiles are generally highest in the second 
quarter of the year—and 1961 looks like it will 
be no exception. 

It all boils down to this: purchasing agents 
for consumer durable manufacturers will have 
to watch consumer buying patterns extremely 
closely in the next few months. 
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For a special kind of toughness 


picks Aristoloy 5115 


These drive shafts have a rough life ahead of them. call your nearest Copperweld representative or 
Used in the steering mechanism of trucks and write us direct. We will be happy to study your 


abuse and constant wear. This material, combining your particular application. 


good carburizing potential and hardenability, re- 

sults in a high strength core with excellent surface For complete information about 
wear resistance. Aristoloy alloy, stainless and carbon 
If you have a special problem and would like grades send for NEW PRODUCTS & 
assistance in selecting the right alloy for your job, FACILITIES CATALOG. 


oo 


DIVISION OF 


peice! COPPERWELD 
= 2 STEEL COMPANY 


ARISTOLOY STEEL DIVISION ¢ 4029 Mahoning Ave., Warren, Ohio + EXPORT: Copperweld Steel international Co., 225 Broadway, New York 7, N. Y. 
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Straws in the 


Trade Wind 


> RECIPROCITY PRESSURES MOUNT — 
Trade relations is becoming more important in 
buying and selling than ever before. Reasons 
for this are excess capacity, razor sharp com- 
petition, and depressed business conditions. 
Trade relations can be a real opportunity for 
the P.A. It has given some P.A.’s a voice in 
their companies’ top councils. Reciprocity 
works well only when purchasing does have a 
voice. Otherwise, the company won’t be able to 
make effective use of its buying power nor will 
it make deals which work out to the company’s 
best over-all interest. 


> NO MORE FORECASTS—The Commerce 
Department is suspending its year-end fore- 
casts for major industries—at least for the 
time being. Apparently as a result of protests 
by the automobile industry following a Com- 
merce Department prediction of a 14% drop in 
auto production in 1961, Secretary Frederick 
H. Mueller ordered an end to forecasting. How- 
ever, about 24 forecasts for various industries 
had been issued prior to the decision. 


> OUTLOOK FOR ‘61—Gross National Prod- 
uct will climb to about $518 billion by the end 
of this year, according to a panel of 14 econo- 
mists who participated in the National Indus- 
trial Conference Board’s recent, economic for- 
um. Relative price stability will prevail during 
the year, say the panelists. 





For the P.A.’s Hot File... 


Companies doing business with the 
government can now lease capital equip- 
ment for the undetermined life of the 
contract. A new plan permits firms to 
lease equipment for as short a period as 
six months. This would give companies 
protection in case government contracts 
are cut back or cancelled. Normally 
equipment leases run from 3 to 10 years, 
says National Equipment Rental, Ltd., 
originators of the plan. The program is 
available to subcontractors as well as to 
primes, and covers all equipment includ- 
ing research and development machinery. 


| 
| 
| 
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> LUMBER OUTPUT TOPS ORDERS—The 
output of lumber outpaced incoming orders in 
the third quarter of 1960, says the Lumber 
Survey Committee. The comittee attributes this 
to the fact that housing starts bottomed out 
during the quarter and expects an improve- 
ment in the early months of this year. For the 
last half of 1961, “a stronger recovery” is pre- 
dicted. 


&> LESS RUBBER DEMAND—Consumption 
of new rubber dropped 3317 tons to 122,500 
tons, according to the latest monthly report of 
the Rubber Manufacturers Association. Syn- 
thetic rubber use declined 2199 tons to 86,585 
tons, while natural rubber consumption fell 
1118 tons to 35,915 tons. 


& SUBS CUT TO 75%—Supplementary un- 
employment benefits paid to idled workers of 
a number of steel companies have been reduced 
to 75% or lower of normal SUB payments. 
That’s because the SUB funds, set up under the 
1956 steel labor agreement, have dropped below 
the levels designed to protect longer-seniority 
workers who are usually furloughed in the late 
stages of a business slump. Normally, SUB pay- 
ments plus state unemployment compensation 
are designed to give steelworkers as much as 
65% of their take-home pay for as long as 52 
weeks. 


> MATERIAL HANDLING DIP—The index 
of orders for material handling equipment fell 
11 points to 99.89 (1954—100), says the latest 
monthly report of the Material Handling In- 
stitute. This marks the fourth consecutive 
month that bookings have declined. C.L. Fell, 
president of MHI, reports that this “clearly re- 
flects general activities within other hard goods 
industries.” Fell says that the anticipated first 
quarter pickup in capital goods spending prob- 
ably will not materialize. 


> LOWER AIR FREIGHT RATES—An im- 
portant airline in the Midwest and Far West 
wants reduced air freight rates for daytime 
flights. In a proposal to the CAB, Continental 
Airlines says that it plans to move air cargo 
at lower prices during the day hours than at 
night. This proposal—which is a switch on the 
night passenger coach plan—is designed to 
even out traffic on heavily loaded night-flights 
and the infrequently used day flights. 
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Nothing clamps a hose quicker, easier, or more 
economically than Eaton-Reliance Hoz-Fas-Ner®. 
This one-piece hose clamp goes on without fuss 
and bother — without time-consuming preassem- 
bly at the point of installation — and stays tight 
for the life of the hose. Never needs adjusting or 
tightening, and will not cut the hose. Hoz-Fas-Ners 
may be specified for both pressure and suction 


sure at all points around the inner circumference. 
The simplicity of design of Hoz-Fas-Ners makes 
them economical in cost, yet this is not your only 
saving. Where installing hose clamps is a repeti- 
tive operation on assembly lines, Hoz-Fas-Ners 
save substantially in high-priced labor. Because 
they are backed by the Eaton name, you can. be 
sure of their high quality. Available in a full 
range of sizes. Write for specifications. 


RELIANCE DIVISION 


lines, since they exert continuous, uniform pres- 
MANUFACTURING COMPANY 


EA 2 © we 513 CHARLES AVENUE * MASSILLON, OHIO 


SALES OFFICES New York °* Cieveland * Detroit * Chicago * St. Lovis * San Francisco °* Los Angeles 


PRODUCTS: Engine Valves + Tappets + Hydraulic Valve Lifters + Valve Seat Inserts + Jet Engine Parts * Hydraulic Pumps 


Truck and Trailer Axles +» Truck Transmissions Permanent Mold Iron Castings * Automotive Heaters and Air Conditioners 
Fastening Devices »* Cold Drawn Steel + Stampings + Forgings + Leaf and Coil Springs * Dynamatic Drives and Brakes 
Powdered Metal Parts » Gears + Variable Speed Drives Speed Reducers + Differentials « Centralized Lubrication Systems 
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@ Manufacturers’ Sales Drop 
For Seventh Consecutive Month 


M ANUFACTURERS ' sales, inventories, and 
new orders declined again in November. 

Sales dropped $400 million—to $29.2 billion 
(seasonally adjusted), marking the seventh 
consecutive monthly falloff. The dip was 
centered in the durables industries, with ship- 
ments of heavy goods manufacturers off 
moderately. 

Inventories fell $300 million to $54 billion, 
about the same rate as in the previous two 
months. Liquidation was most pronounced in 
the motor vehicle industry, but stocks were 
generally lower throughout the heavy goods 
group. 

New orders totalled $29 billion, down less 
than 1% from the previous month. Declines 
in orders for aircraft offset a slight pickup 
in new business for the metals industries. 


Manufacturers’ Saies 
Seasonally Adjusted (Millions of Dollars) 
All Manufacturing Industries 
Durable-goods industries 
Primary metal. . 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass. . 


Non-durable goods industries 
Food and beverages. ..... 


Manufacturers’ Inventories 
Seasonally Adjusted =" of i 
All manufacturing industries. . i 
Durable goods industries. . wededeees 

eg =? a ‘ 
Fabricated metal 
Machinery. . 
T 


ion equip 


Lumber and furniture. . 
Stone, clay, and a 





Non-durable goods industries............... 
Food and beverage............... 


Manufacturers’ New Orders 
Seasonally Adjusted greg of evengcae 
All manufacturing industries. . 
Durable-goods industries. . ‘ 
Non-durable goods todas. 
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Pulse of Business 


ae 


Sales, Inventories, Orders 











Oct. (r) 


Nov. (p) 





29,549 
13,907 
15,642 


30,010 
14,410 
15,610 


30,400 
14,620 
15,780 


29,600 
14,080 
1,790 
1,530 
4,590 
3,630 
780 
700 


15,520 
4,100 
390 
1,150 
1,040 
2,260 
3,230 
490 


54,380 
31,430 
4,570 
3,180 
10,440 
7,100 
1,960 
1,460 


22,950 
5,010 
2,030 
2,640 
1,650 
4,180 
3,280 
1,160 


29,24 
13,750 
1,790 
1,530 
4,540 
3,320 
800 
700 


15,490 
4,720 
420 
1,150 
1,050 
2.240 
3,140 
500 


28,990 
13,470 
15,520 





(r) Revised. (p) Preliminary. 





BRAZED 


SEAMLESS 


TEFLON* COATED 


Right Side Coated 


*Reg. T.M. of DuPont Company 


These are just 3 of the many wire cloth specialties Cam- 
bridge can produce for you—no matter how large or small 
a quantity you need. Or, if you have an extra-special 
problem, there’s an expert on hand to discuss your special 
needs . . . your Cambridge Field Engineer. He can show 
you how to get the results you want—in the quickest 
possible time at the lowest possible cost. 





if Your Problem Involves Standard Metals or Alloys... 
we make wire cloth from any metal or alloy that can be 
drawn into wire . . . in nine basic weaves, and with accurate 
mesh count and mesh size. Ask about immediate deliveries 
is Sheed th Gis Seton: Semes from our enormous stocks of the most frequently used 








Your Cambridge Field Engineer 


under “Wire Cicth.” Call on 
him at any time. Or, write for 
illustrated, 120-page catalog. 


types of cloth in a wide range of mesh sizes. 


Refer to our technical data sheets in CHEMICAL ENGI- 
NEERING CATALOG, Pages 185 


J 


THE CAMBRIDGE WIRE CLOTH Co. 


DEPARTMENT R . CAMBRIDGE 1, MARYLAND 
Manvfacturers of Metal-Mesh Conveyor Belts, Flat Wire Conveyor Belts, Wire Cloth, 
Wire Cloth Fabrications and Gripper® Metal-Mesh Slings. 
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Pulse of Business 
The Trend of Prices 


@ Sluggishness in Nonferrous 


Buying Continues in 1961 170 


S TAL PRODUCTS 
160 METALS AND METAL PRO 


150 
@ Slight Copper, Lead, and Zinc 140 STRUCTU TS 


Demand Reflects Business Lag a ee eee 


130 
ALL COMMODITIES 
120 
110 
Tue GENERAL weakness of the nonferrous 100 Sa 
markets continues and there’s no sign of any 90 
change in the near future. With the decline : — os 2 
in the Industrial Production Index to 105 (see 80 | Bureau of Labor Statistics 1947-49100 
p- 7), few purchasing agents are anxious to 
boost their raw material stocks at the present 
time. 
Here’s how the picture looks for some of the 
important commodities: 








Lead: While lead demand has picked up 
slightly,the increase in orders is generally con- 
fined to a relatively few large consumers. Many 
P.A.s feel, though, that the current 11-cents-a- 
pound price will hold, at least for a short time. 

A good portion of the sales made earlier for 
shipment this month was at the average mar- 
ket price. Previously, most new orders had been 
at the average price during the month of ship- 
ment—a device used when a price decline is 
anticipated. 























4 Secondary Aluminum 
Copper: Purchasing agents who buy both 


industrial and utility copper have been making 
many phone calls to their suppliers recently. 
Reason: uncertainty over copper prices. In 
some instances, P.A.’s report that custom 
smelters were quoting lower prices than the 
copper producers. 

World copper output continues in excess of 
consumption, largely because of the slump in 
U.S. business. It looks like cutbacks in produc- 
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YOU GET FIVE 3 sihtiahecnniin vee “—™~» 
IMPORTANT BENEFITS 
WHEN YOUR “SPECS” 


READ [Hlvarr 


Ne 


SEPARABLE 
OUTER RACE 


ENGINE 


When you specify HYATT BEARINGS for 
your job, you get that something extra in 





engineering. 


You will have some of the nation’s finest 
bearing application engineers assigned to 


RELIABILITY. Hyatt’s Reliability Pro- 
your problem . . . graduates from Stevens gram embraces every phase of product 


. er development and product performance. 
Institute, Purdue, Michigan, Worcester Poly- 
technic, City College of New York, Syracuse, 


Villanova and other top engineering schools. 


You get the best of engineering experience 

s ‘ 4 
and wisdom from skilled craftsmen who have 
learned the practical way in Hyatt’s 40-year, 


: ane PRICE. Hyatt’s advantages of quality, 
industry-famous training program. assembly practice and uniformity of 


product can often reduce over-all cost 
You get the complete range of General 
Motors’ vast research and engineering 


facilities. 


No one knows more about cylindrical bearings 
than your Hyatt Sales Engineer and all the n= 
engineers behind him. Call your Hyatt Sales DELIVERY. Hyatt’s unsurpassed produc- 
chine . P : tion facilities deliver bearings in quantity 
Engineer for any bearing problem you have— with maximum speed and economy 


and let him save you man-hours and dollars. 














SERVICE. Hyatt Sales Engineers are 
trained bearing specialists who can show 
you the way to reduce time and expense 
~—man-hours-and dollars. 


THE RECOGNIZED | Leaver! IN CYLINDRICAL BEARINGS 


Hiy-ROLL BEARINGS 
FOR MODERN INDUSTRY 
HYATT BEARINGS DIVISION, GENERAL MOTORS CORPORATION, HARRISON, N. J. 
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Pulse of Business 


More on Price Trends 


tion, in addition to those already announced, 
will have to be made if the stability of red met- 
al prices is to be maintained throughout 1961. 


Zinc: The zinc price situation was confused 
last week. Following price cuts and discounts 
made earlier, some P.A.’s buying Zinc were 
unsure about the actual price being paid. 

Domestic mine production last year was 
about 427,000 tons, according to preliminary 
estimates by the Bureau of Mines. In 1959, 
output totaled 425,303 tons. Production in the 
second half of 1960 was around 51,000 tons 
less than in the first six months, primarily be- 
cause of strikes which closed some mines. 


Nickel: U.S. nickel consumption will prob- 
ably exceed the level of the two previous years. 
In 1959 and 1960, use of nickel in this country 
ranged around 227 million pounds. 

Free world capacity in 1961 will be around 
600 million pounds, exclusive of operations in 
Cuba. Prices are expected to be steady in the 
upcoming months. 


Wholesale Prices: The Bureau of Labor Sta- 
tistics’ Wholesale Price Index remained un- 
changed in November at 119.6 (1947-49—100). 
But industrial prices reversed their October 
advance, with average prices for most commod- 
ity groups declining. 

Among the additional commodities where 
downturns were noted were copper, apparel and 
paperboard. Lumber prices also slipped during 
the month. 

Contrary to the general trend of industrial 
prices, a number of machinery and motive 
product prices advanced. The motor vehicle in- 
dex rose a little, as some introductory prices for 
1961 models were included. 


JANUARY 16, 1961 





Portable “service center” 


Hundreds of companies have saved money, improved 
products and cut production waste as the result of 
opportunities presented by the Ryerson ‘“‘Metalogikit.”’ 

How? This unique kit is a veritable portable service 
center...lets you explore many alternatives to material 
you now use. For example, you can compare several 


amet 


different cutting methods on the same piece of steel to 
see which is best for your application. 

Following are a few random examples showing how 
Ryerson specialists, using the Metalogikit, have 
helped customers with a variety of problems—many 
similar to those you may face every day. 


if you would like to tout the Ryerson Metalogikit to work for you, call your 
Ryerson representative for a demonstration—for unbiased recommendations on 
steel, aluminum, plastics and metalworking machinery. 
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Sparks new ideas and savings 





ea 


6 ~“ 
KIT SPOTS SAVINGS 
Ns wa 


; Wet toe! 


Scratches and grooves normal to cold drawn, seamless 
tubing caused high manufacturing costs for a company 
making small, light-wall hydraulic cylinders. The small 
1.D. had to be honed to eliminate these faults —often too 
much metal was removed for proper piston fit. A Ryerson 
specialist suggested a switch to welded tubing. Using a 
sample from his Metalogikit, he pointed out the better 
finish that eliminates expensive honing. The switch was 
made with these results: higher production, low reject 
rate, improved product—plus lower purchase price per 
foot of tubing. 





METALOGIKIT 


400% PROFIT 


Bidding on a routine job was delayed for one steel 
fabricator because of an unusual material require- 
ment in the specs—calling for an insulating block 
of phenolic laminate. For help, the company turned 
to its Ryerson representative, who showed a sam- 
ple of Ryertex® sheet stock from his Metalogikit. 
In addition to having the material available from 
stock, he was able to show how easily it could be 
fabricated. This Ryerson know-how, demonstrated 
by the Metalegikit, enabled the customer to enter his 
bid on time. He got the job, and made a 400% profit. 





KIT SUGGESTS 
PROFITABLE 
SPEC CHANGE 


Fractures and rejects were extremely high for a manu- 
facturer cold forming two severe bends in flat, hot rolled 
bars. A Ryerson specialist examined the %" x 2” bar 
stock and compared it with a sample of M-1020 flat- 
tened round bar from his Metalogikit. He explained 
how controlled carbon of Ryerson M-1020 bar would 
produce great cost-saving advantages in this operation 
over hot rolled, mild steel. After specs were changed to 
this Ryerson-supplied bar, fractures and rejects were 
substantially reduced—resulting in new profitability. 








EEE 


STAINLESS 
FROM KIT 
LEADS TO 
SAVINGS 


This company had an emergency requirement for 
stainless sheets. Application had always called for 
Type 304, 16 ga. x 66” x 81”, polished on one side. 
Their Ryerson specialist questioned the need for 
polishing. From his Metalogikit, he showed them a 
sample of 304 with a 2B finish. The company readi- 
ly agreed it was exactly the finish needed without 
polishing—saving delivery time and material cost. 
The Ryerson man further suggested 16 ga. x 72” x 
144”, using the cut-off pieces for another job—re- 
ducing scrap waste on both requirements. Order was 
placed and delivered in plenty of time. Over-all 
result: a substantial saving. 





STEEL*ALUMINUM +: PLASTICS * METALWORKING MACHINERY 


METALOG/CS 


RYERSON PLUS ¥ 


RYERSON STEEL 


Joseph T. Ryerson & Son, inc., Member of the 


Steel Family 
® 


PLANT SERVICE CENTERS: BOSTON * BUFFALO » CHARLOTTE « CHICAGO « CINCINNATI * CLEVELAND « DALLAS + DETROIT « HOUSTON «+ INDIANAPOLIS 


LOS ANGELES + MILWAUKEE + NEW YORK + PHILADELPHIA + PITTSBURGH + 
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WEATHER 
Fair, Mild 


TOMKINS-JOHNSON TRIBUNE 


kk kkk 





FINAL 





THE TOMKINS-JOHNSON CO. « 


2425 W. Michigan Ave. 


Jackson, Michigan 





INCREASED PRODUCTION... 
CREATES PRICE ADJUSTMENT 


on T-J Squair Head Cylinders 


JACKSON, MICH. JAN. 3 
(TP)—-““Due to the tremendous 
initial response and the continu- 
ing acceptance and purchase of 
the new Tomkins-Johnson Squair 
Head Cylinders, it has been pos- 
sible to lower the basic price,” 
according to T-J personnel. In 
effecting this price cut, Tomkins- 
Johnson has again proven that 
acceptance of a quality product 
and the inevitable increase in 
manufacturing volume CAN eco- 
nomically justify a price reduc- 
tion WITHOUT jeopardizing 
quality. 

The T-J Squair Head Cylinder, 
an interchangeable air cylinder 
for any pneumatic power applica- 
tion, was first introduced by 
Tomkins-Johnson in 1958. It was 
an immediate succesg_because of 


its availability in a wide range 
of bore sizes and strokes... as 
well as the standard quality 
features, including the new T-J 
Super-Cushion for air cylinders. 


Other Standard Features 

Other standard T-J features 
that allow the T-J Squair Head 
Cylinder to retain its high quality 
comparison over other makes of 
air cylinders and still give you 
lower price are; solid steel heads 
and mounting plates, hard- 
chrome plated bodies and piston 
rods, leak-proof cylinder head to 
body construction, heavy duty, 
high tensile ground and polished 
chrome, plated piston rod, and 
many more... STANDARD 





AT NO EXTRA COST. 

Tomkins-Johnsun, by virtue 
of the announced lower cost on 
its Squair Head Cylinder, wish 
to thank their customers for their 
initial acceptance which has been 
such a contributing factor in this 
price reduction. 


T-J Produces Complete Line 

Tomkins-Johnson also pro- 
duces a complete line of hydraulic 
and pneumatic cylinders for 
EVERY power drive application 

. . including the very popular 
Spacemaker. If you need further 
information or complete catalog 
material, write T-J direct, or 
request it from your T-J sales 
representative. 








T-J product a 
nationayggcale ¢ 
creasing 
working ind 
to move to largtr quarter 
N. Mechanics Street, “Gn 
Guiding the growth, and @ 
to the ever increasing prom 
of T-J in its industry was 


ae 


executive staff of Mr. Tomkins, 7 


President; Mr. Johnson, Vice 
President; Mrs. A. Miller, Treas- 
urer; and Miss L. Eberhardt, 





The Tomkins-Johnson Company was founded in 1917 


The original abncon 


in an old livery stable on Oak 
kson, Michigan. The 

A. R. Johnson and 

‘Tomkins were ex- 

nd die makers, 


Lo kson after be- 
fr in their trade 


(a MY WY 
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o 

leadership. It 

at the present 

products, cut- 

muting tools, air and 

@eylinders, and riveting 
eS, was established. 


For More Facts Write No. 166 on Information Card—Page 32 





ee eet a a 
i 
' 


rit 


PuRCHASING 








Washington Report 





GSA Speeds Completion Of 
Procurement Regulations 


Tue GENERAL Services Ad- 
ministration is making great prog- 
ress in completing and solidifying 
its Federal Procurement Regula- 
tions System. 

This system is designed, says 
GSA Administrator Franklin 
Floete, “to minimize needless in- 
consistencies, complexities, or in- 
equities in government procure- 
ment practices.” A total of 13 Fed- 
eral Procurement Regulations 
have been issued since the first 
one came out almost two years 
ago—and more are now in the 
works. 

Why is the government issu- 
ing FPRs? A top official of the 
GSA’s Federal Supply Service, 
which has the responsibility of 
preparing the regulations, told 


PuRCHASING Magazine that they 
were needed “to bring about a 
uniform system for contracting 
and purchasing, insofar as meth- 
ods, procedures, contract forms 
and clauses, etc. were concerned.” 

According to Charles W. Gas- 
que, Jr., Assistant Commissioner 
for Procurement Policy of FSS, 
procurement policy is an extreme- 
ly complex field. He believes the 
only satisfactory way to unify 
contracting and purchasing pro- 
cedures of all federal government 
agencies is through complete co- 
ordination to eliminate any prob- 
lems that might occur. 

FPRs are similar in many ways 
to Armed Services Procurement 
Regulations. They make it easier 
for purchasing agents and other 





plied are: 


interchangeability of parts. 





Although unknown to many businessmen, there are cer- 
tain conditions when the civilian agencies of the govern- 
ment can use negotiation in their procurement. These in- 
stances are spelled out in the Federal Procurement Regu- 
lations. Among the cases where negotiation may be ap- 


(1) National emergencies or public exigencies. 

(2) Purchases under $2500. 

(3) Personal or professional services. 

(4) Purchases outside the United States. 

(5) Purchases where it is impracticable to secure com- 
petition by formal advertising. 

(6) Purchases not to be publicly disclosed. 

(7) Technical equipment requiring standardization and 


Government Use 
Negotiation? 
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industrial executives to deal with 
the government by setting up cer- 
tain standards and procedures for 
buying items common to all civil- 
ian agencies of the government. 
Liaison with the military services 
assures that the FPRs are closely 
coordinated with ASPRs. 

The history of FPRs goes back 
about four years to a recommen- 
dation by the President’s Cabinet 
Committee on Small Business. As 
a result of this recommendation, 
the GSA organized a task force 
to look into federal buying poli- 
cies. Its official title was the In- 
teragency Task Force for Review 
of Government Procurement Poli- 
cies and Procedures. 

This task force—which in- 
cluded representatives from GSA, 
the Department of Defense, and 
the Small Business Administra- 
tion—identified some 50 purchas- 
ing problems that required co- 
ordination and uniformity. The 
establishment of the procurement 
regulation system was another of 
its efforts. 

The task force continued op- 
erating until the fall of 1959. At 
that time, an Office of Procure- 
ment Policy was set up within the 
FSS to advance the job on a 
permanent basis. 

Working with this office is an 
Interagency Procurement Policy 
Committee which represents some 
of the major purchasing organiza- 
tions of the government. Procure- 
ment officials from the Defense 
Department, SBA, the Agricul- 
ture Department, the Atomic En- 
ergy Commission, and GSA serve 
on this committee. 

In addition, there is an Inter- 
agency Liaison Committee com- 
posed of representatives from 
most other major government 
agencies. These representatives 
are procurement officials, express- 
ly designated by the heads of 
their agencies, to work with GSA 
on purchasing policies. 

The Federal Procurement Reg- 
ulation System is Title 41 of the 
Code of Federal Regulations. 
Chapter 1 contains the rules and 
regulations that apply to all gov- 
ernment buying. Each of the suc- 
ceeding chapters lists regulations 
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A REPORT 


on the superior tailor-made qualities of 


GE MAN-MADE DIAMONDS 
for METAL BOND WHEELS 








In the electrolytic grinding of more than 
311,000 miscellaneous carbide tools, six metal- 
bond wheels containing General Electric’s 
latest type MBG Man-Made Diamonds were 
given a direct comparison to six wheels con- 
taining natural diamonds. The result shows 
a 22.5% superiority of G-E Man-Made Dia- 
monds over natural diamonds. 





, —_— 


No. of Avg. Avg. Avg. Cu. In. 
Diamond on : Wheel Cu. In. Carbide Removed Efficiency 
Type — Wear Carbide Per Cu. In. Ratio . 


Ground heches Removed Wheel Wear 

















G-E MBG 160,713 .0605 90.885 70.2 122.5 























Natural 150,496 0644 | 80.181 57.3 100.0 


, :, Os 


eS 








A CONCLUSION 


This comparison between G-E type MBG 


lytic grinding, but in the grinding of sapphire, 
Man-Made Diamonds and natural diamonds 


slicing and dicing of germanium, cutting 
is but one example of the superiority of this coarse-grained alumina and carbides. 

crystal developed specifically for metal-bond Your own tests will demonstrate the worth- 
grinding wheels. The announcement of this while advantages of these new industrial 
new, blocky, tougher crystal, in 80-mesh and _ diamonds in your metal-bond grinding oper- 
finer, with rough surface characteristics, was ation. Call your grinding wheel supplier today. 
made by G.E. in April of 1960. In this short Metallurgical Products Department of 
time reports reveal that MBG diamonds have General Electric Company, 11143 East 8 Mile 
shown outstanding results, not only in electro- § Blvd., Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS « MAGNETIC MATERIALS + THERMISTORS « THYRITE® * VACUUM-MELTED ALLOYS 
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Washington Report continued 





for individual civilian agencies. 
Thus FPRs help clear the fog 
for businessmen dealing with the 
federal government. For example, 
take the case of a P.A. who has 
to enter into negotiations with 
the Department of Agriculture. 
His first step would be to check 
the applicable sections of the 
FPRs that deal with his problem. 
This could be anything from pro- 
curement sources, required re- 
cords, or use of federal standards. 


Explains Basic Policies 


After looking through the over- 
all regulations to find what he 
needs, he would check to see if 
the Department of Agriculture 
has any special regulations on 
this subject. 

Many sections of the FPRs 
clearly explain the basic policies 
and procedures of government 
buying. For instance, there is a 
section on methods of procure- 
ment (Chapter 1, Subpart 1-1.301) 
which says in part: 

“It shall be the objective to 
use that method of procurement 
which will be most advantageous 
to the government—price, quality, 
and other factors considered. Pro- 
curement shall be made on a 
competitive basis, whether by 
formal advertising or by negotia- 
tion, to the maximum practicable 
extent .. . Procurements shall be 
effected by advertising for bids 
and thereafter awarding a con- 
tract to the lowest responsible 
bidder, except . . . when author- 
ized procurement may be effected 
by negotiation.” 

Another section describes when 
and how negotiated buying can be 
used. Some businessmen may be 
unaware that the federal govern- 
ment does any buying at all 
through negotiation. Part 1-3 of 
Chaper 1 outlines federal nego- 
tiating procedures and states the 
general circumstances when nego- 
tiation may be applied (see box). 

To protect the interests of small 
business, the FPRs contain a sec- 
tion (Chapter 1, Subpart 1-1.7) 
about small companies. This sec- 
tion explicitly states “It is the 
policy of the government that a 
fair proportion of its total pur- 
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chases and contracts for supplies, 
property, maintenance, repair and 
construction, services, and re- 
search and development shall be 
placed with small business con- 
cerns.” 

The regulations also provide 
for close cooperation between the 
SBA and the civilian purchasing 
agencies. Both are urged to inter- 
change ideas and information in 
order to make maximum use of 
the capacity of small firms. 

In addition, this section brings 
together in one place all of the 
rules regarding procurements 
that are set aside for exclusive 
participation by smaller concerns. 
Purchasing agents for these com- 
panies can find the exact pro- 
cedure that the federal govern- 
ment follows in these cases out- 
lined and clearly detailed. 


Streamlining Procurement 


The aim of the procurement 
regulation system, as outlined by 
President Eisenhower, is this: 
“Streamlining of procurement and 
contracting methods can benefit 
not only the industries which pro- 
vide goods and services but also 
ean bring about substantial op- 
erating economies within the gov- 
ernment.” 

Copies of the FPRs can be pur- 
chased from the Superintendent 
of Documents, Government Print- 
ing Office, Washington 25, D. C. 
in any of three ways. 

First is a subscription to the 
Federal Register. This is a daily 
publication listing official orders, 
regulations, and documents of the 
executive branch of the govern- 
ment. New FPRs are listed in the 
Federal Register on the day that 
they are issued. Cost of a sub- 
scription is $15 a year. 

Another way to obtain FPRs 
is in loose leaf form. These are 


sent out a few days after publica- 


tion in the Federal Register. This 
service costs $2.25. 

Finally the government issues 
a paperback book each year con- 
taining the up-to-date Code of 
Federal Regulations. This, of 
course, includes the procurement 
regulations. Price of this book is 


70 cents.—Leonard Sloane 





POKER? 


Play to win! 


How would 


you play 
these hands ? 


In coming months 
we'll discuss how 
most “experts” (steady 
winners) would play 
the above hands in 
draw poker, jacks or 
better to open, 6 or 7 
players in the game. 


Every hand involves 
some basic principle 
of good poker playing. 
Simple rules, butones 
which aic most often 
violated by most good 
losers. Of course, fol- 
lowing the rules is no 
guarantee you'll win. 
But, you should win 
more often. 


Ford is not recom- 
mending that you 
gamble. But if you do 
play poker for money, 
chalk or marbles... 
or for that matter, just 
for the fun of it, you’ll 
probably enjoy the 
game even more when 
winning. 


In the same series, 
we'll be telling you of 
another way to win 
with Ford, and with no 
gamble at all: simply 
by using Ford tractors 
and equipment to 
help solve the prob- 
lems of your job. 


Next month, for in- 
stance,we’ll announce 
a cash-money offer 
which so far as we 
know has never before 
been made in this 
field. Watch for it. It 
could be worth more 
to you... well, maybe 
more ... than a roya 
flush! 

Tractor and implement Div., 


Ford Motor Company, 
Birmingham, Michigan 


TRACTORS 


eovinment 


EQUIPMENT 
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When towels come one ata time they all get used 


A few seconds will elapse before the next towel comes out of this 
Steiner automatic dispenser. Means the first towel will be used before 
the second can be taken. When this happens every time someone dries 
his hands you can see the result: Fewer towels are used . . . waste is 

reduced . . . towel costs go down (as much as 30%). All Steiner cabinets 
Fits f have an adjustable control you can set to dispense towels at the rate you 
want ... at the best rate to keep washroom traffic moving and to keep 
employees and customers satisfied. For details write . . . 








NEW Steiner Serva-Matic dis- 
penser delivers one unfolded 
paper towel at a time. No but- 


tons, cranks, levers or tear off 
required. 


= —(‘<iéS SS TT EI NE RR COMPANY 


STEINER Dept. GO-5S, 740 Rush Street ©¢ Chicago 11, Illinois 
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International Report 





Outlook for Europe in ‘61: 


Continued Economic Expansion 


T ue GLOOM which settled 
over Western Europe _ three 
months ago, when the difficul- 
ties in the American automobile 
market made their first impact, 
is now lifting. 

Some of the big European mo- 
tor firms are still doing good 
business in the U.S., notably 
Volkswagen, Fiat and Jaguar. 
In addition, automobile workers 
who lost their jobs when the 
American market turned soft 
have quickly found other em- 
ployment. For instance, all but 
twelve of the 950 workers at the 
British Vauxhall plant at Luton 
who were dismissed last Octo- 
ber had found other jobs two 
months later. 

Expert opinion about 1961 in 
the European Economic Com- 
munity—the six nations are 
France, West Germany, Italy, 


Belgium, the Netherlands, and 
Luxemburg—is this: there will 
be a continuing expansion of the 
economy during the first half, 
but at a slower pace than a year 
ago. 


American Investments Rising 


The rising trend of American 
investment in Western Europe 
shows no signs of slackening, 
although still amounting to a 
relatively small proportion of 
total U.S. investment. At the 
end of 1959, all United States’ 
direct investments in Europe 
were valued at $5.3  billion— 
much less than 1% of the value 
of domestic plant and equip- 
ment. 

Most American investment in 
Europe is in manufacturing. 
This is the sector of industry 
where plant and equipment ex- 


Sales of Volkswagen automobiles in the United States last year continued 
at a high level. Two other European cars that maintained good sales here in 


1960 were Fiat and Jaguar. 
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penditures are rising most rap- 
idly. U.S. investors are placing 
half their European capital ex- 
penditures, however, in coun- 
tries of the European Free 
Trade Association (the seven 
nations are the United Kingdom, 
Sweden, Switzerland, Norway, 
Denmark, Austria, and Portu- 
gal). 

In 1960, manufacturers’ cap- 
ital spending in Europe was 
around $580 wmillion—an _in- 
crease of about one-third over 
1959. Plans for 1961 indicate a 
further 30% increase in spend- 
ing. 


Dutch Exports Expanding 


Against a generally declining 
level of industrial activity and 
foreign trade in Europe over the 
last few months, the Nether- 
lands has shown a striking 
maintenance of earlier rates of 
progress in export markets. Her 
industry is still expanding in- 
vestment and output at rates 
comparable to those of earlier 
years. 

September 1960 exports from 
Holland actually set a new rec- 
ord at some $370 million. This 
compares with $320 million in 
August and about $350 million 
in September, 1959. 

However, despite the im- 
proved rate of export sales, the 
country’s imports are also sharp- 
ly higher. Over the first nine 
months of 1960, the deficit on 
visible trade grew by almost 
30% over 1959 to a total of 
over $390 million. This has been 
taken as reflecting potential in- 
flationary strains in the Dutch 
economy. 

Although this problem is in- 
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NO MATTER WHAT THE LANGUAGE, you’re protected when the trade-mark 


“Timken” is on the bearings that support the loads in your machines. You’re protected 
because Timken tapered roller bearings give long, trouble-free life in automobiles, machine 
tools, trains, farm equipment—wherever wheels and shafts turn. 

And when you buy Timken bearings, you’re assured of the engineering service of the 
world’s most experienced and largest manufacturer of tapered roller bearings. The name 
“Timken”’ is a trade-mark identifying the bearings, steel and rock 
bits made by The Timken Roller Bearing Company and its 
subsidiaries and divisions the world over. The Timken Roller 
Bearing Company, Canton 6, Ohio, U.S.A. Cable address: 
*“Timrosco”’. Timken bearings manufactured in U.S.A., Australia, 
Brazil, Canada, England and France. 
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creasingly troubling the govern- 
ment—as shown in the recent 
budget which proposed tax cuts 
conditional on inflation being 
contained—the trend has so far 
done no significant damage to 
the overall Dutch economic posi- 
tion. The deficit has been more 
than covered by an inflow of 
capital, a very large part of 
which does not consist of dan- 
gerously “hot” funds. The coun- 
try’s reserves now stand at a 
satisfactory level of over $1.5 
billion which is nearly sufficient 
to finance five months imports 
at the recent heavy rate. 

Dutch success in maintaining 
foreign sales in face of a rapidly 
rising home demand is equally 
attributed to: 

(1) The country’s member- 
ship in the Common Market and 
the general stimulus this has 
provided. 

(2) The policy of encouraging 
industrial expansion and invest- 
ment at a rapid rate. 

In addition, public spending 
on roads and communications 
has been encouraged and auxili- 
ary services—which are usually 
left to lag behind in other coun- 
tries—have been extended. 

With production and produc- 
tivity in industry both up 10% 
in the last two years, and with 
industrial exports running 20% 
over the mid-1957 level, this de- 
liberate encouragement of in- 
vestment in the public sector— 
24% which represents the lar- 
gest slice of all investment 
spending—may be said to have 
scored a decisive success. 


German Monetary Restrictions 


In West Germany the dilem- 
ma posed by excessive pressure 
on internal resources and the 
mounting exchange reserves re- 
mains. Bundesbank President 
Karl] Blessing recently stressed 
that monetary restrictions 
(which are undoubtedly partly 
responsible for the exchange 
avalanche) cannot be signifi- 
cantly relaxed yet without im- 
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international Report continued 








European industry: 


corrosion and wear. 


abroad soon. 





New Products From Europe 


Here’s a sampling of some recent developments from 


Micrometers—A micrometer with a built-in totaliser has 
been developed by the Mauser Company of Oberndorf 
(Neckar, Germany). Reading is instantaneous, with the 
total figure shown down to the hundredths in one line. 

Glass Linings—Glass linings for coal bunkers, made by 
Semtex, Ltd. (London, England) reduce maintenance costs 
and improve flow. It protects the main structure against 


Insulators—A safer and smaller insulator has been de- 
veloped for electrical grid systems by Doulton Industrial 
Porcelain, Ltd. (England) in conjunction with Etablisse- 
ments Merlin-Gerin (France). 
shaped porcelain elements fitting one inside the other. 

Disc Brakes—Completely enclosed and sealed disc 
brakes for agricultural tractors have been developed by 
the Dunlop Company (England). A quick release device 
allows replacement of worn pads. 

Lamps—Electric bulbs of new design are being manu- 
factured by Airam Ab (Pursimimiehenkatu 29-31, Helsinki, 
Finland). The company is planning to market the bulbs 


It is constructed of cone- 








perilling internal stability. Eco- 
nomics Minister Ludwig Erhard 
has illustrated the strain by es- 
timates putting the rise of wag- 
es and salaries for the current 
year at 11%, compared with an 
improvement in general produc- 
tivity by 5%. 

With a currency revaluation 
still taboo—and Erhard’s plan 
for a “cold” revaluation by lift- 
ing the turnover equalization 
tax on imports and suspending 
the turnover tax refunds on ex- 
ports effectively torpedoed by 
German industrialists—the only 
escape from the exchange re- 
serve dilemma acceptable to the 
Germans seems to be large-scale 
aid to under-developed coun- 
tries. Industry has, in fact, been 
promised tax concessions on di- 
rect investments in under-de- 
veloped countries. 

A recent report of the Swed- 
ish Economic Institute fore- 
casts continuing boom condi- 
tions in that country during 


1961. The engineering industry 
is singled out as having the 
brightest future, while ores and 
forest products are already at 
full capacity. The market for all 
consumer goods remains excel- 
lent, though a 2% price rise is 
forecast, following a similar in- 
crease in wages. 


Industrial Investment Up 


Industrial investment in ma- 
chinery and equipment should 
increase 15%-20% this year and 
building activity by 10%-15%. 
Should the boom begin to level 
off, a further stimulus could be 
provided by recourse to the 
large investment reserves held 
at the Riksbank. Furthermore, 
many public works schemes 
postponed earlier this year 
when building labor was excep- 
tionally scarce could be reacti- 
vated. 

However, the external situa- 
tion in 1961 will be less favor- 

(Please turn to page 166) 
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Application tested! Proved! 


WHY HEAT TREAT 
PARTS? use 450 


elevated temperature drawing (150,000 psi tensile) 


ALLOY STEEL BARS 


@® 150 Alloy needs no heat treating! 


&® 150 Alloy has 150,000 psi tensile guaranteed! 
(Rockwell C32 minimum) 


150 Alloy machines better than heat treated 
alloy steels! 


ES OB PR i SLOT. RE ae ER AOD 2 eee 
. a a ze mer 


Here are cost-reducing advantages 


(1) Heat treating problems, costs (and secondary operations) are 
eliminated. (2) “e.t.d.”” 150 machines better than heat treated in-the- 
bar alloy steels. (3) Tool life and finish are excellent. (4) No quench 
cracks or distortion from heat treatment. (5) “e.t.d.” 150 has excep- 
tional strength and hardness uniformity across the bar. (6) End 
cost of parts is greatly reduced. 


Use this coupon to request Helpful Data Bulletin 22. 


Manufacturers of 
aA STEEL CO STRESSPROOF®, FATIGUE-PROOF®, 


and a complete line of 
1432 150th St., Hammond, Ind. cold-finished steel bars. 


Name 

Title 

Company 
Address ee 


City Me State 
Available from your Steel Service Center 
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Recommend Changes 
In Wisconsin Purchasing 


A group of purchasing and gen- 
eral business executives has rec- 
ommended sweeping changes in 
the purchasing procedures of the 
State of Wisconsin. The sugges- 
tions were made to Governor 
Gaylord Nelson by a Procure- 
ment Task Force appointed just 
a year ago. Principal task force 
recommendations cover such 
areas as centralization, standard- 
ization, methods, and personnel 
policies. 

The task force says the pur- 
chasing authority of the state has 
become too decentralized. It rec- 
ommends a return to centraliza- 
tion and consideration of a cen- 
tral stores operation. 

Adoption of standardized forms 
and use of manuals and catalogs 
with the goal of greater stan- 
dardization in the items used by 
state agencies is suggested by the 
group. 

In the area of purchasing meth- 
ods, the task force calls for 
greater use of contract and blan- 
ket orders, prompt payment of 
invoices to insure receipt of cash 
discounts, volume purchasing, es- 
tablishment of a value analysis 
program, and the development of 
new sources of supply. 

Its greatest emphasis is in the 
area of personnel relations and 
personnel development. It urges 
more extensive use of available 
talent, both in and outside state 
government employment, in the 
fields of specification writing, 
value analysis, and testing pro- 
cedures. The task force also rec- 
ommends the establishment of a 
system of promotion incentives 
and a pay scale for purchasing 
personnel on a par with other 
state positions of similar respon- 
sibility. 

Members of the task force are: 
Fred L. Brewer, A. O. Smith 
Corp., chairman; Warren Exo, 
State Bureau of Management, sec- 
retary; Neil Cafferty, University 
of Wisconsin; Richard S. Hayes, 
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Pabst Brewing Co.; George E. 
Molinaro, state assemblyman; 
Joseph W. Nicholson, purchasing 
consultant and former director of 
purchases of the City of Milwau- 
kee; and William Rank, State 
Bureau of Purchases. 


See 5% Drop in Freight 
Carloadings During Ist Q 


There will be a 5% decrease 
in railroad carloadings in the first 
quarter of 1961, estimates the 13 
Regional Shippers Advisory 
Boards. 

In its report the boards sur- 
veyed 32 principal commodity 
groups. The study indicates that 
freight carloadings will total 5,- 
497,834 in the first three months 
of this year—compared with 5,- 
790,592 in the first quarter of 
1959. 


P.A. Committee Surveys 
Town’s Buying Practices 


A volunteer committee of P.A.’s 
composed of members of the St. 
Louis Purchasing Agents Asso- 
ciation, has completed a survey of 
the purchasing practices of Kirk- 
wood, Mo., a suburb of the city 
of St. Louis. 

Following a three month study 
of the city’s purchasing operation, 
the committee recommended that 
Kirkwood install centralized pro- 
curement and tighten its buying 
practices. While the P.A.’s con- 
cluded that the present system is 
working satisfactorily, they urged 
certain revisions in order to low- 
er purchasing costs. Among the 
recommendations: 

@ The purchasing agent should 
be directly responsible to the 
mayor or finance officer. 

@ Statistical records should be 
set up to measure performance 
and scope of work. 

@ Purchase forms should be 
standardized and a Kardex sys- 
tem installed. 

@ Close cooperation between 


purchasing and accounting should 
be maintained. 

Members of the committee were 
H. Clifford Brown, Joy Manufac- 
turing Company; Earl Boub; and 
William East, immediate past 
president of the St. Louis Asso- 
ciation. The association has also 
volunteered its assistance in put- 
ting any of the committee’s rec- 
ommendations into practice. Next 
step is up to the City Council, 
which has taken the committee’s 
study under advisement. 


Gov't. Hikes Contracts 
To Small Business Firms 


Prime government contracts 
awarded to small firms under the 
Small Business Administration’s 
procurement program increased 
sharply during the period between 
July and November 1960. 

During this period, small con- 
cerns were awarded contracts 
valued at $396,241,441 as a re- 
sult of the SBA’s cooperative 
procurement set-aside program 
with military and civilian agen- 
cies of the federal government. 
This was a 21.2% over the same 
five months in 1959. 

In number of contracts award- 
ed, 9948 were issued to small 
businesses in the 1960 period. 
This was 6.1% greater than the 
number awarded during the simi- 
lar period the previous year. 

Some 7500 prime contracts in 
the July-November period last 
year were awarded to small con- 
cerns by military installations. 
Total value of these contracts was 
$347,423,758. 

The remainder of the contracts 
to small business were issued by 
various civilian agencies of the 
government. These totaled $48,- 
817,683. 

During November, the state 
that received most of the small 
business contracts was New York 
—with 215 contracts worth $8,- 
387,712. Next was California, 
with 143 small firms receiving 


$4,248,961 worth of contracts. 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Stanscrew service, complete selection 


save trouble, money for Deming Pumps 


The Deming Company of Salem, Ohio has strin- 
gent requirements for fasteners. They must be 
of the highest quality to maintain Deming’s 
outstanding reputation for dependability and 
low maintenance. And, since Deming produces 
the world’s broadest selection of pumps for 
home, farm, municipalities and industry, they 
need a fastener supplier with a complete selec- 
tion to meet a wide range of applications. 


Using Stanscrew products and services, 
Deming fills these demanding requirements and 
receives many bonus benefits. For example, the 
Stanscrew fastener specialist and their Stan- 
screw distributor have provided technical assist- 
ance and stocking suggestions which have 
allowed Deming to reduce inventory in several 


ye 


instances, for significant savings. 


Industrial leaders in every phase of industry 
are learning the wisdom of specifying Stanscrew 
for fasteners. A complete selection of over 5500 
different types and sizes provides dependable, 
economical answers to the overwhelming ma- 
jority of industrial requirements. Stanscrew’s 
complete stocks at three convenient plants pro- 
vide insurance against delivery interruptions. 
And, a really fast delivery policy avoids costly 
production interruptions in emergencies. 


Call your local Stanscrew distributor today. He 
will be happy to arrange a prompt visit from the 
Stanscrew fastener specialist. Often his suggestions 
on assembly procedures, inventory adjustments or 
fastening techniques can cut your costs. 


STANSCREW FASTENERS 


VuVV 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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“WE GET '/ MORE 
WEAR AND PAY NO = + 
MORE FOR RIEGEL 
LITTLE HICKORY” 
LEATHER GLOVES” 


—_ 


amc 


Here Are The Facts! 


COMPANY: Wickwire Brothers, Inc., Cortland, N. Y. 
GLOVE PREVIOUSLY USED: Competitor’s Leather Palm 


GLOVE RECOMMENDED: Riege! Little Hickory 
No. 96651 wing thumb, leather palm gloves. 


SAVINGS: “Riegel Little Hickory gloves wear 14 longer, ‘NaI Ls . 
yet cost no more than the gloves previously used. ne tne 


GOOD SERVICE: “We are highly pleased with the 
fine service we receive from our Riegel distributor: 
Robin W. Adair Co., Avoca, N. Y.” 


Here is another saving made possible because Write for valuable 
Riegel Industrial Analysts fit the right glove to 


the job. For help in reducing your glove cost, FREE GLOVE equi} )): 


call or write Riegel today. 


A wealth of information: styles, 
Trademark: “Little Hickory” 


‘Riegel 
Glove Div. RIEGEL TEXTILE CORP. + Conover, N.C. 


SALES OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 


types, materials, chemical resistance, 


lo lt-Maltiieldl- AmelaleMulela-e 
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“On the waterfront... 


it’s 8:22 p.m... . the ship is loaded 
sailing time is dawn tomorrow. We loaded 2,200 tons of cargo 
in her hold today, starting at sun-up. Tomorrow there’ll be another 


ship .. . another day of lifting, hauling, storing. 


‘‘When you work like that from day 
to day, you need a truck that can stand the gaff... you need a truck 
that can handle the load with ease and put it where you want it — fast. 


You need a Clark to work with.”’ 


Industrial Truck Division 
CLARK EQUIPMENT COMPANY 


Battle Creek, Michigan 





— —_ 
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For full details, 
see your local Clark Dealer 





or circle 77 on reader service card 


@ Fort Howard Paper Company 


Seen ne aed 


These are the hands of a maintenance man 
who is responsible for washroom sanitary supplies. 
The selection of a Fort Howard tissue product in 
industrial washrooms is typical of efficient management. 
Fort Howard is a major supplier to leading industries 
throughout the country. 


Fort Howard offers so many industry-tailored 
grades of roll and folded tissue you are assured of 
maximum satisfaction with minimum cost. 
Discover which Fort Howard tissue will best 
meet your requirements to provide completely 


acceptable service for your employees, customers, and 
guests at an acceptable cost. For more information, 
consult your Fort Howard distributor. 


AMERICA'S MOST USED PAPER PRODUCTS AWAY FROM HOME 


=> Fort Howard Paper Company 


Green Bay, Wisconsin + Sales Offices in New York, Chicago, Los Angeles 
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COOLIDGE PLANT 


Middletown, Ohio 
Complete ball manu- 
facturing facilities 


STROM PLANT 


Erwin, Tennessee 
Complete ball manu- 
facturing facilities 


TWO COMPLETE PLANTS ASSURE PROMPT DELIVERY OF 
hoover quality balls 


Now! Hoover’s two complete ball manufacturing 
plants give you, the ball buyer, the protection 
gained by using two individual sources with all 
the simplicity of dealing with a single supplier. 
Duplicate manufacturing and shipping facilities 
at the Hoover Middletown and Erwin plants as- 
sure you of a source big enough to handle even the 
largest requirements. 

All orders are processed through a central office 
in Middletown to simplify purchasing for you and 
to permit scheduling for earliest possible delivery. 

Hoover offers America’s widest selection of 
standard balls in chrome, carbon, stainless steel, 
brass, bronze, monel and other metals. A wide 
range of sizes and grades for most industrial appli- 
cations is available. For complete information, 
mail the coupon. 
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stainless from creative ‘Crucible 
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Thelustrous finish of Crucible 





stainless reflects steelmaking 
perfection. But steelmaking 








to exacting specifications is 
only the beginning of engi- 
neering and warehouse 


{ 1 | ks > f 1 | \1 = } |: fle » | ss perfec t] ( yy ) services that are continually 


available to you. To see how 
they’ll help you enhance your 
product with stainless steel, 
just call or write the nearest 
of the 35 loeal Crucible serv- 


ice centers. 





Stainless Steel 








TALS RAT N STAINLESS SHEET. STRIP. ROD AND WIRE BY CRUCIBLE STEEL Bae Y OF AMERICA. PITTSBURGH 30, PA 


Information For Your Catalog Files 





CUT-OFF WHEELS 


Form No. EAS-163 covers regular resinoid bonded 
abrasive cut-off wheels. Contains data on pro- 
duction cutting use. Includes recommended grain 
and grade specifications for various materials. 


Simonds Abrasive Company 
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DIE ACCESSORIES 


An eight-page catalog on die accessories. The 
two-color bulletin contains information on selec- 
tion and use of die springs. Also covers assortment 
packages of music wire springs, die rubber, cap 
screws, socket screws, stripper bolts, and dowel 
pins. 


Producto Machine Company 
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ELECTRIC DISC BRAKES 


A catalog on a line of electric disc brakes. Brakes 
for Class I, Group D. Class II Groups E, F and G 
Underwriters’ are listed, indicating various brakes 
for both motor and floor mounting. Includes en- 
gineering data and dimensional information. 


Stearns Electric Corporation 
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GAS GENERATORS 


A four-page catalog on reversible endothermic 
gas generators. Describes generators in detail, and 
includes flow diagram, equipment lists, and spe- 
cifications. 


Rolock Incorporated 
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INDUSTRIAL POWER TOOLS 


A 92-page catalog on a line of industrial power 
tools. The two-color bulletin contains text, action 
photos, and drawings. Includes specifications and 
descriptions of all accessories. Some of the tools 
mentioned are drill presses, grinders, shapers, 
planers, jointers, and saws. 


Rockwell Manufacturing Company 
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MOTORS 


A four-page folder containing dimensions, ratings, 
and application information on fractional horse- 
power ac motors. Includes photographs, specifica- 
tion charts, and engineering drawings of shaded 
pole and permanent split-capacitor motors. Four 
types of motors are shown. 


Leece-Neville Company 
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PANEL FASTENERS 


A six-page brochure on self-aligning, self-lock- 
ing panel fasteners. Describes features, applica- 
tions, specifications (both dimensional and ma- 
terial), test data, and installation methods. 


Hi-Shear Corporation 
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PINHOLE DETECTORS 


Bulletin 310 covers pinhole detectors. Includes a 
description of a non-contacting photoelectrically 
guided shutter which can follow side motions up 
to 11 in. at each edge. 

Franklin Electronics 
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PNEUMATIC CONVEYORS 


Bulletin P-259-A describes a line of pneumatic 
conveyors. Covers negative and positive pressure 
systems, closed circuit systems, and a variety of 
special applications. Includes illustrations of ma- 
jor components and photographs of installations. 


Young Machinery Company 
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PRESS BRAKE DIES 


A catalog containing over 360 drawings of stand- 
ard and special press brake dies. Lists tonnage 
requirement tables for both punching and bend- 
ing various thicknesses of mild sheet steel. Also 
describes engineering and design services. 


Valeron Corporation 
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PRESSURE REGULATORS 


Bulletin 113 describes pressure regulators with 
inlet pressure up to one psi. Illustrates in section 
to show inner construction. Contains specifica- 
tions, design features, capacities, dimensions, and 
weight. 


American Meter Company 
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PULLEYS 


Bulletin 22103 covers a line of flat belt pulleys 
in face widths from 2% in. to 12 in. and OD from 
4 in. to 36 in. The four-page two-color catalog 
describes both straight and crown face types. 


T. B. Wood’s Sons Co. 
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FOUR-BEARING 


| 
INTERCHANGEABLE 
PARTS can be relo 
cated in minutes for 


floor, wall, or ceiling 
sale] eistaial -4 ; 


Sea 
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INDIVIDUAL VENTILATION 
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reduces operating tempera 
tures, increases efficiency 


SINGLE-COG BELTS, with i — 
extra contact area, im 

prove efficiency and ex 

<-Tale Mel -liamiti 


TACHOMETER GENERATOR, 
/ J mounted on output shaft, 


role] -te-)4-1- Mm lalellot- heel mmm latte lil 16 
a” at a remote location 


DESIGN 


» eliminates overhung discs —— i 
equalizes belt loading, and 
extends life 





ee, 


Four of many variations of 
mounting possible from basic 
ALLISPEDE design. 





ELECTRICAL REMOTE 
CONTROL can be pro- 
vided by an enclosed 
speed-adjusting motor, 
mounted on the belt- 
changing mechanism 





BELT CHANGING is fast 
and easy — does not 
affect permanent FIT -4a) 
ment of discs or belts 


Let’s look at the features of 


the ALLISPEDE* Drive 


New Louis Allis drive offers accurate control—maximum belt life 
—long-run economy—low-cost versatility—ease of installation 


Here’s a drive so easily adaptable to changing phys- 
ical and operating needs that it obsoletes obsoles- 
cence. You can relocate components — add or 
remove attachments and controls — in the field, 
in minutes. 


Its all-new design improves performance and effi- 
ciency. Inspection, servicing, and belt-changing are 
a snap. Furthermore, maintenance is almost nil. 
As for versatility — there’s an Allispede to meet 
whatever mechanical drive requirement you have. 
Sizes up to 30 hp, output speeds from 1 to 10,000 
rpm, and speed ranges up to 8:1. Motors can be 


MANUFACTURER OF ELECTRIC 


open, drip-proof, enclosed, or explosion-proof—with 
ventilated or enclosed belt housings — for foot, 
P-base, C- or D-flange mounting on your machine. 


Allispede is available with parallel shaft, or right- 
angle, integral speed reducers; special shaft exten- 
sions; integral magnetic brakes; electrical or 
mechanical remote control, and other modifications. 


Interested? Contact your nearby Louis Allis District 
Office or write to The Louis Allis Co., 439 East 
Stewart Street, Milwaukee 1, Wisconsin, for a copy 
of Bulletin 3600. 


*Allispede is a trademark of The Louis Allis Company. 


LOUIS ALLIS 


MOTORS AND ADJUSTABLE SPEED DRIVES 


ASO-133 





Important facts to know about laminated plastics 





ag 


A few Taylor composite laminates (left to right): copper-clad section; sandwiched cop- 
per component; Taylorite vulcanized fibre-clad part; laminated tube, copper inserts. 


Composite Laminates Open Up New Design Opportunities 


While the great variety of commer- 
cially available laminated plastics 
satisfy most electrical and mechan- 
ical requirements, there are applica- 
tions that can benefit from the com- 
bination of properties provided by 
composite laminates. Recent ad- 
vances in bonding techniques have 
made it possible to bond virtually 
any compatible material with a lam- 
inate. These can be supplied as clad 
or as sandwiched materials. And 
they can be moided into many shapes 
to fit design requirements. Taylor is 
presently supplying to order the fol- 
lowing composite laminates: 


e Copper and laminated plastics. 
Clad for printed circuits and formed 
shapes. Sandwiched for special ap- 
plications. 

Taylorite® vulcanized fibre-clad 
laminates. These combine the 
high strength of laminated’ plastics 
with the superior hot-arc-resistance 
of vulcanized fibre. They are being 
used in both high and low-voltage 
switchgear applications. Also in ap- 
plications where the high impact 
strength of vulcanized fibre may be 
advantageous. 

Rubber-clad laminates. Almost 
any type of natural or synthetic 
rubber may be used as the cladding 
material. These laminates are widely 
used for condenser tops in wet con- 
densers to protect the laminate 
against highly alkaline electrolytes. 
They also have application in any 
part where sealing or chemical re- 
sistance is needed. 

Asbestos-clad laminates. For 
applications where high heat- and 
arc-resistance are required. 
Laminate-clad lead. Lead sheets 
sandwiched between Grade XX pa- 


per-base laminates have been used 
for X-ray shields. The laminate 
provides strength and contributes 
to the high shielding properties of 
the lead. 

Aluminum-clad laminates. These 
have been used extensively for en- 
graving stock. They also offer pos- 
sibilities as printed-circuit material 
and as plate holders for X-ray 
machines. 

Beryllium copper-clad laminates. 
Beryllium copper is nonmagnetic 
and a good conductor—properties 
that give these laminates possibil- 
ities in many applications. 
Stainless steel-clad laminates. 
Applications where nonmagnetic 
properties are required. Also in cer- 
tain corrosive environments where 
the resistance of stainless steel to 
attack is an asset. 
Magnesium-clad laminates. 
These laminates have been pro- 
duced in 108-in.-long sheets for use 
as screens for X-ray operators. 
Weight was a factor. 


Our design and production engineers 
are constantly developing new ma- 
terials, new applications, and new 
procedures for fabricating laminated 
plastics. Our experience is yours for 
the asking. And if you have a prob- 
lem requiring assistance or more in- 
formation on composite laminates, 
write us. Also ask for your copy of 
Taylors new guide to simplified 
selection of laminated plastics. 
Taylor Fibre Co., Norristown 36, Pa. 


aylor 


LAMINATED PLASTICS VULCANIZED FIBRE 


For More Facts Write No. 178 on Information Card—Page 32 


42 





Catalog Files 





SILICONE MODIFIED RUBBER 


A 48-page two-color catalog 
on silicone modified rubber. 
Explains industrial applica- 
tions. Includes information on 
various types of compounds, 
insulation, and plastic lami- 
nates. 


Carlisle Corporation 
Write No. 13 on Information Card—Page 32 


SLINGS 


A four-page publication on 
slings with a warning ring. In- 
cludes chain sizes, material 
sizes, inside dimensions, and 
working load limits. Warning 
ring action is described. 


Campbell Chain Company 
Write No. 14 on Information Card—Page 32 


STRAPPING MACHINES 


A folder containing specifica- 
tions of 14 models of com- 
pression strapping machines. 
Describes pneumatic and hy- 
draulic press models. Charts 
power requirements, critical 
dimensions, platen opening, 
and other factors affecting 
model selection. Covers op- 
tional accessories. 


Signode Steel Strapping Company 
Write No. 15 on Information Card—Page 32 


SWITCHBOARDS 


Brochure GED-4239 gives in- 
formation on a line of switch- 
board products. The 24-page 
booklet details features, di- 
mensions, and components. 
Includes applications for trans- 
former, generator, and power 
transformer circuits. 


General Electric Company 
Write No. 16 on Information Card—Page 32 


V-BELTS 


Bulletin M-201 describes de- 
sign features and performance 
advantages of V-belts. The 
eight-page illustrated catalog 
includes specifications and or- 
dering information. Cites com- 
parative advantages of straight 
sidewall construction. 


Raybestos-Manhattan, Inc. 
Write No. 17 on Information Card—Page 32 


PURCHASING 





Ask HIM! He will give you the right answer 
because he knows his product line thoroughly— 
frontwards, backwards and inside out. 

But there’s more to him than that. When you 
talk to a Wolverine salesman, you're talking 
to a man who knows your industry and its 
markets . . . knows what you have to do to suc- 
ceed in those markets . . . and knows how his 
products and services can help you achieve your 
goals. 

& 

Because he functions as an independent busi- 
nessman, your Wolverine salesman knows first- 
hand many of the problems you face each day 





+ | 


.. . has encountered them in his own business 
life. He is, therefore, in a better position to meet 
your requirements and, because of this under- 
standing, to serve you better. 

He also has the complete trust and backing 
of his company. When he speaks, he is Wolverine 
Tube’s authorized representative. You'll find 
because of his background, education and spe- 
cialized training in Wolverine’s plants and offices 
that he is fully qualified to be of maximum 
assistance to you. 

Talk to him the next time you order tubing .. . 
in copper, brass, aluminum . . . or special metals. 


WOLVERINE TUBE 


DIVISION OF 


Calumet Hecla, Inc. 





DEPT. H, 17250 SOUTHFIELD RD., ALLEN PARK, MICHIGAN 
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DELROYD 


WORM GEAR SETS 








Delroyd units are manufactured in a modern plant 
devoted specifically to the production of worm 
gearing—a plant which has one of the largest thread 
milling and thread grinding capacities in the United 
States. Because we use this exclusive precision ma- 
chinery, the most exacting testing techniques and 
highly skilled workmanship, you are assured of qual- 





Check 
these 
advantages: 


¢ Involute helicoid 
thread form 
(strongest thread 
— form made) 


¢ Centrifugally cast gears 
« More horsepower per dollar 


ity and service associated with the leading specialists 
in worm gearing. 

Delroyd provides the widest range of sizes and 
ratios, and offers complete interchangeability of 
parts. Whether you specify worm gear sets or worm 
gear speed reducers, you are assured of the finest 
quality obtainable. 














DELROY D 


WORM GEAR SPEED REDUCERS 


FAN COOLED RIBBED CASES 


a 


Widest range of ratings available—from .05 HP, 1%” center distance 
, 36” center distance—in single and double reduction units 


to 1050 HP 


sar 


re a 


naan 


TYPE D 
Verso Unit 
Adapts to any 
mounting 
requirement 
Ratios: 

5:1 to 70:1 
Horsepowers: 
.062 to 13.5 
Center distance: 
22" to 4” 


TYPE B 
Horizontal 


single reduction 
Bottom drive 


Ratios: 

5:1 to 70:1 
Horsepowers: 
.062 to 150 


Center distance: 
5” to 12” 


TYPE T 
Horizontal 
single reduction 
Top drive 
Ratios: 

5:1 to 70:1 
Horsepowers: 
.062 to 150 


Center distance: 
5” to 12” 


TYPE V 

Vertical single 
reduction 

Shaft up or down 
Ratios: 

5:1 to 70:1 
Horsepowers: 
.062 to 150 


Center distance: 
5” to 12” 


TYPE HB 
Horizontal 
helical-worm 
Right angle drive 
Ratios: 

15:1 to 355:1 
Output torque: 
2460 in. Ibs. to 
135000 in. Ibs. 


Center distance: 
3%” to 12” 


TYPE DB 
Horizontal 
double-worm 
Parallel input 
and output shafts 
Ratios: 

75:1 to 4900:1 
Output torque: 
4170 in. Ibs. to 
135000 in. Ibs. 
Center distance: 
3%” to 12” 





YOU CAN “PUT 
THE BITE” ON 


Southern fasteners would pass 
the old-time ‘‘bite’’ test for qual- 
ity without adoubt. They'll stand 
any test for quality because they 

f are made by USA specialists 
using USA materials. 

You can ‘‘put the bite’’ on 
Southern for service, too. Con- 
tact your Southern distributor 
today, or write, wire or phone 
Southern Screw Company, P.O. 
Box 1360, Statesville, North Car- 
olina. Phone TRiangle 3-7213. 
Manufacturing and Main-Stock in States- 


ville, North Carolina. Warehouses: New 
York « Chicago « Dallas + Los Angeles 


Machine Screws& Nuts « Tapping Screws 
+ Stove Bolts +» Drive Screws + Carriage 
Bolts - Continuous Threaded Studs - 
Weod Screws + Hanger Bolts - Dowel 
Screws 


SCREW COMPANY 


* WORTH CAROLINA 
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Letters To The Editor 





BOUQUETS 
Dear Sir: 

Your magazine is a source of 
much value to us and we have 
classified the various articles and 
keep a permanent file. 

Incidentally, some time ago I 
had the opportunity to talk with 
Paul Farrell while he was in Chi- 
cago, and this may have preju- 
diced me but I believe that Pus- 
CHASING Magazine is among the 
best of the trade or professional 
journals. 

L. A. Mock 

Purchasing Director 

Mystik Adhesive Products, 
Inc. 


Northfield, Illinois 


... AND BRICKBATS 
Dear Sir: 

Purchasing agents, during the 
past several years, have been 
asking for more executive recog- 
nition by management. In order 
to justify such recognition, they 
have cited the very great things 
that purchasing has done for 
management. Paul Farrell, as edi- 
tor of PURCHASING Magazine, 
should be familiar with the ef- 
fort that management expends 
to establish a favorable image 
which will truly represent the 
corporation. 

However, your magazine, as 
well as others, has presented the 
purchasing agent as a_ lowly 
clerk-type person. Month after 
month I see pictures of purchas- 
ing agents in your magazine in 
shirt sleeves and finally in your 
September 26 issue you really 
hit the bottom by showing a pur- 
chasing agent with no tie and his 
collar unbuttoned. Pages 70, 71, 
86 and 94 of that issue illustrate 
my complaint. I hope you will 
not continue on this path and 
eventually show the purchasing 
agent in his underwear. 

The picture of Paul Farrell, as 
editor of Purcuastinc Magazine, 
I note, always depicts him as a 
successful businessman, execu- 


tive-type, and fully clothed. I 


realize we do not judge a book 
by its cover; however, I am firm- 
ly convinced, if purchasing agents 
have earned the right to be called 
executives and the right to earn 
management recognition, then 
they should necessarily conform 
in dress and action befitting the 
social status of an executive. 

It is your responsibility as a 
leading purchasing magazine to 
insist that all future pictures of 
purchasing agents should show 
him fully clothe! with shirt, tie 
and coat. Good restaurants de- 
mand this dress, why can’t good 
purchasing agents demand the 
same courtesy from your mag- 
azine. 

Miles B. Hopkins 

Director, Purchasing and 
Traffic 

Pemco Corporation 

Baltimore, Maryland 


OPEN FOR DISCUSSION 


Dear Sir: 

In your September 26 “Letters 
To The Editor” column you made 
the following statement: “The 
phrase ‘ship August 20’ is rela- 
tively rare—or should be.” 

We believe that by specifying 
the shipping date, which is usual- 
ly the invoice date, we can get 
better cost control since we are 
to be invoiced in the month in 
which we are using the material. 
By specifying the shipping date, 
we are also assuming the respon- 
sibility of the shipment arriving 
on time and not passing this re- 
sponsibility off on our suppliers. 

We specify the routing on our 
purchase orders and since these 
have given us their en-route time 
from most of our regular sup- 
pliers, we are relatively accurate 
in getting our material as re- 
quired. 

I would like to see some more 
discussion on this problem. 

Clarence M. Klotz, Jr. 
Purchasing Agent 
Locke Stove Company 


East St. Louis, II. 
® Does anyone care to comment? 


PuRcHASING 





how Parish 
ingenuity reduced 
a forming operation 


” 1A,000 


of a second! 


oe ah ok 
1 RR RA 


Operator removing an outer warhead shell formed and shaped by explosives. 


problem: How to reduce the time and cost involved in forming large aluminum alloy 
missile warheads. 


solution: Parish research engineers reduced the forming rate of aluminum inner and outer 
warhead shells to 1/1,000th of a second with explosives. A split die equipped with 
vacuum seals and an open top was used, with water serving as a transmitting 
medium for the Primacord explosive. Parish ingenuity dramatically reduced 


forming rates while keeping springback and work hardening to a minimum. 
Parish facilities, skill and ingenuity have ma- welding, balancing, forming and assembling, 


terially reduced time and cost on thousands of | why not insure top-flight quality and per- 


intricate production problems. If you have a _ formance by calling Parish today? 
production problem—large or small—requiring 
stamping, machining, forming, heat-treating, 


_PARISH 


PRESSED STEEL 


DIVISION OF DANA CORPORATION © READING, PENNSYLVANIA 


Write for your copy of this illustrated booklet describ- 
ing the diversified facilities available to you at Parish. 


For More Facts Write No. 182 on Information Card—Page 32 
January 16, 1961 
































eee as 








“service With Science” from G.S. Robins 


The G. S. Robins chemical sales engineering staff meets 
each week to discuss customers’ problems. 


A dozen chemical 
specialists in a dozen fields 


Supplying more than 350 basic chemicals and technical 
assistance to a variety of industries within a 250-mile radius of 
St. Louis, Missouri, takes “Service with science,” according to 
Mr. H. L. Dahm, president of G. S. Robins & Company. 


That’s why every sales representative for this major chemical 

distributor has a chemical engineering degree—and each is a 

specialist in a given field. They offer field technical service as 

well as top-quality products to such important industries as i ; . 

tri ve fii ; ( ‘ rhrough a perpetual inventory system, G. S. Robins has 
aundries, paper products manulacturers, Cleaning compound- finger tip control of more than 350 basic chemicals. 
ers, aircralt producers, metal refiners, fabricators and meat 

packers. By keeping alert to current market conditions, they 

keep a balanced supply of materials flowing from the block- 

long Robins warehouse to customers in a five-state area. 


G. S. Robins & Company is typical of the outstanding chemical 
distributor firms selected with care by Olin Mathieson to 
provide customer service. There is a major chemical distributor 
handling Mathieson chemicals in your area. For his name and 
address, please write: 


Olin Mathieson 


An extensive truck fleet delivers chemicals packaged to 
Chemicals Division, Baltimore 3, Maryland 


customers’ orders. 


MATHIESON Chemicals—Ammonia + _ Bicarbonate of Soda * Carbon Dioxide * Caustic Soda * Chlorine * Formaldehyde «+ 
Hydrazine and Derivatives * Hypochlorite Products * Methanol * Muriatic Acid ¢ Nitrate of Soda ¢ Nitric Acid * Soda Ash « 
Sodium Chlorate * Sodium Chlorite Products * Sodium Methylate * Sulfur (Processed) * Sulfuric Acid * Urea * Ethylene Oxide « Ethylene Glycols 


* Polyethylene Glycols * Propylene Oxide * Propylene Glycols * Polypropylene Glycols * Ethanolamines * Glycol Ethers ¢ Surfactants + Ethylene 
Dichloride * Propylene Dichloride 


8268 
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| YOU CAN SAVE 

> ON ELECTRIC 
TRUCK POWER 

_ THREE WAYS 











» 


Get more battery capacity per dollar per year. For years, Exide-Ironclad 
Battery users have consistently reported unequaled battery economy. 
Now the new TGS Exide-Ironclad Battery gives you another 11% more 
capacity with no increase in battery size. Your trucks can do still more 
work per shift, and you get greater economy than ever. 


Use efficient chargers. Exide vertical chargers are specially designed for 
industrial truck service. They give you actually more charging capacity 
for the price. Vertical design saves two-thirds floor space, keeps out dirt 
for lower-cost upkeep. Oversize bearings, dual-protected by bearing 
seals and external dust shields, prolong charger life. 


Keep your equipment functioning. Regular inspection by capable serv- 
ice men is a real economy measure. And no service matches Exide 
service—over 160 men in 47 offices coast to coast. All are factory 
trained—specialize in Exide industrial batteries and chargers. They help 
you get the maximum life and economy from your batteries. 


GET THE COMPLETE EXIDE POWER 
PACKAGE: BATTERIES, CHARGERS, 7] ® 
SERVICE. For additional information, write 
Exide Industrial Division, The Electric Stor- ‘. J g 
age Battery Company, Philadelphia 20, Pa. 


PURCHASING 





ANALYTIC “BLOODHOUND” SNIFFS OUT SECRETS 
OF BEARING CORROSION 


WE USE THIS HYPERSENSITIVE 
DEVICE TO TRACK DOWN 

ENGINE BEARING CORROSION TO 
ITS SOURCE. This instrument nceds 


only a minute fragment of metal for 
accurate analysis. Consequently, engine 
bearing corrosion can be traced from 
its beginning through complete destruc- 
tion of the bearing surface. Because test 
variables are minimized, Federal- 
Mogul engineers can accurately relate 
degree of corrosion to specific engine 
operating conditions. This analytical 
tool is in continual use in our labora- 
tory, assisting research on many differ- 
ent projects. Prevention of corrosion 
and development of new bearing alloys 
are high on the list! 


SUCCESSFUL BEARING PERFORMANCE 
depends on selecting the proper alloy for 
the operating conditions to be met. Federal- 
Mogul engineers have had years of experi- 
ence with bearings and applications of all 
kinds . . . and this wealth of knowledge is 
available to bearings users. This is one reason 
why F-M sleeve bearings, :recision thrust 
washers, formed bushings, and low-cost 
spacers are chosen for use in virtually every- 
thing from baby buggies to 

heavy industrial cranes. There's much valuable data in our Design Guides on sleeve bearings, thrust washers and bushings; 


and in our brochure on spacers. For your copies, write Federal-Mogul Division, Federal-Mogul-Bower 
Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


sleeve bearings DIVISION OF 
eemeaaeas FEDERAL-MOGUL-BOWER 


thrust washers BEARINGS, INC. 
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PURCHASING AGENTS... 


how long ts 
an hour: 


600 mites long. In this jet agc, the United States is only “six hours” wide. Emery Air Freight gives 
same day or overnight delivery anywhere in the nation, Emery now enables you to go far and wide for 
new suppliers, to shop for the best at minimum cost. Plan now to take advantage of the speed and 
reliability of Emery Air Freight by specifving “Ship Emery Air” on your purchase orders. To find 
out how much faster Emery can deliver your purchase order from anywhere in the country . .. 


MAIL THIS ATTACHED CARD TODAY —-> 


EMERY AIR FREIGHT 


Offices in all principal cities. 





Purchasing People in The News 





Charles N. Rini has been pro- 
moted to director of purchases of 
Brookrark, Inc., Cleveland, Ohio. 
Mr. Rini was previously purchas- 
ing agent of the Cleveland plant. 
In his new post, he will direct 


Charles N. Rini 


the purchasing of all materials 
and equipment for the 
Brookpark dinnerware molding 
plants located in Cleveland, Ohio, 
Port Gibson, Miss. and San Juan, 
Puerto Rico. He will also direct 
purchases of its subsidiary Struc- 
toglas, Inc. 


three 


Benjamin H. Pritchard and Wil- 
liam B. Seemann have been 
named assistant purchasing agents 
by The Youngstown Sheet and 
Tube Company, Youngstown, 
Ohio. Mr. Pritchard joined the 


company’s purchasing department 


B. H. Pritchard W. B. Seemann 
in 1939, became a buyer in 1952 
and buyer group leader in 1956. 
As group leader, he supervised 
purchases of various raw mate- 
rials, including scrap, tin, alloys 
coal and limestone. In his new po- 
sition, he also will handle salvage 
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and supervise clerical personnel. 
Mr. Seemann has been with 
Youngstown since 1938, serving 
in various purchasing department 
positions. In 1952 he was named 
a buyer and in 1959 a buyer 
group leader. He has been in 
charge of machinery and construc- 
tion purchases. and now will also 
supervise purchases of materials 
for repair, maintenance and oper- 
ating. 


Alvar Markle has been made 
purchasing agent of Yale Mate- 
rials Handling Division, The Yale 
& Towne Manufacturing Com- 
pany, Philadelphia, Pa. Mr. Mar- 
kle will be responsible for the 
procurement of all materials and 
equipment for the division. Be- 


Alvan Markle 


fore coming to the Division he was 
director of purchases of Walworth 
Company, and prior to that he 
was manager of purchasing of the 
Can Division of Crown Cork & 
Seal. He is a 
University. 


graduate of Yale 


Adam Kubirciak has been 
named purchasing agent for Dy- 
namic Gear Company, Amityville, 
N. Y. Mr. Kubinciak was former 
administrative assistant to the 
vice-president. 


John W. Thorn has been named 
to the board of directors of Gulf 
Supply Company, Inc., Beaumont, 
Texas. He is the manager of pur- 


John W. Thorn 


chases for the company’s entire 
operations in Texas, Louisiana 
and Oklahoma. Mr. Thorn is a 
graduate of the University of 


Oklahoma. 


The Hoover Company, North 
Canton, Ohio has named L. J. 
Miller as purchasing manager. 
He succeeds D. L. “Dave” Glass 
who has retired after thirty five 
years of service with the com- 
pany. Prior to taking his new job, 
Mr. Miller was manager of pur- 
chasing for Cummins Engine Com- 
pany, Columbus, Ind. Before that 
he was with Lamson and Sessions 
in Cleveland for seven years, first 
as purchasing manager and then 
as assistant to the treasurer and 
office manager. He is a graduate 
of the University of Pittsburgh, 
and is on the board of trustees of 


the Cleveland Purchasing Agents 


Association. 





SEE PAGE 174 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 














_.. AND FUSES PROVIDE THE HIGHEST DEGREE 
OF PROTECTION AVAILABLE 


Unlike mechanically operated devices, fuses have no 
hinges, pivots or contacts to stick or get out of order. They 
require no periodic inspections, recalibration and 
corresponding down-time. A fuse is just as safe and 
rene accurate 20 years or longer after installation as it is 
- on the day installed. 


Buss 


" es ae 
LOW-PEAK Fuses e 
200,000 amp. interrupting 
capacity ... great current limi- 
tation plus long time-lag 


Ask for Bulletin LPCS 


FUSETRON 


dual-element Fuses 
All purpose protective device 
for circuit, motor or equip- 
ment protection 


Ask for Bulletin FIS 


Hi-Cap Fuses 
For loads above 600 and 
up to 6,000 amps. 200,000 
amp. interrupting capacity, 
—plus current limitation. 


Ask for Bulletin HCS 


Buss 
LIMITRON Fuses 


High interrupting capacity fuses with 
exceptional current limitatior 


Ask for Bulletin HLS 


x ; . 
—— 


BUSS makes a complete line of fuses for home, farm, commercial, 


electronic, electrical, automotive and industrial use. 
: > 


PURCHASING 





Buss Super-Lag 
Renewable Fuses 


Lowest cost protection where 
periodic short-circuits are frequent. 


Ask for Bulletin RCS 
One-Time Fuses 


Low cost, safe protection for 
heating or lighting circuits where 
faults do not exceed 10,000 amp. 


Ask for Bulletin NCS 


Clear Window 
Plug Fuses 


One piece body and 


design guarantee protection 
4sk for Bulletin WUS 4 
i as 


“safety” 


Buss 
Fustar FUSTAT Fuses 
Fusetron fuses with Type “S 


base resist overfuseing 


puss ; 


tampering 


Ask for Bulletin SCPS 


Fustats for motor protection 


Ask for Bulletin SMPS 


FUSETRON 
Z) dual-element 
Plug Fuses 


Safely stop needless blows 
Give full protection against 


short-circuits and overloads 


Ask for Bulletin TCPS 


and FUSETRON 
Small Dimension Fuses 
and Fuseholders 


For the protection of all types of 
electric and electronic devices. 


Ask for Bulletin SFB 


ra 
id | 


Gone 
ass 7 (SIN 


ne al 


Bussmann Mfg. Division, McGraw-Edison Co. 
University at Jefferson, St. Lovis 7, Mo. 


Get the 


Facts 
write 
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Got a problem that calls 
for thread-cutting screws? 


PARKER-KALON offers three new, improved thread-cutting 
screws for every applicationivn every material 
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New, Improved P-K Type F* 


... hardened thread-cutting 

screws developed for use in 
friable, granular or brittle material. 
The pilot, with its five tapping flutes, 
cuts a machine screw thread as the 
screw is turned in. The Type F is 
ideal for making fastenings to fer- 
rous and non-ferrous castings, bronze 
or brass forgings, heavy gage sheet 
metals, structural steels, plastics and 
resin-impregnated plywood. 





“Pentap”.. . the new, 
Improved P-K Type B-F* 


(formerly F-Z) combining the five 
thread-cutting flutes of the Type F 
screw with the coarse-pitch, widely- 
spaced threads of the P-K Type B. 
The thread-cutting ‘“‘Pentap”’ Type 
B-F distributes cutting pressure 
evenly, lets chips drop to the bottom 
of the hole, and prevents cracking 
of material. It is designed for making 
fastenings to comparatively thin sec- 
tions and bosses in friable and brittle 
plastics. 
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P-K® Type Li 


. is a completely new and 
improved thread-cutting 
screw developed by Parker-Kalon 
especially for use in Nylon. The Type 
L functions as a combination thread- 
cutting and thread-forming screw in 
that it cuts a small amount of the 
Nylon to allow the full diameter 
threads to form. Type L offers a 
particular advantage in Nylon 
assemblies which must be disassem- 
bled for service, because the P-K 
Type L can be removed and replaced 
without stripping or galling. 


The five cutting flutes on the new, improved P-K Type “F"’ and “BF” 
reduce pressure development by 80 percent! The completely formed 
threads on these screws have sharper cutting edges, and 5 deep flutes that 
are of continuous depth. These features make for better clearance of the 
accumulated material and assure minimum stresses in driving, and avoid 
the possibility of stripping or galling. 





FOR SEMS...and Neoprene or Nylon 
washer .STAPS® in thread-cutting and 
thread-forming tapping screws, or ma- 
chine screws in any kind of pre- 
assembled fastener-washer combination, 
P-K can supply them, too! 


FOR. SAMPLES OF P-K THREAD-CUTTING SCREWS AND SEMS, 
CALL YOUR LOCAL P-K ‘‘BULK-STOCKING” DISTRIBUTOR 


PARKER-KALON 


fasteners 


PARKER-KALON DIVISION, General American Transportation 
Corporation, Clifton, New Jersey «Offices and Warehouses in 
Chicago and Los Angeles : 


KEEP AMERICAN INDUSTRY AT WORK... BUY P-K.. .MADE IN U.S.A, 


*Patent Pending {U. S. Patent 2,350,346 
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SAVED 50%! 


THIS PUNCH FACED WITH 
REN EPOXY RESINS 


Built by Allied Products Corporation for stamp- 
ing ambulance roofs, this punch is constructed 
of a zinc alloy core, faced with a 34" thickness 
of epoxy resin compound. The use of epoxy 
facing shortened tooling time—simplified the 
program—and reduced labor costs for an over- 


all savings of 50%! 


ON THIS TOGGLE PRESS 


The punch is held in place by five large clamps 
on each side of this 13-ton toggle press. Stamp- 
ings are drawn from 80” x 164” sheets of 18 
gauge steel. 


STAMPS THIS ROOF! 


The roof stamping measures 68” wide, 158” 
long and 8” deep. Allied Products uses this 
epoxy tooling process to stamp approximately 
4,000 roofs annually for the Miller-Meteor 
Company, Belfontaine, Ohio. 


Reduce tooling costs at the start of the program—by select- 
ing Ren epoxy resins for the tooling process. Engineers 
report programs simplified by 40%—time saved to 70% 
~—and overall tooling costs reduced by 50%! Dependable 
epoxy formulations by Ren provide lasting dimensional 
stability, rugged compressive strength — plus scheduling 
Slexibility that permits easier, quicker design modifications. 





------------5 


ARE YOU RECEIVING 


YOUR FREE COPIES? Ren Plastics, Incorporated 


5422 South Cedar Street, 

Lansing 9, Michigan 

Gentlemen: I would like to receive 
Tooling Digest 


Name deities 
Address iceman 


Published periodically City..........__ State 
by Ren, these bulletins 
provide technical informa- Company____ 
tion and applications of 


PLASTICS, INCORPORATED plastic tooling. If you are Position_ 


not presently receiving 
your free copies, fill-in ond Send me more information [] 


Lansing 9, Michigan mail this coupon. 
—— 
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precision || 
~ bearings... 


Precision performance is vital to the achieve- 
ment of today’s record-breaking scientific 
advances. That’s why you'll find Barden 
Precision bearings in all types of critical com- 
ponents. Barden delivers performance payoff in 
terms of minimum rejects, reduced costs and 
... above all... reliability. 


Since its founding in 1942, Barden has worked 


exclusively on design and development of 


precision ball bearings, devoting every effort 
to establish new standards of precision and 
quality. Today, the world over, Barden Precision 
means the highest levelof bearing performance. 


for reliability... specify 


BARDEN 






et 


From the start, Barden has led the way in 
advanced design, production and quality 
control techniques and improved functional 
testing—all with the single objective of reli- 
able and predictable bearing performance. 
In fact, many Barden-pioneered innovations 
are now standard in the entire industry. 


Barden is one of the nation’s major suppliers 
of standard bearings in sizes from .0469” bore 
to over 3” O.D., all manufactured to Barden 
Precision standards of dimensional accuracy, 
uniformity and reliability. 


PRECISION BALL BEARINGS 


THE BARDEN CORPORATION. 239 Park Avenue, Danbury, Connecticut 
Western office: 3850 Wilshire Boulevard, Los Angeles 5, California 








RESEARCH AND DEVELOPMENT. 

The continuing search for new 
concepts and improved methods, to 
satisfy increasingly complex customer 
needs, starts in this modern laboratory 


GaGe room. This is the Barden 
Bureau of Standards where master 


bearing rings— measured to millionth 
of an inch—are used to set 
production and inspection gages 


\ 





GRINDING ROOM. led operators and 


close tolerance grinding, together with 
precise gaging techniques, assure the 
accuracy and untformity of inner and 


outer rings for unvarying performance 


CLEAN ROOMS, Crifical operations — 
from final parts inspection to sealed 
packaging of bearings—are housed in 
dustfree, humidity- and 
temperature-controlled areas 





INSPECTION. Carefully calibrated 
inspection equipment,-such as the 
Barden-developed Waviness Gage, 
double-checks every operation to insure 
you optimum bearing performance 


mG. Performance 
tests, such as precise torque 
measurement by the Torkintegrator, 
were proneered by Barden to 
accurately predict bearing performance 


Help yourself 
...10 


Hindley 
Cotter Pins 
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FOB- “filosofy of buying" 





ry. 

LT uosr OF US with a phil- 
osophical bent—the writer and 
readers of this column—are gen- 
erally agreed that sweet are the 
uses of adversity. Now this de- 
partment must add another adage 
to its collection: dangerous are 
the uses of irony. 

In the November 21 issue, our 
editor let loose what he thought 
was a blast against business 
Christmas gift-giving. It’s an old 
subject, but an important one, 
so he thought he’d add a new 
twist to yanking phoney Santa 
Claus’s beard, so to speak. He 
tried a bit of tongue-in-cheek 
sarcasm, and complimented the 
gift industry for establishing 
ground rules for the annual ritual. 
The rules, he implied. were these: 
don’t give anything to anybody 
unless you can get something out 
of him; give him something he 
can’t give or throw away so that 
he'll have some vague feeling of 
obligation to you throughout the 
year; send it to his home so he 
understands it isn’t meant to be a 
kind of general thank-you to the 
gang at the office; don’t let any 
poor souls get confused and think 


business gift-giving has anything 
to do with the spirit of brother- 
nood and all that. 

Well, something happened. 
They used to tell us in the Army, 
when you write, write so that 
you will not only be understood, 
but not misunderstood. Some peo- 
ple misunderstood, and figured a 
long-time foe of gift-giving had 
finally succumbed and was giv- 
ing the practice his blessing. 

It’s not so, dear friends who 
misunderstood. We’re still against 
gifts when they’re represented as 
anything but another form of 
sales gimmick. 


Tuts GIFT-GIVING business 
isn’t going to stop, anyway, and 
it might get worse. A writer in 
the American Salesman who ob- 
viously has his thumb on the 
country’s cultural pulse, thought 
hard and came up with this ad- 
vice for sales managers who are 
struggling to curry favor with 
purchasing agents with every- 
thing but price reductions: 





“Excuse the sneeze, Charlie—must be catching a cold. You say there’s a dis- 
crepancy in one of those purchase requisitions?” 
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“Even if a P.A.’s_ cultural 
fancies seldom wander beyond 
the Baltimore Colts, the chances 
are he will be favorably im- 
pressed by prestige-packed art 
reproductions (both sculpture 
and painting) now available at 
low cost. A head by Michelangelo 
on an office shelf is widely re- 
garded as a sure sign of culture.” 

By whom? We have one of 
those reproductions on the office 
bookcase. It’s the head of an 
Arabian woman, done in the 8th 
century. A salesman walked in 
one day and said, “Who's that, 
one of your kids?” 


A MEMBER of that select but 
growing club, P.A.’s—Who-Be- 
came-Presidents, R. J. “Ronnie” 
Ahern of the Billings & Spencer 


ow 


Ronnie Ahern 


Co., Hartford, Conn., celebrated 
his 30th anniversary with the 
company recently. Ronnie was 
purchasing agent from 1934 to 
1941, then in less than four yesrs 
became production manager, man- 
ager, manufacturing vice-presi- 
dent, vice-president and secre- 
tary, executive vice-president, 
and president and general man- 
ager. 


S OMETIMES WE DON’T 
KNOW whether to laugh or cry 
at some of the things that turn 
up in our surveys. This is from 
one we just conducted among 
smaller-company P.A.’s to deter- 
mine what purchasing magazines 
they read and find useful: 

“Can’t afford any magazines. 
Just makeing a liveing. You know 
food clothing & shelter.” 
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—Mr. Purchasing Agent... 


is the new 


BALL VALVE-with ©U seats 


- « costs no more than a standard bronze gate valve! 


Make no mistake about it, the Figure 125 —_ low pressure and vacuum lines. All of this—yet it 
Ball Valve is not “just another ball valve.” It costs no more than a standard bronze gate valve, 
represents an entirely new concept in ball valve Following are a few of the many superior 
design — a combination of special features per- features of the Figure 125: 
fected only after years of painstaking research 
and imaginative engineering. 

The “AUTOMating” valve seats — a brand FORGED NAVAL BRONZE — denser, tougher, stronger — 

b k ’ free of porosity and other internal defects 

new feature of the Figure 125 — provide posi- 
tive sealing throughout the entire life of the “AUTO Mating” SEATS (pat. pending)— positive 
valve. The spring, retainer ring and “O” ring sealing in either flow direction —ideal for vacuum service 
seal behind the seat insure constant compres- 
sion, self-adjustment and a tight seal, even on 


EASY OPERATION — only a quarter turn to open or close 


SELF-LUBRICATING — Buna “N” seats impregnated with 
Moly Disulphide for a slippery, non-galling surface 


Write today for our new brochure giving full, detailed information 


LL VALVES, INC. 


JACK S$ ON +3 o <= 
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Calendar of Coming Events 


Fe ERAT as neneein. 


Jan. 23-26. Plant Maintenance & 
Engineering Show: Palmer 
House and Chicago Amphi- 
theatre, Chicago. 


. 24-27. Society of Plas*ics 
Engineers, Inc.: 17th An- 
nual Technical Conference, 
Shoreham Hotel, Washing- 
ton, D.C. 


Feb. 2-3. Chemical Buyers’ 
Group, National Associa- 
tion of Purchasing Agents: 
Commodore Hotel, New 
York. 


Feb. 5-7. Public Utilities Buyers’ 
Group, National Associa- 
tion of Purchasing Agents: 
Statler Hotel, Detroit. 


Feb. 7-9. The Society of the 
Plastics Industry, Inc.: 
16th. Reinforced Plastics 
Division Conference, Edge- 
water Beach Hotel, Chicago. 


Feb. 12-13. National Industrial 
Distributors’ Association: 
Western States Conference, 
Hotel Fairmont, San Fran- 
cisco, 


Feb. 22-24. The Material Han- 
dling Institute: Pacific 
Coast Show, Cow Palace, 
San Francisco. 


Feb. 23-26. National Office Fur- 
niture Association: Colise- 
um, New York City. 


Feb. 27-Mar. 3. National Associ- 
ation of Educational Buy- 





June 4-7. 


nN NORMA AE i te 


ers: 13th Purchasing Insti- 
tute, Charterhouse Moto- 
Hotel, Alexandria, Va. 


March 6-8. American Manage- 
ment Association: Data 
Processing Conference, 
Statler Hilton Hotel, New 
York. 


April 7-8. District One, National 
Association of Purchasing 
Agents: Victoria, Britis 
Columbia. 


April 17-21. Office Equipment 
Manufacturers Exhibi‘s: 
Coliseum, New York. 


May 3-5. National Association 
of Educational Buyers: 40th 
Annual Convention, Chase 
Park Plaza Hotel, St. Louis, 
Mo. 


May 7-11. Nationa] Office Man- 
agement Association: Sher- 
ation Jefferson Hotel. St. 
Louis. 


May 25-26. National Society of 
Business Budgeting: Statler 
Hilton Hotel, Dallas. 


May 29-30. Canadian Purchas- 
ing Agents Association: 
36th Purchasing Confer- 
ence and Products Display, 
Royal York Hotel, Toronto. 


National Association 
of Purchasing Agents: An- 
nual Convention, Conrad 
Hilton Hotel, Chicago. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 
Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, N. Y. 
Please give title and company affiliation in all correspondence. Notify us promptly 
of any change of address. Be sure to give old as well as new address; include 
postal zone number, and new company nome and title. Enclose address label from 
@ recent issue, if possible. Since mailing labels are addressed in advance, please 
allow 5 weeks for change to become effective. 
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WHEN THE PROBLEM 
CALLS FOR 
CASTERS « WHEELS 
THE BEST ANSWER 
IS INVARIABLY 


DARNELL 


There is a type of Darnell Caster or 
Wheel for every kind of use and 
floor. Made for light, medium and 
heavy-duty service, you are sure to 
find in the Darnell line the exact 
caster or wheel to meet your indi- 
vidual requirements . . . Ask your 
distributor for your copy of the 
new 192 page Darnell Manual 


REE! 


Illustrated Manual 
DARNELL CORPORATION, Lrp. 


DOWNEY (Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, L.I., N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, GA. 
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ce 
Initial 8 
Price... 


Your final steel cost must include both 


& 
s 


What goes into final cost of steel? Maybe more 
than you realize. After you know the initial price, 
figure the further costs of possession. Often hidden 
and unnecessary, they include the costs of storing, 
handling and readying your steel for use. Costs 
your steel service center can often help you reduce 
or eliminate—to keep your steel costs low. 

Each steel user’s case is different. Ask your steel 
service center to help you determine the most 
economical way to buy steel. They will give you 


~ gsexcscage 
i 


a helpful guide for figuring all your costs of posses- 
sion, such as: 


Cost of capital: 
Inventory 
Space 
Equipment 


Other costs: 
Obsolescence 


Insurance 
Taxes 


Accounting 


Cost of operation: 
Space 

Material handling 
Cutting & burning 
Scrap & wastage 


Call your nearby steel service center, or write for free 
booklet, ‘‘What’s Your Real Cost of Possession for Steel?”’ 


-» YOUR STEEL SERVICE CENTER {sw 


STEEL 
SERVICE CENTER 
INSTITUTE 


STEEL SERVICE CENTER INSTITUTE 


540-A Terminal Tower, Cleveland 13, Ohio 
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Purchasing Pointers 
eee SS 


PERSONAL PURCHASE PLAGUE—Personal purchases for bargain-happy execu- 
tives are a source of irritation for many busy P.A.'s. The next 
time you have to make one, figure out how much it cost you to 
process the purchase order and casually let the "requisit ioner" 
know. It's a good way to remind people how much their personal 
business is costirg the company. And it might embarrass them into 
doing their own shopping and letting you spend your time and 
effort on more important things. 





WHEN TO USE AIR FREIGHT—It obviously costs more to ship by air than by 
surface transportation. But, say air freight proponents, you 
Save by cutting inventory and warehousirg costs. American 
Airlines offers this rule of thumb for judging when to use air 
freight: the product should be a stock item, valued at $1.00 or 
more a pound, and purchased in an area at least two days away (by 
surface transportation) from where it's manufactured. If these 
three elements exist, says AA, use of air transportation will 
reduce your freight bill. 





REQUESTS FOR ARTICLES—If one of your side jobs is getting articles and 





other business magazine material for yourself and for various 
departments, consider a timesaver used by Westinghouse's 
technical publicity section. It's a preprinted postcard request 
for tearsheets. You simply fill in spaces allotted for name of 
the article, issue date of the magazine, and name of person to 
whom the tearsheets are to be sent. Better yet, have the cards 


distributed to those departments that ask for articles and let 
them write direct. 


USE YOUR ALUMNAE—Clerical work in purchasing is particularly exacting 
and it takes a long time to train a buyer's clerk. Procedures are 
complex and mistakes costly. Why not keep a file on those girls 
who have left your department to get married and raise families? 
Many of them might be glad to work part time when purchasing gets 
hit with peak loads. This plan gives you skilled work when you 
need it, cuts training costs, and helps you get along with a 
smaller full-time staff. 





WHO MADE THAT FORM?-—Most printed forms and advertising material carry a 
code showing form number, month and year of issue, and quantity. 
P.A. Frank Curran, S. Blickman, Inc., suggests completing the 
Story by coding your printing supply source and adding his code 
number or letter to the other information. This helps when you 
want to know in a hurry who produced the form and has the type 
set up for it. 
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The finest 

in multiwails 
come from 
Continental 











Containerboard and Kraft Paper Division 


(€ contTINENTAL CAN comMP, 
SALES OFFICES: 


530 Fifth Ave., New York 36, N. Y. = 87 Walton St., Atlanta, Ga. 

38 Newbury St., Boston 16, Mass. » 135 So. La Salle St., 

Chicago 3, Ill. = 1131 National Bidg., Dallas, Texas 

919 Fisher Bidg., Detroit 2, Mich. ® 1 Belmont Ave., Bala-Cynwyd, Pa. 
115 E. Pennsylvania Ave., Southern Pines, N. C. 

1435 *'G”’ Sts, N.W., Washington, D.C. 
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EDITORIAL 





Don’t 
Stamp Out 
Good Buying 


PURCHASING MAGAZINE 


JANUARY 16, 1961 


r Y 

] HE TRADING STAMP gimmick has cropped up again in 
industrial selling. A supplier has announced the offer of the fa- 
miliar retail-store S&H Green Stamps to industrial customers. 


The trading stamp idea didn’t get very far when it was tried 
last year by a Chicago steel company. The Purchasing Agents 
Association of Chicago blasted the scheme in a letter to all its 
1100 members. And Tony Ruediger, chairman of the N.A.P.A. 
Steel Committee, said the plan “is very unethical and could 
work to the detriment of young or inexperienced buyers.” Short- 
ly thereafter the steel company quietly canceled its project. 


On the surface, the trading stamp plan looks about as innocu- 
ous as the entertainment and gifts suppliers hand out to regular 
customers—i.e., another merchandising device that is ultimately 
paid for by the customer. An executive of one of the firms offer- 
ing stamps met the most obvious issue frankly by denying that 
the stamps were a gift or kickback. Giving stamps, he said, is 
just a more dramatic method of offering a standard business 
discount. 


Let’s accept the contention that there is nothing unethical in 
the trading stamp idea. Let’s assume that no buyer’s personal 
interest will be served in any transaction involving stamps. 
We're still left with something that is, however unintentionally, 
insulting to the modern purchasing agent. 


Industrial purchasing is not some kind of a shopping game, 
where the buyers gather every month in the plant cafeteria to 
count up their stamps and leaf through gaily colored premium 
catalogs. A good buyer wants hard cash for his company, not 
stamps. If there’s a discount to be earned, he wants it labeled 
as a discount. If prices can be reduced, he wants to do it through 
negotiations, not through “something-for-nothing” stunts. And 
he wants the whole discount or price reduction for the company. 
He doesn’t want to share it with the stamp supplier, who ob- 
viously is not in business just because he likes to swap things 
for stamps. 


We don’t question the good faith of suppliers who are using 
the trading stamp plan. Competition is getting rough, and a man 
can’t be faulted for trying a little legitimate showmanship. But 
to imply that purchasing agents buy like and are motivated by 
the same things as their wives doesn’t do justice to either. 


dub Vth 





The Basic Elements 


of Inventory Control 


Safety stocks, carry cost calculations, and economic 
lot sizes are such basic tools in inventory management 
that their special applications are sometimes over- 
looked. Here are some specific suggestions on how to 
use these tools to keep inventories at a minimum. 


‘THERE ARE three hidden inventory controls: 
safety factors, economic lot sizes, and the inven- 
tory cost factor. In addition to a certain amount 
of praying and crystal ball gazing, we put our 
faith in safety factors to prevent shortages. We 
use economic lot sizes as a tool to determine the 
proper safety stock and the inventory cost factor 
helps determine our lot size. 

Although management doesn’t like excess in- 
ventory, it’s usually even less happy about inven- 
tory shortages. So we need safety stocks. We 
usually allow a margin of safety on all inventory 
items because we don’t know exactly where usage 
will lessen, where lead time variations will change. 
We add a percentage to the order points used in 
replenishing raw materials, we add another per- 
centage to the manufactured items’ order points, 
and finally we put another safety allowance on 
each finished item. Then we know we are safe— 
and we also have the easiest system to supervise. 

The principal trouble with this approach is that 
your inventory is larger than it should be—and 
usually much larger than the company manage- 
ment wants. Quantities you buy or make for stock 
are always, on the average, one half used up; 
this is not so with safety stocks. They are always 
with you 100%. 

How can we protect ourselves and still not have 
an excessive inventory? First you must find out 
where you are now adding safety factors and the 
size of the factors. You are likely to be quite sur- 
prised. You will find safety factors compounded 
from one level to another. You will find safety 
factors added into lot-sizes where they will do 
little or no good. You will find safety factor quan- 
tities or percentages with nothing but guesswork 





This article is based on a speech given by Mr. Van D. Mark, 


at the recent annual convention of the American Production 
and Inventory Control Society. 


By R. L. Van D. Mark, 


President 
Van D. Mark, Production and Inventory Controls 


or box-car figures justifying them. 

Now look at your inventory and determine how 
many levels—raw material, manufactured stock, 
parts in process and finished goods—you have in 
your plant. Normally you should restrict your use 
of safety factors to one—and only one—of these 
levels. To choose the right level, you shou * 

(1) Pick the protection level required by the 
type of industry you are in. 

(2) Establish a time cycle chart for your busi- 
ness or for your product and place your safety 
factors where the sales lead time line crosses this 
chart. 


How to Pick Your Safety Stocks 


Suppose you produce products, like toothpaste 
or door knobs, for warehouse sales. Within the 
limits of shop efficiency, management does not care 
particularly how many shortages there are in the 
shop as long as there is always material available 
for sales. Therefore, your safety factors belong at 
the finished goods level—and no where else. 

If your company produces strictly to order, you 
cannot stock finished goods for sale, but must 
prepare materials after the customer has ordered. 
In this case the only materials which can be or- 
dered in advance are standard items. Therefore, it 
is easy to see that the only place for safety factors 
lies at the raw material level. 

Actually, most companies’ operations are some- 
where between the simple mass production busi- 
ness and the straight job shop operation. Most of 
us have some stock manufactured items and some 
custom items. Therefore we need to inspect our 
processing and method of sales to determine the 
best level for safety factors: raw material level, 
parts level, assembly level or finished goods level. 

The second method of selecting the right level 
of control is perhaps simpler, but requires a sep- 
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arate investigation for each product or product 
line. We prepare a time cycle chart, similar to that 
shown in Chart I, which shows the lead times for 
all items which go into the preparation of the sales 
products. We draw a line across the chart indicat- 
ing the average sales lead time available on cus- 


Time Cycle Chart 
For Material List of Product A 
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Order Preparation Lead Time 


Final Assembly Lead Time 





Sub-Assembly Lead Time 
Manufacturing Lead Time 
P — Purchasing Lead Time 


CHART |!—The time cycle chart makes it easy to deter- 
mine which inventories really require safety stock protec- 
tion. For example, if sales lead time is six weeks, then 
there should be safety stocks in manufacturing in-process 
of components C, D, E, G, and H, and in purchased parts 
inventories of V and T. No other safety stocks are 
needed. 


tomer orders. 

Let us suppose that in one instance the sales 
lead time is six weeks. We draw a line across the 
chart, as shown, at the six week level. Now our 
analysis is simple. All items which fall on this line 
should have a safety factor. All others do not. In 
this way we isolate our safety factors where they 
will do us the most good. 

When we carry safety stocks at the sales lead 
time level we shall be able to speed up deliveries 
and take care of unusual sales requests when they 
appear. Safety stocks are not needed ahead of the 
sales lead time because these items are already in 
process for sales orders. Safety factors are not 
needed for items which are behind the line because 
the safety factors ahead of them furnish adequate 
protection for sales. Isolating your safety factors 
at only one level of your inventory will reduce 
your inventory investment while providing better 
protection and service for your customers. 

Our second hidden inventory control is economic 
lot-size. Let us assume that you are already using 
economic lot-sizes for all stock additions. You can 
then use your economic lot-sizes for automatic 
inventory classification. Inventory classification is 
often referred to as the ABC system. Inventory 
items are divided either by unit value or usage 
value into three groups. There are low value items, 
medium value items, and high value items. The 
low value items constitute about 70% of the total 
number of items, but only about 5% of the total 
value. The medium group constitutes about 25% 
of the total number of items while totaling only 
about 20% of the value. The high value items 
account for 5% of the number of items and have 
75% of the value. 

The high value items get extremely close control 
while safety stocks are held to the absolute mini- 
mum. The low value items get little or no control; 
a modest investment in safety stocks affords more 
than adequate protection at low cost. 

Chart II shows four inventory classes instead of 
the three in the customary ABC system. It is based 
on an actual study we made in Detroit. After going 


Economic Lot-Sizes Used for Inventory Classification 


. Monthly 
Limits Items Usage 

0-$.005 266 $1,130.34 

$0.05-$0.25 158 2,766.72 

0.25-$1.00 132 7,043.00 

1.00- up 71 22,375.00 

Totals 627 33,315.06 
CHART |l—When you use economic purchase quan- 
tity formulas, you get inventory classification as an 


automatic side-benefit. With the formulas, you buy 
the high value items often so you can operate with 
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Economical Months Orders % % 
Lot-Cost Supply perYear Usage items 
$ 7,523.29 6.7 18 3.4 42.4 
12,203.78 44 2.7 8.3 25.2 
23,138.25 3.3 36. 21.1 21.1 
30,783.00 14 8.5 67.2 11.3 
73,648.32 2.2 5.5 100.0 100.0 
minimum investment in safety stocks. The low value 
items are purchased less frequently and safety stocks 


are substituted as a means of making certain that 
you do not run out of inventory. 





through the classic process of the ABC classifica- 
tion shown here, we investigated to see if all that 
work was really necessary. We found that it 
wasn’t. When we used economic lot-sizes, the high 
value items were ordered often—as shown on the 
chart, about every 45 days. The medium items were 
ordered every three or four months and the low 
value items were ordered only twice a year. 

Our analysis showed us that with the high value 
items coming up for reorder most often, they 
would receive critical review frequently and the 
total inventory of these items could be kept to 
a minimum. Also with frequent reordering, the 
usage predictions were more reliable. As the value 
of the items went down the reorder frequency 
dropped in direct relationship. Therefore, our peri- 
odic review was always in direct relationship to 
the value of the item. Please also note that the 
average turn-over was just under six times a 
year—quite satisfactory by any standards 

Here we have the perfect control. One with all 
the benefits and no work. You will also find that 
the use of economic lot-sizes eliminates the dis- 
advantages of the ABC systems. You avoid the 
cost of classifying and the problem of determining 
classification limits. You obtain the benefits of 
lower control costs with better inventory service 
for your customers. 

Surely you will have to agree that the use of 
the economic lot-sizes for inventory classification 
is a hidden control. Also, I think you will agree 
that using the inventory cost factor to control the 
size of your store’s inventory is not generally 
apparent either. 

The inventory cost factor is an index of the 
variable costs which weigh upon your inventory. 
The variable costs include depreciation and obso- 
lescence, finance, handling, storage, insurance and 
taxes. These costs are accumulated for a period 
of time and divided by the cost of sales of that 
period to establish a percentage figure. This per- 
centage is called the inventory cost factor. For 
example, your inventory cost factor could be 20%. 
That means that it costs you $.20 to hold $1.00 of 
inventory for a year. 


The Key Factor in Control 


The inventory cost factor is important because 
it is used in all computations of economic lot-sizes. 
If you are using economic lot-sizes, you must be 
using an inventory cost factor. Once you know 
what your percentage is, you can use this knowl- 
edge to alter the size of your store’s inventory. 
You can also predict within reasonable tolerances 
the inventory reduction or increase you will obtain, 
You can change the size of your store’s inventory 
up or down by changing the inventory cost factor 
percentage used in your economic lot-sizes calcu- 
lators. By changing this percentage you will change 
all lot-sizes proportionately and the lot-size changes 
will develop into a total store’s inventory change 
of the same magnitude. 

This is illustrated by Chart III. Let us suppose 


that we are now using an inventory cost factor per- 
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Effect of Changes in the 
Inventory Cost Factor. 
- 


ey 185 
10 130 
15 106.5 
17 100 Base 
20 92.5 
25 82.5 
30 75.2 
35 69.7 
40 65.3 
45 61.5 
50 58.4 
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PERCENTAGE OF ORIGINAL STORES (BASED ON 17%) 
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10 20 30 40 50 
INVENTORY COST FACTOR (K)-(%) 


CHART Ill—If management says to cut inventories, the 
easiest way to do it is by changing the carrying cost 
used in the economic purchase quantity. For example, 
if your carrying cost was 17%, you can cut inventories 
by 25% by using a carrying cost of 30% in your cal- 
culations. 





centage of 17. If management insists on an inven- 
tory reduction, this reduction can be effected by 
simply raising the inventory cost factor percentage 
to be used for all lot-size computations. Raising the 
percentage to 21% will reduce the store’s inventory 
by 10‘<. Raising the percentage still further to 26% 
will reduce the inventory yet another 10%. You 
can see from the chart that you can pick the per- 
centage increase or decrease desired and locate the 
inventory cost factor percentage which will pro- 
duce the results desired. 

Of course, it is not quite that easy. You do have 
to allow time for all stock items to be reordered 
with the new percentage in effect. Therefore, your 
inventory reduction will take place over the period 
of one turn-over of your store’s inventory—say 
three or four months. Sometimes this delay may 
be aggravating to an impatient management. My 
reply is that the only way to reduce or increase 
inventory is by changing lot-sizes at the time of 
reorder. This system is more productive than in- 
discriminate slashing and also eliminates the chaos 
that usually results when inventories are being cut. 

Using the inventory cost factor will only change 
the size of your store’s inventory. It will not change 
the size of your in-process inventory. You must 
change lead times to affect the size of your in- 
process inventory. You will obtain the benefits of 
orderly inventory increases or reductions, lower 
costs of control, and predictable results through 
adjustments in your inventory cost factor. B® Enp 
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Two Money-Saving 
Purchase Order Systems 


A lot of wasted effort and duplication of work can 
creep into purchasing paperwork. Behr-Manning 
uses two techniques to save time and money in 
requisition and order processing: the blanket order 
and the purchase agreement. 


Asour A YEAR and a half 
ago Mark Patten, P.A. for Behr- 
Manning Co., Troy, N. Y., con- 
cluded he was spending too much 
time and money on issuing pur- 
chase orders. He and assistant 
P.A. John Abrahamson began to 
look for ways to 
speed up ordering. 
The two methods they found— 
blanket orders and _ purchase 
agreements—have helped Behr- 
Manning cut costs and speed 
handling of paperwork. In addi- 
tion, the company gets 
tages of quantity buying. 
Blanket orders have been 
adopted for about 60% of Behr- 
Manning’s raw materials. Orders 
are issued for individual items 
and releases are made against 
the orders as material is needed. 
Purchase agreements, a varia- 
tion of blanket orders, cover 
classes of MRO items handled 
by one supplier—plumbing sup- 
plies, for example. 
Before adopting the blanket 


order system, purchasing han- 


simplify and 


advan- 
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By Leonard Sloane, 
News Editor 


dled a burdensome number of 
raw material orders every month. 
Most of them had to go out dur- 
ing the first 10 days of the month. 
Every order had to carry a long 
list of specifications—sometimes 
up to two pages long. The result- 
ing jam in the order typing de- 
partment 
shoot up. 

Purchasing’s job is easier with 
the blanket order (see Fig. 1). 
Coding, methods of shipment, and 
complete specifications are listed 
in one convenient location. The 
blanket orders are good for an 
unlimited time and run until ter- 
minated by either party. 

The blanket order is sent to the 
supplier, who keeps it in his files 
Purchasing issues order releases 
against it as materials are needed. 

The order release has most of 
the necessary information already 
printed on the form. Only a few 
lines of typing are necessary. 
It takes the typist less than a 
minute to type the release—com- 
pared to 15 minutes needed to 


caused overtime to 


type a long and complicated pur- 
chase order. 

Patten and Abrahamson have 
developed a further refinement 
on the blanket order system A 
lot of the typing on the blanket 
orders is the same—regardless of 
the commodity or vendor. This 
includes general information, 
notes, and instructions for han- 
dling. 

All this data has been prepared 
on Flexowriter tapes, which are 
now run off whenever a new 
blanket order is issued. The vari- 
able information, of course, is 
typed manually by the typists 
following the buyers’ instructions. 

“These blankets orders are no 
rock-bound guarantee to the ven- 
dor,” according to Patten. “No 
firm commitment is made unti) 
the order release is issued. But 
we and the supplier know from 
historical knowledge about how 
much were going to order 
through the year. We both plan 
our schedules accordingly.” 

Behr-Manning tries to give its 





vendors plenty of lead time when 
it sends an order release—six 
weeks to three months when pos- 
sible. Sometimes it may send out 
as many as three or four order 
releases for the same material at 
one time for delivery on different 
dates. This naturally helps the 
vendor bunch up his production 
at a considerable savings—both 
to himself and to Behr-Manning. 

One added advantage: blanket 
orders save purchasing about $300 
annually on forms. Fewer typ- 
ings of the same information add 
up to less paper being used for 
forms of purchase orders. 

The second means of cutting 
down paperwork is the purchase 
agreement for MRO supplies. 
initiated about four months ago. 

Most requisitions for MRO sup- 
plies are issued by  Behr- 
Manning’s centralized stores serv- 
ice department. This is what had 
been happening: a clerk in the 
stores service department would 
type out a long requisition form 
for the material required. This 


be sent to purchasing, 
buyer would select the 
Then another clerk in 
would retype the 
same basic information, adding 
only the vendor’s name and spe- 
cial terms. 


would 
where a 
supplier. 


purchasing 


What the Agreement Says 


The requisition and the pur- 
chase order for individual items 
are form under the pur- 
chase agreement system. Pur- 
chase agreements (see _illustra- 
tion) have been made with more 
than 300 vendors of MRO supplies, 
both manufacturers and dis- 
tributors. The agreements cover 
numerous items in one class— 
as distinct from the single items 
covered by blanket orders. The 
agreement lists terms, FOB point, 
requested routing, etc. in addi- 
tion to the description of the items 
to be purchased the 
agreement. 

When a Behr-Manning buyer 
receives the requisition-purchase 
order fi it con- 


one 


against 


xm from stores, 


tains most of the basic informa- 
tion for the vendor. The buyer 
enters the supplier’s name and 
other pertinent information on a 
perforated section on top of the 
form. 

Thus the only typing required 
in purchasing is the name and 
address of this vendor, date typed, 
and requested shipping date. The 
clerk who types it detaches the 
perforated stub and sends the 
copies out for distribution to both 
vendor and internal sources. 

All the combination requisition- 
purchase orders contain a num- 
ber—which is used by the vendor 
on his shipments. The buyers’ 
initials are typed in next to this 
number by a purchasing clerk 
to identify the proper man to 
contact in case of any dis- 
crepancies. 

In addition to saving money 
with the purchase agreement 
system, Behr-Manning reduced 
the length of time required from 
writing the requisition to mailing 
out the order from about seven 
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FIG. |—The blanket order (left) contains all the neces- 
sary information concerning raw material purchases. 
Order releases (above) are issued periodically author- 
—___—1 izing the vendor to make delivery. 
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days to a day or two. Previously 
the time lag within the company 
for internal traffic, typing, and 
handling resulted in many rush 
orders and expediting. Most of 
this has now been eliminated. 

Whenever stores service issues 
a requisition, the combination- 
requisition-purchase order form 
is used. About 87% of the requisi- 
tion purchase orders issued 
used as purchase orders and sent 
out to vendors. The remainder 
are used only as regular requisi- 
tions, with purchasing 
separate purchase orders to sup- 
pliers. Reasons: 


are 


issuing 


(1) Some requisitions are for 
materials supplied by vendors 
with whom there is no current 
purchase order agreement in 
force. 

(2) The buyer may realize that 
the size of the order is too much 
for a single vendor and therefore 
he decides to split it up. 

(3) A rush job requires quick 
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entire amount, 
would not be 


delivery for the 
which one vendor 
able to complete. 
If the buyer that the 
combination requisition-purchase 
order cannot be used, he simply 
detaches the requisition section 
and destroys the purchase order 
part. He then treats it as a normal 
requisition and follows regular 
purchasing addi- 
tion, he notifies the stores service 
clerk to destroy her copies of 
the requisition-purchase order. 


decides 


procedure. In 


Savings Are Enormous 


In the months the blanket order 
and purchase agreement systems 
have been in effect, tremendous 
savings in time and money have 
been made. 

Approximately 1300 purchase 
orders are now issued by the 
company each month. This in- 
cludes the combination requisi- 
tion-purchase orders, order re- 
leases against blanket orders for 


ii—Purchase agreemen’s (left) 
than 300 suppliers of MRO items. Combination requisi- 
tion-purchase orders (above) save time and eliminate 
retyping large amounts of repetitive data. 


are issued to more 


raw materials, and regular pur- 
chase orders. 

Forty-nine percent of these 
orders are written on the com- 
bination requisition-purchase or- 
der form. In addition, 10% of the 
remainder are releases against 
the blanket orders. Thus over 
50% of all the purchase orders 
issued by Behr-Manning are on 
one of the two combination forms. 

This has enabled the purchas- 
ing department to save the 
equivalent of one typist’s salary 
The reduction in the workload 
by these two methods has made 
it possible for all purchase orders 
to be issued efficiently by a re- 
duced workforce. 

The savings with these two 
forms have been so impressive 
thus far that Patten hopes to ex- 
tend them to other areas. Some 
already ear-marked for investiga- 
tion include packaging, office 
stores, and laboratory samples. 

> END 
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Graphic Arts Buying— 


It's a Purchasing Job 


By Richard V. Hughes, 


Purchasing Agent—Graphic Arts, 


Reynolds Metals Co., Richmond, Va 


Far TOO MANY companies 
are wasting money on their 
graphic arts materials. Usually 
this is because purchasing doesn’t 
have full procurement responsi- 
bility for these items. 

Too often purchase of graphic 
arts materials, advertising sup- 
plies, etc., are divided between 
the purchasing department and 
the advertising or sales depart- 
ments. Under this setup pur- 
chasing usually buys the printed 
forms while all other graphic 
materials are purchased by the 
advertising or sales departments. 

The obvious drawback to this 
arrangement—and this is where 
the waste comes—is that non- 
professional buyers just can’t do 
the job that a career buyer can. 
In addition, the part-time buyer 
in the sales or advertising de- 
partment has to take time out 
from the job he knows best to 
do a job that he really isn’t pre- 
pared to handle. 


He Knows All the Answers 


The graphic arts buyer is a 
purchasing specialist. He has the 
know-how to do a thorough job 
through pre-buying analysis and 
post-buying follow-up. That’s 
why the more progressive com- 
panies insist that all graphic arts 
materials be handled by pur- 
chasing. 

The graphic arts buyer is un- 
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like any other buyer in indus- 
try, mainly because the materi- 
als he buys are so different. Un- 
like most materials, graphic arts 
supplies are non-uniform. Each 
job requires the coordination of 
dissimilar skills. Purchasing 
graphic arts puts a premium on 
making use of a great number 
of specialists—the printer, the 
paper manufacturer, the ink 
manufacturer, the engraver, the 
plate maker and the typesetter. 
And prior to actual printing, the 
talents of the artist, photogra- 
pher, copywriter and layout man 
also have to be coordinated. 

Coordination is also needed in 
dealing with advertising agen- 
cies. Our company, for example, 
uses four agencies. On occasion 
these agencies have to purchase 
large quantities of printed adver- 
tising material—usually for trade 
magazine inserts. We maintain 
control over purchases of this 
material by requiring our agen- 
cies to obtain three or more bids 
before placing an order. Copies 
of the bids are forwarded to us 
for analysis and control. In this 
way we can control purchases of 
all graphic arts materials whe- 
ther they are purchased by the 
company or by an outside organi- 
zation. 

We feel that the responsibility 
for buying graphic arts is as great 
as it is for any other kind of 


purchasing. Graphic arts equip- 
ment is, of course, highly spe- 
cialized. Thus, the graphic arts 
buyer must be familiar with the 
various types of equipment. 
Since no one company owns 
every type of equipment, the 
buyer must know which com- 
panies are able to handle various 
types of jobs. This means he must 
constantly be on the lookout for 
new supply sources. 

If a company is to have an ef- 
fective graphic arts purchasing 
program, the buyer should be 
called in at the start of a job. 
His knowledge and experience 
are invaluable in determining 
correct specifications for each 
job. 

One of the hardest parts of the 
graphic art buyer’s job is pre- 
venting specification changes 
once the job is in production. 
Each job contains its own set of 
variables such as the best method 
of production, the best use of 
materials, the quantity desired 
and the time involved to produce 
the job. After tight specifications 
have been completed, constant 
surveillance by the buyer is ne- 
cessary during the production of 
the job since any specification 
changes at this stage are ex- 
tremely costly. 

After a printed job is in pro- 
duction, the buyer has to keep in 
close contact with the printer to 
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make certain delivery will be 
on time. When material is de- 
livered, a problem frequently 
arises as to the quantity involved. 
One unusual facet of this busi- 
ness is that you seldom re- 
ceive the amount of material 
ordered. Because of this we list 
on the purchase order both 
the price for the quantity ordered 
and the price for additional thou- 
sands. In addition we also list 
the price for re-running the ma- 
terial at a later date. 


Bill and Order Differ 

This peculiarity of the graphic 
arts business brings about another 
problem when a printer bills a 
company. The bill, in many cases, 
will not coincide with the order. 
For example—if 25,000 brochures 
were ordered, you might receive 
as much as 10% more or less than 
the amount requested aid the 
printer is likely to bill you on a 
per thousand basis. Consequently, 
each bill has to be analyzed care- 
fully. 

The packaging of printed ma- 
terial is another important area 
where the skilled graphic arts 
buyer can save his company a 
great deal of money. In deciding 
between wrapping material, bulk 
cartoning or bulk-skid packaging, 
the buyer also has to consider 
freight costs and delivery sched- 
ules. By planning the job care- 
fully the buyer can often prevent 








eel 
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emergency expenses such as air 
freight or express charges. 

When you are purchasing tons 
of material produced in various 
sections of the country, careful 
traffic planning saves a great deal 
of money. Most of larger 
jobs are produced in the Midwest 
where they can be drop-shipped 
by our printer to our customers 
throughout the country. This 
method saves trans-shipment of 
the material to the Richmond 
area for re-handling and re-ship- 
ment. Obviously this saves both 
time and money. 

In many companies the buyer 
who is responsible for graphic 
arts purchasing handles the job 
as a sideline. On such items as 
printed forms, letterheads, en- 
velopes, multiple forms, business 
cards, tags, labels, etc., costs can 
be cut and time saved by estab- 
lishing periodic buying schedules. 

In setting up these schedules, it 


our 


pays off to consult several print- 
ers at the planning stage. They 
can advise you on quantity, types 
of paper stock, the best printing 
method, and standardization of 
sizes. Standardization is particu- 
larly important in ordering en- 
velopes because of the compli- 
cated machine 
quired. Your local paper supplier 
or printer will almost certainly 
give you a schedule of his stand- 
ard stock envelope And 
when ordering envelopes don’t 


operations re- 


sizes. 
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Graphic Arts Buyer Hughes (r.) and David F. Beard, general director of adver- 
tising, compare type proofs with art work. 


JANUARY 16, 1961 


forget to consider the size of the 
sheets that are to be inserted in 
the envelopes. 

Another point to consider: some 
printers will allow you to pur- 
chase material semi-annually with 
deliveries to be made on quarter- 
ly or monthly basis. Payment is 
usually on delivery. This arrange- 
ment cuts storage costs, frees 
money that would otherwise be 
tied up in inventory. 

Another system for purchasing 
graphic arts material in small 
quantities which works well with 
non-complicated what 
the General Electric Company 
calls the unit price contract. Unit 
price contracts cover predeter- 
mined prices and pre-approved 
charges for certain categories of 
work in varying time cycles. With 


forms is 


this type of contract the purchas- 
ing agent and the supplier have 
a common denominator to work 
with in estimating and billing 
specific jobs. 


Ask Departments for Ideas 

First step in making use of this 
system is to standardize orders 
as much as possible. It’s a good 
idea to circulate questionnaires 
to all departments asking for sug- 
gested standards. When these sug- 
gestions are received, they should 
be analyzed by purchasing. Then 
a uniform list of printing and 
composition standards that will 
be agreeable to all departments 
can be worked up. 

The next step is to pick out 
printers who can handle ll 
phases of the work. Call them in 
and discuss the standards and 
the terms of a unit price con- 
tract. Each supplier should then 
prepare contract price schedules 
in accordance with the standard 
elements involved and the de- 
livery requirements that have to 
be met. After the vendors have 
been selected the final con- 
tractural agreement can _ be 
worked out. 

It’s obvious that the job of 
buying graphic arts isn’t easy. 
It’s full of details, calls for pain- 
staking negotiation, and puts a 
premium on purchasing skill. The 
very complexity of the job is the 
best argument for making graphic 
arts buying the responsibility of 
the purchasing department. 

P END 
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Please Acknowledge This Order Promptly 

Stating Promised Shipping Date and Your Ability or 
inability to Fill as i 
a 0<0! 95? S680 970 


BIRD & SON, inc. 
J.T. ANDREWS, General Purchasing Agent 





WE PAY NO CARTING OR PACKING CHARGES 


Tue PROBLEM of vendor ac- 
knowledgments has been a sub- 
ject of controversy in recent 
years. Many purchasing agents 
feel that no acknowledgment is 


necessary—that it just creates 
needless paperwork all around. 
One P.A. proved this point to 
his own satisfaction by showing 
that 95% of his orders were rou- 
tine and would have been proc- 
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essed satisfactorily without any 
vendor acknowledgment. 
However, the opposing view 
favoring acknowledgments gets 
support from many top purchas- 
ing executives. For example, J. 
H. Harmon, Jr., general purchas- 
ing agent for the Pure Oil Co. is 
one of those who believes the ac- 
knowledgement copy is a basic 
part of the purchase order form. 


This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing department 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 
organizations around the 


country. 





On the other hand, J. T. Andrews, 
general purchasing agent for Bird 
& Son, Inc., while supporting the 
need for acknowledgements, be- 
lieves in letting the vendor send 
in his own acknowledgment. 
Examples of the forms these 
two companies use to solve the 
acknowledgment problem are 
shown here along with their other 
basic purchasing forms. P® END 
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partial shipments. At 
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ra ACF Requisitions at the four manu- 


facturing plants of Bird & 
Son are made out in tripli- 
cate. All three copies are 
forwarded to purchasing 
where an order number is 
inserted. One copy is re- 
turned to the requisitioner 
and one goes to the plant 
superintendent. This gives the 
plants a complete record of 
the purchase transaction yet 
requires little paperwork. 
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Better Purchasing 
Through Automation 


Johnson Service Co. had a fairly effective, partially 
mechanized method of handling purchase orders. It 
realized that making a switch to automation would 
be expensive. That’s why it made an extensive study 
of what could be gained from automation before 
deciding what to do. The findings: a more completely 


By AUTOMATING his depart- 
ment, purchasing agent Henry 
Schmidt, of Johnson Service Co., 
is certain that he will be doing 
a better buying job at lower cost 
and in less time. That’s the reason 
the Milwaukee firm has decided 
to switch over to a tape-punch 
card system early in 1961. 
Johnson Service, makers of 
temperature controls, will feed 
separate vendor and parts specifi- 
cation tapes to a Remington-Rand 
Synchro-Tape typewriter to pro- 
duce purchase orders on continu- 
ous forms. While orders are being 
typed, a byproduct tape will be 
cut. It will be used to prepare 
punch cards to handle follow-up, 
receiving, invoice clearing, 
tistical reporting, etc. 
Chattering away at 120 words 
per minute, with no errors, the 
tape typewriter will swiftly pre- 
pare an order. It will space auto- 
matically for manual insertion of 
variable details, such as date, 
quantity, price. Hours of work 
will be pared from the present 


sta- 
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automated system would improve purchasing, save 
time and pay for itself in little more than a year. 


By Ted Metaxas, 


Midwestern Editor 


partially mechanized system. 

With the old system, vendor 
and price are noted on a requisi- 
tion and given to a clerk who re- 
moves the appropriate reproduci- 
ble part specification master form 
from a file. Both forms go to a 
typist who looks up vendor ad- 
dress. She types supplier and vari- 
able data on the PO, which pro- 
ceeds with the spec master form 
to the reproduction room where 
the complete order is run off. 
Finally, the order returns to pur- 
chasing. Orders are sorted man- 
ually. 


Seeing Is Believing 


“We did not believe that auto- 
mation would be much of an im- 
provement over our reproducible 
master system,” reports Schmidt. 
“Then, we timed the various 
phases of both methods and com- 
pared them. We also plotted out 
their respective costs. Purchasing 
automation won out in both de- 
partments.” 

While tape saves 2% hours, 


punch cards cut paperwork time 
by almost eight hours daily. An- 
nual cost of tape and continuous 
order forms is estimated at $245 
less than reproducible forms and 
accessories. 

With automation, orders will 
be mailed the same day, whereas 
a one to two-day delay now ex- 
ists. Overcoming this lag will 
eliminate about 500 local and 100 
long distance calls per year. 

To figure out if the investment 
in automation equipment would 
pay off, Johnson Service analyzed 
the cost reduction potential of the 
new system: 

Monthly clerical time savings 
of 150 hours at $2 per hour—$300. 
From this is deducted $35, which 
is the monthly charge for a new 
tape-to-card converter for one of 
the tabluating punches. Monthly 
savings are thus decreased to 
$265—or $3180 annually. Adding 
paper form savings of $245 brings 
the total to $3425. 

The tape typewriter, a wiring 
unit for the tabulating machine, 
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and plates for tabulating cards 
cost $3844. Result: initial invest- 
ment is paid back in 134% months. 

“Considering the less tangible 
benefits,” comments Schmidt, “‘re- 
turn on investment should come 
sooner. Strict dollar and cents ac- 
counting doesn’t show the value 
of automation.” 

Johnson Service’s upcoming 
system will cover 50,000 produc- 
tion, MRO, and capital goods 
items. It will link into a computor- 
directed material control system. 


Punched Cards for Basic Data 


Step 1 is receipt of a traveling 
or other requisition by purchas- 
ing. A clerk pulls the part’s spe- 
cification card from the file. This 
card contains the tape for spec 
instructions in a pocket and has 
price and vendor information on 
its front. The buyer fills in vendor 
code number, quantity, and price. 
Spec card with its tape goes to 
the typist. 

From a file the typist selects 
the proper vendor card which has 
edge-punched instructions, cover- 
ing name, address, shipping facts. 
When the vendor card is fed to 
the machine, it prints the constant 
information and spaces so that the 
operator can enter the variables. 
Next, the spec tape is inserted 
and while the machine types this 
data, the operator jots down the 
p. o. number on the spec card. 

After the chief clerk edits 
orders and requisitions, vendor 


hie! 13 t4 tS 46 


Printed In U.S.A. ReEmincton Rano 
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When the switch to automation is made, the byproduct tape of automatic order 
typing on Synchro-Tape machine will be sent to tabulating department, which 
will punch out purchase order cards like this one. 
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Johnson Service Co. P.A. Henry Schmidt: “Considering the intangible benefits 
of automation, the return on our investment in the new system should come in 


little more than a year.” 


copies are mailed and depart- 
ment copies are distributed. The 
byproduct tape is sent to tabulat- 
ing at the end of the day. Pur- 
chase order cards are punched by 
the tape-to-card converter. P. O. 
cards are reproduced in part to 
make receipt cards and invoice 
cards. 

Order and receipt cards, in se- 
quence and with the tape, pro- 
ceed to purchasing. Order cards 
are put into the open file while 
receipt cards go into the “sus- 
pense” file. The tape is stored. 


7 te? 
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When a supplier replies, ac- 
knowledgment data is written on 
the face of the open order P. O. 
card and is punched in by the 
tabulating department. A price 
change necessitates a new card. 
The cards then go from tabulat- 
ing to purchasing’s open order 
file. 

Each day, open order cards are 
machine-sorted to pick out those 
which have gone unacknowledged 
for more than 10 days and also 
those on which delivery is ex- 
pected in 10 days. Then follow-up 
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ented UAPORTANT INSTRUCTIONS 
COMPLETE AND RETURN ATTACHED ACK PROMPTLY 
WEVOICE EACH PURCHASE ORDER SEPARATELY IN DUPLICATE. 
PREPAY ALL SHIPMENTS TO OTHER THAN “OUR PLANT” AND ADO 
PREIGHT CHARGES TO INVOICE. 
THIS ORDER SUBJECT TO ALL TERMS AND 
CONDITIONS LISTED ON BOTH SIDES HEREOF 














Continuous form purchase orders such as the one shown above will be used 
in automatic order writing. 


begins. 

If a vendor indicates that de- 
livery will be made within one 
week of the original date, this is 
noted on the card. A new card 
must be punched if the delay is 
over a week, Other follow-up in- 
formation is written on the order 
card. 

Weekly machine reports show 
overdue orders and those that re- 
quire material or tooling to be 
shipped to vendors. Periodic list- 
ings are made from the open order 
file to indicate value of outstand- 
ing orders. 

When the receiving report copy 
reaches purchasing, the receipt 
card is pulled from the suspense 
file. Quantity and date facts are 
noted on the card, which is again 
punched by tabulating. The card 
comes back to purchasing. Should 
a partial shipment arrive another 
set of receipt and invoice cards 
must be made. 


Rapid Checkout 


For complete shipments, the 
order and receipt cards are as- 
sembled and checked out. Order 
and receipt cards for partial ship- 
ments are returned to the open 
order file. 

Regular reports prepared from 
stored cards include: 

(1) Total business given to in- 

dividual vendors. 

(2) Frequency with which a 

part has been bought. 

(3) Amount of work on sub- 

contract orders. 
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Next to Synchro-Tape operator will be file of coded, edge-punched vendor 
cards which will automatically reproduce supplier data on purchase order. 
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QUANTITY 


Part specification card, filed in purchasing, con- 
tains tape instructions, describing part and num- 
ber. On receipt of requisition, clerk will pull this 
spec card from file. Next, buyer will pick vendor 


(4) Cost of items purchased 
for direct shipment to 
branches. 

A receiving system had to be 
integrated into the new purchas- 
ing automation. Two methods of 
handling receiving reports were 
fragmented and costed out. 

The first was the present sys- 
tem which involves separating the 
four-part receiving section from 
the P. O. Forwarded to receiving, 
it is filed, awaiting shipment. On 
receipt, packing data is entered 
on the forms and copies are dis- 
tributed. To cope with a partial 
shipment, the fourth copy of the 
receiving report goes into a pend- 
ing file and a new set of forms 
is prepared for the balance of the 
shipment. If Johnson Service re- 
tained this procedure, no changes 
in forms would have been neces- 
sary. 


Even Greater Savings 


The second proposed system en- 
tails use of one reproducible mas- 
ter in the four receiving report 
copies of the P. O. Should a par- 
tial shipment arrive, the master 
is put into the pending file. On 
receipt of the balance, the master 
is sent to the reproduction room 
where another set of forms is 
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UNIT PRICE 


. ML WAUKEE wis 


made. With this method, another 
snap-out form and additional typ- 
ing are not required. 

Costs of the above systems were 
calculated this way: 


Method 1—Cost of 10,000 
extra 4-part forms at 
$27/M (10,000 is estimated 
number of extra forms 
needed per year to cover 
partial shipments.) $270. 


Typing 40 forms daily at 3 
minutes each equals 2 
hours per day or 500 hours 
yearly, at $2 per hour. 


1000. 


$1270 /year 


Method 2—Cost of reproduci- 
ble master in P. O.:: 
20,000 per year at 4¢ each 
extra. $800. 

Cost of reproduction pa- 

per, 80 reams a year at 

$1.23 each. 


Cost of operator time to 
reproduce 40 forms a day 
one minute each, equals 
165 hours per year at $2 
per hour. 


330. 


$1228 year 


and list quantity and price on card. Card and 
tape will then go to typist where vendor card and 
spec tape automatically fill in repetitive informa- 
tion while she enters variables. 


Obviously, the second system 
wins on both a cost and con- 
venience basis. 

In reviewing other benefits of 
the automation system, Schmidt 
notes that the complete file of 
open PO’s can be screened daily. 
Daily and weekly reports can be 
printed for production control, 
showing late items and their ex- 
pected delivery. 


Help on Vendor Evaluation 


Instead of the present nine file 
cabinets, only three will be need- 
ed with automation. Of major im- 
portance, it will be much easier 
to get vendor evaluation reports 
since the computer can scan cards 
to compare order dates with ac- 
tual receipt dates. Suppliers have 
been already warned of the im- 
minent checking system. 

Planning for mechanization has 
been precise and complete. 
Schmidt has been examining 
flow charts and other data for 
loopholes. None have shown up 
as yet, but he knows that with 
any radically new system some 
mistakes are inevitable. For the 
long run, however, Schmidt is 
convinced that his department will 
be doing a better job once it’s 
automated. > END 
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When Purchasing Pays 
Its Own Way... 


Because purchasing at Cornell University is self- 
supporting it must keep expenses to a minimum. 
Using some unconventional methods it eliminates de- 
tails and keeps purchase costs low. 


/ 

y OU MIGHT say that Wallace 
B. Rogers has three bosses. As 
manager of purchases for Cornell 
University, Ithaca, N.Y., he 
spends money from three sources: 
private endowments, federal 
grants, and state appropriations. 
Just how his buyers handle a 
purchase order depends largely 
on who pays the bill. To compli- 
cate matters further, purchasing 
at Cornell is self-sustaining; in- 
come from its stores operations 
pay all expenses. 

Rogers’ department spends al- 
most $9 million a year and buys 
all supplies, equipment, and serv- 
ices used by the university, ex- 
cept food, fuel, and major con- 


Wallace B. Rogers, Cornell University P.A., 
runs his department as a separate business 


which has to meet all its expenses. 
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By John Van de Water, 


Technical Editor 


struction. He is responsible for a 
general storeroom and a scientific 
storeroom which together stock 
11,000 items and disburse over 
$1% million worth of material 
a year; a typewriter and instru- 
ments repair shop which takes 
care of the university’s 3000 type- 
writers and other office machines; 
and a travel agency which writes 
$250,000 worth of tickets a year. 

In this work, Rogers is assisted 
by six purchasing agents, an of- 
fice manager, three stores man- 
agers, a travel agent, and an as- 
sortment of typists, clerks, book- 
keepers, repairmen, and drivers. 
Although the purchasing agents 
divide their work by commodi- 


ties, it takes two clerical groups 
to write purchase orders: one for 
orders placed against endowed 
funds, the other for those covered 
by public funds. 

To support this staff of 50 
people and department offices, 
warehouses, and equipment, pur- 
chasing depends on income from 
marked-up prices of stores dis- 
bursements and repair services. 
The income from these services is 
used to cover purchasing’s total 
budget: salaries, supplies, indirect 
expenses such as pension funds 
and social security, and university 
backcharges for office rental, heat 
and power, accounting and data 
processing services. “We operate 


AO 
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its 3500 volume catalog library. 


l 


Because Cornell is far from large industrial distribution centers, purchas- 
ing has to rely a great deal on supplier catalogs. Here is a section of 
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Organization chart graphically illus- 
trates the broad responsibilities of 
Cornell’s purchasing department. 


as a separate business,” says 
Rogers. “But we don’t have to 
make a profit. We try to break 
even and produce a modest sur- 
plus for unusual expenses.” 
Even though stores outlays ac- 
count for only about 20% of all 
purchases, income from its opera- 
tions must cover all the purchas- 
ing departments expenses. It 
might seem that the solution to 
this problem would be simply to 
set prices high enough to make 
certain of a good return. It isn’t. 
Rogers points out that Cornell’s 
160 operating departments are not 
necessarily a captive clientele. 
“Each department is responsible 
for its own budget,” he explains, 
“and if they could buy an item 
somewhere else for less than we 
charge, we would soon hear about 
it.” Today, stores marks up prices 
of general items 11%, scientific 
supplies, 18%, but careful buying 
keeps prices well below those 
charged by local supply houses. 


Cut Down Operating Costs 


Because purchasing is on its 
own financially, it is especially 
interested in keeping operating 
costs down. In line with this pur- 
chasing uses a small order system 
that keeps most routine orders 
out of the purchasing department 
altogether. It also makes use of 
simple and efficient stores pro- 
cedure that eliminates a lot of 
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paperwork, and, of course, a con- 
stant effort is made to expedite 
payments to collect cash discounts 
where available. 

Without giving up any of pur- 
chasing’s customary prerogatives, 
Rogers has set up a small order 
procedure which makes it pos- 
sible for the requisitioner to go 
directly to the vendor for many 
routine purchases. The system has 
two advantages—it saves time in 
obtaining small but urgently 
needed materials and it cuts the 
purchasing typing burden by 
many hundreds of orders a month. 

At the core of the procedure 
are agreements with 30 local and 
14 out-of-town vendors covering 
such supplies as hardware, tools, 
metals, etc., which are not used 
in sufficient volume to make it 
worthwhile to store them on the 
campus. For orders of not more 
than $35, operating departments 
can by-pass purchasing altogether 
and take or mail the special local 
purchase order form directly to 
the supplier. At the end of the 
billing period (once a month for 
some, twice a month for others) 
suppliers send purchasing a state- 
ment covering all local orders for 
the period, supported by the or- 
ders themselves. 

Cornell’s local order form has 
four copies. The vendor gets the 
original, which he returns to pur- 
chasing with his invoice, and 


keeps another copy for his files. 
The originating department re- 
tains one copy and gets another 
back from the vendor as a receipt. 

Purchasing, of course, is in full 
control of vendor selection and 
price negotiation. Since the using 
departments have limited budgets 
and purchases are charged to 
them directly, they are very care- 
ful not to buy more than they 


need. 
Tight Rein on Supplies 


Keeping track of supplies with 
this system is not as difficult as 
it might seem. Purchasing handles 
bookkeeping itself — both for 
stores disbursements and small 
orders. Items on which there are 
a large number of local orders 
are reviewed frequently as pos- 
sible candidates for campus 
stocks. Stores people alert depart- 
ments that are buying materials 
already being stocked by the uni- 
versity. This, however, is not a 
big problem. Suppliers, in fact, 
are quite familiar with Cornell’s 
stores program and will not sell 
an item they know is being 
stocked. 

The stores operation itself could 
involve a mass of paperwork, but 
Rogers is determined to keep it 
simple. “We don’t require requi- 
sitions or formal approvals to ob- 
tain any article from stock,” he 
says. “We issue supplies to any 
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Attached to invoices, stickers urge using de- 
partments to protect cash discounts by return- 
ing approved invoices promptly to paying 


office. 


recognized person who gives us a 
department account number. In 
the 13 years I have been here we 
have never lost a nickel from 
disbursing to unauthorized per- 
sonnel.” 


Charging Is Streamlined 


In the same way, stores has 
streamlined the charging pro- 
cedure. The stores bookkeeper 
collects all invoices from general 
stores, scientific stores, printing, 
machine repair, local pick-up or- 
ders, and the college bookstore. 
He breaks them down by depart- 
ment and sends the results to the 
accounting department. The uni- 
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Vendor's Reference 


—— 


We acknowledge and accept your order 


NOTICE 


Knowing when we will receive the material on this order is MOST IMPORTANT 
to us. Please fill in the requested information and mail without delay. Thank you. 


Purchasing Department 


which will be 


( ) Partial on 
Balance by 
( ) Complete on 


Dote 


—————$__—____.J 


Instead of acknowledgment copy, each Cor- 
nell purchase order includes a card which 
the vendor is asked to fill out, indicating ship- 


ping dates. 


versity data processing center ac- 
tually does the billing. Again no 
special paperwork is needed for 
approvals since accounting auto- 
matically charges the using de- 
partment ten days after invoicing. 

Stores buying, the responsibility 
of one of Rogers’ six purchasing 
agents, has been simplified as 
much as possible. Inventory is 
handled by punched card equip- 
ment and the stores requisition is 
a data card giving item number, 
description, units, quantity, and 
balance on hand. This information 
is printed on the card as well as 
punched. In addition the card 
also identifies the general cate- 





CORNELL UNIVERSITY 
LOCAL PICK-UP ORDER 





HE PURCHASING DEPARTMENT, TO 
R STATEMENT LISTING 
D 8E MAILED TO COLLEGE 





APPROVED 














Four-part local pick-up order form is prepared by requisitioner and sent di- 
rectly to vendor. Purchasing sets up agreements against which form may 


be used. 
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gory, such as plumbing supplies, 
hand tools, laboratory glassware, 
etc. In this way materials that are 
apt to be purchased from the same 
vendor are kept together. 

The stores buyer accumulates 
cards by categories until the 
quantity has reached an economic 
order level. He then instructs the 
data processing group to search 
for other items in each category 
that are close to the order point. 
Sorting the cards by vendors, he 
adds the purchase price on each 
and gives them to the typist to 
prepare the purchase order. 

However, local orders, stores, 
etc., represent only about a third 
of Cornell’s purchases. The bulk 
goes out on one of three order 
forms, depending upon whether 
payment will be made from en- 
dowed funds, federal and state 
grants, or state appropriations. 
Buying techniques, of course, are 
the same, but some of the pro- 
cedures vary with the paying 
agency. For instance, orders of 
$500 or more that are to be paid 
by New York State require at 
least five bids. Requisitions for 
materials covered by privately 
endowed funds must first go to 
the university auditor to encum- 
ber funds. Purchases to be paid 
from government grants also re- 
quire that funds be encumbered 
before the order is placed, but 
this time by the college state 
business office. Major differences 
center about the method of pay- 
ment. Purchases against endow- 
ments and government grants are 

(Please turn to page 172) 
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How Much Is ‘More or Less ? 


When buying a specific lot of materials, the term 
“more or less” in an order implies an estimate; the 
buyer must take the entire lot regardless of the 
quantity specified. When, however, the words are 


used as an approximation, they provide for only 


A CONTRACTOR, purchasing 
steel to be used in constructing 
a cracking unit for an Oklahoma 
refinery, wrote an order for 125 
tons of steel, “more or less.” Ap- 
proximately the first 30 tons were 
to be supplied at a price of 32 
cents per pound; and approxi- 
mately 95 tons at a price of 


"WHAT HAPPENED TO 
THE TROUSERS P" 


small variations in quantity. 


By Albert Woodruff Gray, 


Legal Editor 


30 cents per pound. 

As the job progressed, how- 
ever, it turned out that instead 
of the 125 tons of steel specified, 
the contractor needed only 52 
tons. He refused to accept the 
balance, contending that under 
the terms of the agreement he 
was required to buy only the 


"OH WE'RE SELLING 
THESE SUITS ON A 


"MORE OR LESS' BASIS" 


When no special circumstances are referred to, qualifying words such as 
a“ * . . . . 
about” and “more or less” are only to provide against accidental variations 


arising from slight and unimportant excesses or deficiencies in number, 
measure, or weight. 
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quantity needed for the cracking 
unit. On the other hand, the steel 
company insisted on delivering 
the quantity specified and sued 
for what it claimed was a breach 
of the purchase contract. 

When the controversy came up 
for review, the federal appellate 
court explained the law govern- 
ing such situations in this way: 
Where the buyer purchases ma- 
terial to be used for no par- 
ticular purpose, as in the case 
of a retail merchant buying mer- 
chandise to be sold to his cus- 
tomers generally, he must accept 
the quantity specified, subject 
only to slight variations. When, 
however, the material is to be 
used for a definite purpose known 
to the seller, then the amount re- 
quired to complete the project 
becomes the essence of the con- 
tract, rather than a mere desig- 
nated quantity, more or less. 

In regard to the present case, 
the court pointed out that neither 
the seller nor the purchaser knew 
with any degree of certainty the 
tonnage required. Only by a long 
and intensive study of the specifi- 
cations and drawings could one 
make a definite estimate. From a 
“take off” of the drawings one 
officer of the steel company 
thought not more than 50 tons 
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would be needed, while the pur- 
chaser estimated his require- 
ments at 125 tons. 

“The estimate of tonnage was 
little more than a guess,” said 
the federal court, deciding that 
the purchaser was not obligated 
to accept more material than 
necessary to complete the job. 
“The wide divergence in the esti- 
mates and the requirements is 
unexplained, but there is no bad 
faith. One thing seems certain: 
the parties contracted for a suf- 
ficient quantity of steel to con- 
struct a specific job according to 
the drawings and specifications, 
which apparently neither party 
took the pains to translate into 
definite tonnage. The dominant 
measure of quantity under the 
contract was the needs of the 
purchasers and we hold that they 
were not bound to take more.” 


The Buyer Won 


In another case of this charac- 
ter, the U. S. government had 
contracted for “140,200 cubic 
yards, more or less, of filter sand 
to be deposited in twenty nine 
filter beds, at $2.65 per yard.” 
Later, the buyer increased the 
quantity to 179,231 yards. 

Upon completion of the job it 
was found that the quantity of 
sand used by the government 
totalled but 157,725 yards. The 
seller sued to recover the profits 
he would have enjoyed from the 
sale of the additional 21,506 yards. 
In the resulting litigation the 
words “more or less” were made 
the subject of the contract, not 
the specific amount of sand set 
out by these figures. 

In denying the seller a recovery 
the U. S. Supreme Court said: 
“The dominant measure of the 
sand to be furnished was what 
was needed for the filters and 
the figures were the engineers’ 
estimate of what would be need- 
ed, not an order for the amounts 
whether needed or not.” 

A few years later a similar 
controversy came before the Su- 
preme Court of Oklahoma. One 
provision of a purchase contract 
for cement read: “The seller sells 
and the buyer buys and agrees 
to pay for 600 bbls., more or less, 
OK Portland Cement at $3.82 per 
barrel.” This was followed by the 


stipulation: “The cement herein 
bought is for the exclusive use 
in the following described work: 
waterworks improvement and 
filtration plant, Lindsay, Okla- 
homa.” In addition the buyer 
agreed that none of the cement 
would be resold or used for any 
other purpose, and that no other 
brand of cement would be used 
in the work. 

After 788 barrels had been de- 
livered, 188 barrels in excess of 
the original estimate, the seller’s 
supplier increased the price by 20 
cents. The seller attempted to 
pass on the increase to the buyer, 
but he refused to pay the added 
amount, contending that the con- 
tract called for, not 600 barrels, 
but sufficient cement for the en- 
tire project. The contract refer- 
ence, he maintained, was to this 
particular job and not to the spe- 
cified “600 barrels more or less.” 

The court agreed, and held that 
the contract covered cement, at 
the specified price, sufficient for 
the completion of the filtration 
plant. 

“Where the purchase is for a 
specific purpose and for a par- 
ticular individual,” the court said, 
“to be used for a definite and 
certain purpose, all of which facts 
are made known to the seller, 
especially in contracts such as this 
one wherein the purchaser agrees 
to use no other brand of cement 
in the construction of the plant, 
then the amount of material 
necessary to complete the job or 
contract of the purchaser be- 
comes the essence of the contract, 
rather than the specification, 
wherein a certain amount of ma- 
terial is designated more or less ” 


It Depends on the Goods 


However, in sharp contrast to 
these situations in which the law 
holds the words “about,” “more 
or less,” “estimated” and the like, 
with respect to quantity, weight, 
etc., to be merely descriptive, are 
those instances in which such 
words refer to goods that are 
not identified. Under such cir. 
cumstances quality, quantity or 
other features are representations 
to which the seller must adhere 

Such an instance came before 
the U. S. Supreme Court many 
years A contract for the 


ago. 


purchase of 5000 tons of iron rails 
stipulated shipments “at the rate 
of about 1000 tons per month.” 
In the first month 400 tons were 
shipped; in the second, 885 tons. 
The purchaser refused to accept 
further shipments, contending 
that the deliveries did not meet 
the contract stipulation for “about 
1000 tons per month.” 


The Seller Lost 


The court held that the pur- 
chaser was justified in rescinding 
the contract for these delays be- 
cause it did not involve a specific 
lot of goods nor did it identify a 
particular purpose. 

“The contract,” said the court, 
“is not for the sale of a specific lot 
of goods identified by independent 
circumstances, such as all those 
deposited in a certain warehouse, 
or to be shipped in a particular 
vessel, or that may be manufac- 
tured by the seller, or may be re- 
quired for use by the buyer—in 
which case the mention of the 
quantity, accompanied by the 
qualification of ‘about’ or ‘more or 
less’ is regarded as a mere esti- 
mate of the probable amount, as 
to which good faith is all that is 
required of the party making it. 

“But the contract before us 
comes within the general rule 
that when no independent cir- 
cumstances are referred to and 
the engagement is to furnish 
goods of a certain quality or char- 
acter to a certain amount, the 
quantity specified is material and 
governs the contract. The addi- 
tion of the words ‘about’ or ‘more 
or less’ and the like in such cases, 
is only for the purpose of provid- 
ing against accidental variations 
arising from slight and unimpor- 
tant excesses or deficiencies in 
number, measure or weight.” 

This rule of law was actually 
established in 1877 as the result 
of a suit against the U. S. govern- 
ment A deputy quartermaster 
general of the army had made 
this agreement: “That the said 
Daniel F. Brawley shall sell, fur- 
nish and deliver, cut and supply 
in lengths of four feet, duly piled 
or corded under the direction 
and suvervision of the post quar- 
termaster within the enclosure 
of the post at Fort Pembina, 

(Please turn to page 170) 
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How to Buy Aijr Tools 


Tue purchasing agent for a 
metalworking plant needed air 
tools for a new division his com- 
pany was opening. After hearing 
all the sales pitches from the vari- 
ous air tool suppliers, he decided 
to do some checking for himself. 
On the basis of company records, 
the choice boiled down to two 
companies. A-company’s tools 
were used in production and as- 
sembly and B-company tools were 
used in the non-ferrous foundry. 

The company had excellent 
maintenance records that ap- 
parently showed that A-tools gave 
better service than B-tools. B- 
tools had to be overhauled every 
year to keep them up to produc- 
tion requirements. A-tools, on the 
other hand, averaged better than 
1% years between overhauls. On 
the basis of this information, the 
P.A. specified A-company tools 





Mr. Ringer has been in the air tool field 
since he received his mechanical engi- 
neering degree 30 years ago. He is a 
recognized expert who has held positions 
in engineering, development, and sales. 
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Choice of air tools should be based on more than 
maintenance data. This article describes some of the 
factors that enter into the life-cost of these tools. 


By Adolph G. Ringer 


Assistant Manager, Pneumatic and Electric Tool Division 


Ingersoll-Rand Company 


for the new plant, and thereby, 
possibly bought himself one of the 
largest headaches in years. 

Actually, frequency of overhaul 
is not enough on which to base 
such a decision. The useful life 
of a portable air tool varies con- 
siderably with the type of tool, 
amount of use, conditions of use, 
and skill of the operator. In spite 
of the above figures, it is quite 
possible that B-tools are doing a 
better job than A-tools. 

Where did the P.A. go wrong? 
First of all, completely different 
types of tools with distinctly dif- 
ferent life expectancies are used 
in the two departments. Second, 
the tool use factor is probably dif- 
ferent. Third, the environmental 
conditions are distinctly different 
and indicate better performance 
on the part of B-tools. And fourth, 
maintenance is by no means the 
only way to restore tools to top 
efficiency. In fact, maintenance 
records may be an entirely un- 
reliable and misleading gauge. 

There are four basic types of 


portable air tools that most P.A.’s 
need be concerned with—multi- 
vane rotary, multi-vane impact, 
reciprocating free-piston or per- 
cussion, and captive-piston re- 
ciprocating tools. Each type has a 
different purpose, different use 
and different life. Just as you 
cannot compare bananas and 
bolts, you cannot compare the 
operation of A-company’s rotary 
tools with another manufacturer’s 
percussion tools especially if they 
are being used in different de- 
partments. 


Speed or Power? 


How do you pick the right tool 
for your purpose? Speed and 
power are two factors that are of 
vital importance, but they are not 
of equal importance for each job. 
Speed is more important for “dead 
end” operations while power is of 
utmost importance for “open end” 
operations. 

Dead end operations are those 
where the operation comes to a 
definite halt at intervals. These 
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include such operations as nut 
running, driving screws, driving 
nails, etc. Open end operations 
are continuous and depend on the 
discretion of the operator as to 
when they should stop. Grinding, 
chipping and scaling are examples 
of open end jobs. 

Speed is most important in dead 


end operations. Naturally, a %- 
inch capacity tool should not be 
compared with a %-inch capacity 
tool. The two tools may run at 
approximately the same speed, 
but they impact at decidedly dif- 
ferent rates and have distinctly 
different maximum torques. 
Power plays a more important 


role than speed in open end op- 
erations. Grinding is probably the 
major example. The importance 
of power can be seen by consid- 
ering two grinders both operating 
at the same speed—say 4500 rpm. 
As the operator leans on the 
grinder, applying more and more 
pressure on the area of contact 





Types of Air Tools 


and Their Uses 


Rotary multi-vane tools are designed for grinding, drill- 
ing, and reaming. They can also be used for driving 


screws, nut running, and hoists. 


Reciprocating free piston tools, also known as percus- 
sion tools, are used for various types of chipping, scaling, 
and riveting operations. 


A full line of air tools includes more than 500 
models and sizes. Most of these can be grouped 


in one of the four basic types illustrated here. 


Each is best suited for a particular job. 


Rotary impact tools best fit in-between and dead-end 
operations, such as nut running, tapping, driving screws, 


drilling and reaming. 


*3 


Reciprocating captive piston tools have an important 
place in the foundry in sand ramming, tamping, and 


core breaking operations. 
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between the work and the grind- 
ing wheel, the tool with more 
power will hold the grinding 
speed. The other grinder will slow 
up resulting in a decrease of the 
amount of material removed per 
hour. 


Not Easily Classified 


There are some operations that 
do not fall cleanly into either 
dead end or open end classifica- 
tions. Sand ramming, tamping, 
core breaking and digging are 
open end operations where speed 
is just as important as power. 
Many of the tools designed for 
such jobs are known as captive 
piston reciprocating tools. For 
these, both power and speed are 
of equal importance. 

Dead end operations where 
power and speed are equally im- 
portant include riveting, drilling, 
reaming, tapping and tube rolling. 
Some jobs require high speed and 
low torque while others need low 
speed and high torque. Impact 
tools fit these in-between opera- 
tions. Where the work is free to 
turn at high speed, such as when 
a nut is being run down, they 
function as dead end tools and 
run the nut down at high speed. 
When the nut bottoms, the im- 
pact tool converts its high running 
speed into power blows and func- 
tions as an open end tool. 

If this P.A. had two similar 
tools in the various departments, 
he would still have to consider 
their use factors. The amount a 
tool is used may vary widely from 
department to department and 
even within a department. 


Tool Wear and Tear 


The drop in productive efficien- 
cy of any air tool is a more or 
less straight line drop off in effi- 
ciency as the parts wear through 
use. Obviously, if a tool is never 
used it should retain its original 
efficiency and power. Conversely, 
if a tool is used continually it will 
wear out more rapidly. Any state- 
ment concerning the life of a port- 
table air tool is useless unless 
there is an accompanying state- 
ment on the use factor. The table 
shows the maximum tool life of 
various tools for the use factors 
specified. This tool life estimate 
must be raised or lowered if the 
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actual conditions of use are dif- 
ferent than those listed. 

To make an intelligent choice 
between A-company and B-com- 
pany the individual use 
factors must be known and some 
adjustment made for any signifi- 
cant differences. 

Environment is the hardest fac- 
tor to evaluate and in the example 
cited would be in favor of. B- 
company’s tools. Abrasive, dusty 
conditions normally associated 
with foundry operations certainly 
shorten the tool life more than 
clean conditions associated with 
assembly work. About the only 
time you can compare the opera- 
tion of air tools in one department 
with that in another is when the 
environmental conditions are ap- 
proximately equivalent. It is ex- 
tremely difficult to put a quantita- 
tive figure on environment and 
say that one year of life in a 
foundry is equivalent to 14% years 
in production. But, you can say 
that one year in a foundry is cer- 
tainly more strenuous than equal 
time in production. 


toc yIs, 


Maintenance Prolongs Life 
After 
¢ 


allowances have been 
or differences in types of 
tools, variation in tool use and 
ambient conditions, you are in a 
position to consider maintenance 
records. What do these records 
show? Might not these 
records be a measure of your in- 
ternal operation rather than a 
function of the tools? Even in the 
best run maintenance programs, 
equipment gets repaired when 
someone complains about it. 
Therefore, when you are compar- 
ing repair records from two dif- 
ferent departments, you may ac- 
tually be comparing some sort of 
“employee relations index” of the 
department. 

Amount of maintenance might 
also be a measure of operator 
training. Poor operators can cause 
breakdown and subsequent high 
repair rates on various tools. Not 
holding chippers, riveters and 
other free-piston tools properly 
can cause breakage. Constantly 
overloading impact tools can cause 
excessive wear. 

Maintenance records on similar 
tools in the same department are 
another thing. Here, all the en- 


made 


really 


vironmental conditions are equal- 
ized to a substantial degree, and 
the comparison is valuable. 

Some purchasing agents cir- 
cumvent this problem by install- 
ing a program of replacement 
rather than having an elaborate 
overhaul program for air tools. 
There are some very good argu- 
ments for this approach. Re- 
placement simplifies maintenance. 
Tools are torn down only to re- 
place broken or inoperative parts. 
Elaborate testing is eliminated 
along with the need for auxiliary 
equipment. The cost of spares is 
held to a minimum for both parts 
and tools. It takes a lot less time 
for the maintenance department 
to replace a part than to do ex- 
tensive repair and testing work 
on it. Tools are taken out of serv- 
ice only when they fail. 


Replacement May Be Better 


The P.A. should take a good 
look at the theory behind replace- 
ment rather than repair if any of 
the following conditions exist in 
his plant: 

(1) Wide variety in the types 
of tools, for example, three to ten 
different types averaging under 
50 tools per type. 

(2) No excess capacity in the 
maintenance shop or if the main- 
tenance shop is not equipped to 
handle the work required. Some 
repair operations require preci- 
sion hand honing. 

(3) Tool use pattern is equal 
to or heavier than the use factors 
listed for the various tools (see 
table). 

(4) an overworked mainte- 
nance crew so that only the 
squeaky wheel gets attention. 

What does it cost to repair? 
You have to invest in tools and 
test apparatus, maintenance per- 
sonnel, an inventory of spare parts 
and spare tools, etc. Regardless 
of your repair program, there are 
practical limitations to tool re- 
pair. A good program can keep a 
tool operating close to its peak 
efficiency during its lifetime, and 
such a program can also extend 
the useful life of each tool. But 
no program can keep a tool run- 
ning indefinitely. 

If you repair, how frequently 
should a tool be overhauled? With 
the average air tool operator be- 
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How Long Should Tools Last? 
Table shows maximum tool life for several common air tools. Life 


is based on average percentage oe. 


Retooling rate is the perc 
each year so that none will be carried beyond maximum life. 


Operation 
I Por 
Backfill tamping and 
sand ramming . 
Drilling . 

Chipping, Scaling, 
and Riveting ...... 
Screw Driving 


Nut Running (Impact tools) 
Nut Running (Angle Wrenches) 


Rock Drilling, Pavement 
Breaking, and Digging 


ing paid $5,000 a year, a 10% 
drop in efficiency costs $500 a 
year in lost production. This is 
the cost of TWO average tools. 
Certainly at this point, some steps 
should be taken to return the tool 
to peak efficiency either by repair 
or replacement. 

A tool cannot be returned to 
100% efficiency unless all the 
worn parts are replaced. As the 
tool gets older it becomes more 
and more expensive to return it 
to peak efficiency. Sooner or later, 
it becomes more expensive to re- 
pair the tool than to replace it. 
When does this overhaul break- 
even point occur in the life of a 
tool? 


When fo Scrap a Tool 


A tool is considered to be worth 
nothing but scrap value when its 
operating efficiency has declined 
to 50%. This is the basis for the 
maximum life figures shown in 
the table for nine basic air tool 
categories. These maximum tool 
life figures are based on experi- 
ence over a wide range of plant 
operating conditions and use fac- 
tors. If your use factor is differ- 
ent than as shown, this will in- 
crease or decrease the life ex- 
pectancy accordingly. 
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Average 
Tool Cost 
$280 


$300 
$250 


$150 
$180 
$280 
$400 


$400 
$500 


Retooling 
Rate 
25% 


10% 
20% 


50% 
20% 
33-1/3% 
25% 


10% 
5% 


With the information on tool 
life, and the knowledge that three 
to five overhauls is the limit for 
any tool, you can calculate when 
it becomes more expensive to re- 
pair than to replace. Knowing that 
a tool starts out at 100% efficiency 
and is at 50% efficiency at its 
maximum tool life, consider an 
air drill with an expected life of 
five years. On a straight line basis, 
the tool will lose 10% of its effi- 
ciency after one year of operation. 
The drill should be overhauled 
every year and, on this basis, it 
would be less expensive to buy 
a new tool somewhere around the 
fourth year rather than bother- 
ing to repair it. 

Since you obviously want no 
tools in the shop that are work- 
ing at less than 50% efficiency, 
you establish a replacement quota 
by dividing the maximum tool age 
into one. For example, if the max- 
imum tool age is four years, 25% 
of the tools should be replaced 
each year. This procedure will re- 
sult in an average tool age of two 
years. 

At first glance, it might appear 
that an average tool age of two 


years results in lower efficiency 


for the tools in the system and, 
thereby, ~uld sacrifice efficien- 


| is in use (use factor). 
at have to be replaced 


- Maximum 
Toet Life 
Use Factor (years) 
50% 4 


10% 
25% 


50% 
50% 
50% 
50% 


cy. This would be 
identical tool were purchased 
every time. However, it has been 
the history of the pneumatic tool 
industry to increase the output of 
new models by 10 to 20% per 
year. Remember repaired 
tools are operating at something 
less than 100% efficiency fre- 
quently much, much less. 


true if the 


also, 


Four Rules for Comparison 

The purchasing agent can com- 
pare the operation of air tools 
of different manufacturers only 
when you: 

(1) Compare dead end vs. dead 
end and open end vs. open end 
operation 

(2) Make allowance 
ference in tool use factor 

(3) Make allowance for en- 
vironmental operating conditions 

(4) Are sure that maintenance 
records are a true indication of 
tool life. 

After evaluating the operation- 
al characteristics, you might also 
investigate the output of the cur- 
rently available models of the va- 
rious manufacturers. Where two 
manufacturers’ tools show equal- 
ly reliable performance, the choice 
should be influenced obviously by 
productive capacity. — END 
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Plastic Coated Valves May 
Solve Corrosion Problem 


By Paul A. Manor 


Chief Engineer, Central Valve & Research Dept. 
Rockwell Manufacturing Co 


Purcuasinc agents, especial- 
ly in chemical, food and petrole- 
um processing fields, are begin- 
ning to investigate plastic coated 
valves as a solution to the cor- 
rosion dilemma. Many hope that 
plastics might be the right com- 
promise between the prohibitive 
price of alloy construction and the 
exasperation of short service life 
of standard valves. 

Harsh fluids chew through 
valves so fast that they must be 
stockpiled to avoid long and fre- 
quent downtimes. The usual al- 
ternative to frequent replacement 
—valves made of bronze, stainless 
steel, nickel, ete—is extremely 
expensive. In some applications, 
it is cheaper to use short-lived 
cast iron valves than those of 
special metals, which might last 
two or three times as long, but 
will cost 5 to 40 times as much. 


Plastic Costs Less 


For example, a four-inch lu- 
bricated plug valve in steel costs 
three times more than the same 
valve in cast iron. In bronze or 
stainless steel, it would cost five 
times that of cast iron, and in 
expensive alloys such as nickel, 
Monel, and Hastelloy, from 12 to 
100 times the price. A _ plastic 
coated valve, however, costs only 
twice as much as the cast iron 
model. 

One successful example of the 
plastic coated valve is Rock- 
well Manufacturing Co.’s lubri- 
cated plug valve coated with Pen- 
ton, a chlorinated polyether of 
high molecular weight. The plas- 
tic offers broad-spectrum cor- 
rosion resistance, yet adds com- 
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Large plastic coated lubricated plug valves are used 
frequently in heavy-duty chemical installations. 


paratively little to the valve’s 
price. 

Lubricated plug valves present 
special problems in alloys. De- 
signed for quick quarter turn 
operation and positive shutoff, 
these valves operate through a 
turning plug rather than a disc. 
The plug not only requires more 
metal than other types, but must 
be hard surfaced to avoid galling 


and scoring. Since alloys such as 


stainless steel and Hastelloy can- 
not be hardened by usual tech- 
niques, the hardening must be 
done by welding, an expensive 
process if a large plug is involved. 
A plastic coating on a lubricated 
plug valve is considerably more 
economical. 

What makes a good plastic coat- 
ing? Three characteristics of a 
good coating are most important: 


(Please turn to page 96) 
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Handsome and Hardworking 


Plexiglas ..lmplex 


for Jet Spray Cooler .. . PLEXIGLAS® acrylic plastic is used for 
sparkling transparent bowls and lids on cold drink dispensers. 
Bowls and lids are one-piece moldings—crystal clear, breakage- 
resistant and free from taste or odor. Seven-inch-deep bowls 
measure 17” by 14”. 


for Smith-Corona .. . IMPLEX®, the tough, rigid, high-impact 
acrylic, gives outstanding strength and stain-resistance to 
vital components of new Galaxie portable typewriters. In addi- 
tion, the smooth surfaces and lustrous colors of the IMPLEX 
parts contribute to the typewriter’s handsome appearance. 


for you . .. PLEXIGLAS and IMPLEX can give your products added 
utility and sales appeal. Our design staff will be pleased to 
help you use these Rohm & Haas molding materials—to your 
advantage. 
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In Canada: Rohm & Haas Co. of Canada, Ltd., 
West Hill, Ontario 
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WYCKOFF 
COLD FINISHED STEELS 
Carbon + Alloy + Leaded 


will definitely help you to make 
1961 a banner year by reducing 
your costs through increased 
machinability, longer tool life, 
greater product dependability. 





During the coming year all man- 
ufacturers will be striving in 
every way to make their opera- 
tions more profitable. 


For many users of cold finished 
steels Wyckoff technical assist- 
ance has made possible substan- 
tial savings in both time and 
money. 





Take advantage of this service 
now — we will welcome the op- 
portunity of cooperating with 
you, any time, anywhere! 
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WYCKOFF STEEL COMPANY 


GENERAL OFFICES: GATEWAY CENTER, PITTSBURGH 30, PA. 
WORKS: AMBRIDGE, PA.—CHICAGO, ILL.—NEWARK, N.J.—PUTNAM, CONN. 
WYCKOFF STEEL PRODUCTS * Carbon, Alloy and Leaded Steels * Turned and 
Polished Shafting « Turned and Ground Shafting + Large Squares * Wide Flats 
up to 123%,” x 24%,” and 14” x 14%” * All types of Furnace Treated Steels including 

Carbon Corrected Steels 
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(1) Economy. This is a more 
difficult problem with valves than 
with process equipment generally. 
A valve is a very irregularly 
shaped object and if a coating 
does not cover every spot of the 
valve’s surface evenly, it will fail. 
Yet the coating process must be 
inexpensive, or the economic ad- 
vantage over special metal valves 
will be lost. 

(2) Wide range of applications. 
The market for the coated valve 
has to be large enough to allow 
manufacturing economies. One of 
the major problems here has been 
the limited temperature range of 
most plastics. 

(3) Long service life. Clearly, 
low initial price does not offer the 
economy if the valves must be 
frequently replaced. In order that 
a valve coating might have a long 
life it must have good surface ad- 
hesion, abrasion resistance, resil- 
ient structure and resistance to 
cyclic wear. 

The Penton coating was sub- 
jected to nearly every sort of 
physical test and then put through 
an extensive chemical resistance 
evaluation. Coated test samples 
were found to fall into one of 
four categories which have be- 
come the rating system for vari- 
ous chemical line fluids: 

(a) Resistant up to 200 F; for 
high temperatures confirmation 
tests under duplicate conditions 
should be run. 

(b) Resistant to corrosion up to 
80 F; confirmation tests required 
for higher temperatures (in some 
cases plastic discoloration and 
weight change may occur, but this 
is not necessarily indicative of 
lack of serviceability). 

(c) Resistant in many applica- 
tions, but additional information 
regarding operating conditions re- 
quired. 

(d) Not recommended. 

Of the 302 different chemical, 
food, and other fluids tested, 257 
were in the “a” category; 28 were 
in the “b”. Only two fell into th» 
“d” category: 70% nitric acid and 
103% sulfuric acid. Fifteen fell 
into the “c” category: acetalde- 
hyde; acetic acid; glacial; acetic 
anydride; aniline; benzaldehyde; 

(Please turn to page 98) 
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CAPLUGS DIVISION, PROTECTIVE CLOSURES CO., INC. 
2201-5 Elmwood Ave., Buffalo 23, N. Y 


here's 
your MAIL a free assortment of Caplugs, literature and prices to us, 

invitation without obligation. 

to see how 
Caplugs 

can protect 
your 

products 


POQT OCG 


ea 


molded of- tough, 
flexible Polyethylene 





unaffected by 
most chemicals 





easy to apply... 


and remove 
e 
a \ 
won't chip, break, 
shred, or collapse 


A full family of closures to meet almost any need you can name... . 
over 600 sizes in numerous styles and colors now in stock. 





bi otter omy! 


QUICK SHIPMENT 
If one or more of the hundreds 
of weaves, meshes and metals 
in stock at St. Louis, Houston 
and Los Angeles can't meet 
your needs—any cloth or 
screen can be woven promptly 
and economically to the 
most exacting specifications. 


TEMPLATE SHAPES 
Furnished in sheets or con- 
tinuous lengths, slit ribbons, 
cylinders, cones, discs, rings 
or any other form. Ask for 
quotations. 


WRITE FOR CATALOGS 


No. 104—Screens 1/16” and 
coarser mesh 


No. 105—Cloth 1/16” and finer 
mesh 


NAME THE PROBLEM! Whether it con- 
cerns corrosion, contamination, abrasion, 
pressure, vibration or heat—or the need for 
a specially woven wire cloth or screen to 
improve product quality, step up production, 
or other puzzie—we have the know-how, over 
104 years of it! 


NAME THE METAL! Stainless steel, bronze, 
brass, copper, aluminum, nickel, or other 
ferrous or non-ferrous alloy—plus Monel, 
Nichrome, Incoloy and other patented alloys 
—or virtually any other metal that can be 
drawn into wire. 


NAME THE MESH OR WEAVE! Precision- 
woven of 1” rod down to .001” diameter wire— 
in square or long-opening mesh to the finest 


wire cloth in twill, Dutch, stranded filter or. 


special weaves. 


LUDLOW-SAYLOR WIRE CLOTH CO.*4369 WEST CLAYTON AVE.¢ST. LOUIS10, MO. 


STAR WIRE SCREEN & IRON WORKS, INC. (L-S Subsidiary) 


BIRMINGHAM 512 WN. 18th St. 


PITTSBURGH Union Trust Bidg. 


SUNSET AVE. & VALLEY BLVD. « CITY OF INDUSTRY (L. A. COUNTY), CALIF. 


CHICAGO 6261 West Grand Ave. DENVER 1350 Carr St. 


HOUSTON 5638 Harvey Wilson Dr. 


FOUNDED 1856 
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benzene sulfonic acid; bromine 
(water); bromine (3% _ satu- 
rated); butyraldehyde; ethylene 
chlorohydrin; hydrofluoric acid 
(50% and 75%); mercuric chlor- 
ide (saturated); methyl] cellosolve 
and phenol. It is clear from this 
that the Penton provides broad- 
spectrum corrosion resistance. 

A recent count showed that ap- 
proximately 1200 Penton-coated 
valves have been in operation in 
process plants for anywhere from 
one month to three years. Only 
about 1% of all the plastic coated 
lubricated plug valves shipped 
out have been returned because 
of failure. In the great majority 
of these failures, the problem was 
mechanical. 


Causes of Damage 


Most mechanical failures are 
due to damage caused by either 
abrasive material in the line fluid, 
use of the valve for throttling, or 
a combination of both. Abrasive 
damage is likely to result from a 
line fluid which is corrosive to the 
piping material; the piping crum- 
bles into the stream to make an 
abrasive mixture which attacks 
the valve. Any hole in the coating 
virtually removes all protection. 

Lubricated valves are regularly 
used for throttling, but as this 
frequently causes failure of the 
plastic coating, these valves can- 
not be substituted for other types 
if throttling is desirable. 

Throttling reduces the area of 
flow for the line fluid, thus in- 
creasing the flow velocity at the 
plug port and valve body throat 
edges. At the same time, the 
laminar flow pattern is inter- 
rupted, causing cavitation. This 
combination introduces a damag- 
ing erosion factor, which loosens 
the coating by corrosion of the 
base metal rather than by actual 
attack of the line fluid on the 
plastic. 

So long as these limitations are 
kept in mind, the plastic coated 
valve can provide a reasonable 
answer to valve purchasing prob- 
lems. In the right application, it 
provides a low-cost long-wearing 
valve, reducing overall plant valv- 
ing cost considerably. 
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. THIS IS A BETTER LATCHING RELAY 


Better? Yes, in several ways. Bifurcated Contacts, for ex- 
ample, give improved reliability, especially in dry circuits. 
Contacts wiil not open during vibrations of 30Gs, 55 to 
2500 cps. A special method of sealing cover to base 
eliminates flux contamination of the contacts. And there 
are more. Here is Potter « Brumfield’s newest member of a 
distinguished family of micro-miniature relays: the FL Series. 
Expressly designed for printed circuit applications, this 
DPDT, 3 amperes ((@ 30V DC) latching relay lies parallel to 


the mounting surface. Its height, mounted, is only 
.485", thus circuit boards may be stacked closer. Mounting 


FL SERIES SPECIFICATIONS 


Shock: 100 Gs for 11 milliseconds. No contact 


ah r . 
when openings. 


can usually be accomplished without studs or brackets, 
simplifying installation. 

The FL will remain firmly latched in either armature position 
without applied power, a significant advantage where power 
is limited and long relay “‘on"’ times are required. This relay 
may be operated Dy: 


1. Pulsing each coil alternately (observing coil polarity), or 


Vibration: .195”, no contact openings. 10 to 
55 eps. 30 Gs from 55 to 2500 eps. 
Pull-in: 150 milliwatts maximum (standard) at 
25° C. 80 milliwatts maximum (special) 
at 25° C. 

Operate Time: 3 milliseconds maximum at 
hominal voltage at 25° C 

Transfer Time: 0.5 millisecond maximum at 
nominal voltage at 25° C 


2. Connecting the coils in series ar 
reversing (polarized) source 

Write for complete information or call 

representative 


i operating from a 


Temperature Range: —65° C to + 125° € 


Terminals: Plug-in pins 
your nearest PaB Dimensions: L. 1.100” Max.— W. .925” Max 
H. .485” Max. Hermetically sealed only 


Ry, ; 


Fip> 


sc 11D SL 11 08 


(Latching) 


SLG 11 DA 
(Latching) 


Other P&B micro-miniature relays include conventional and latching models in crystal cases with a wide 
range of terminals and mountings. All are made in a near-surgically clean production area under the 
exacting requirements of our intensified Control and Reliability program. 


P&B STANDARD RELAYS ARE AVAILABLE AT YOUR LOCAL ELECTRONIC PARTS DISTRIBUTOR 


Le SOURCE FOR ALL MIiIiCRO- MINIATURE RELAYS 


@ POTTER & BRUMFIELD 


FOUNDRY COMPANY PRINCETON, INDIANA 


IN CANADA: POTTER & BRUMFIELD CANADA LTO., GUELPH, ONTARIO 








REDUCE 
UNIT COSTS | 


IN PRODUCTION 
~ OPERATIONS... 


—— = 


= 
| Mobilmet 


Whether yours is a production or job-shop operation, you can benefit from new Mobilmet 
oils because they assure superior tool life, excellent finishes and reduced staining in the 
machining of an unusually wide range of metals. 





e In production operations this means reduced unit costs. And by using 


fewer cutting oils, you save through quantity purchases and handling. 


e In job-shop operations this means greater profits per piece. And, you re- 
duce machine downtime for draining, changing, or blending cutting oils. 


The reason for the unique versatility of Mobilmet oils is a new additive com- 

bination, developed and patented by Mobil, which is pressure-temperature 

selective in its activity—highly effective over the wide ranges of cutting pressures and 

temperatures produced in machining various metals with greatly different physical 

characteristics. As a result, a single Mobilmet oil is useful for both tough, draggy metals 
and hard, brittle metals. 

Check the benefits new Mobilmet oils offer you. For complete information mail the 

coupon at right. Mobil Oil Company, 150 East 42nd Street, New York 17, New York. 













NO 


PROFIT PER PIECE 


NOES O2 
OPERATIONS: 


é hy, 


OC * 7 multi-metal cutting fluids with unique pressure- 
WS 


temperature selective additive composition 


eT oe ee ee ee ee ee ee oe ee ee ee 


MOBILMET OILS OFFER YOU! 
Mobil Oil Company, Room 2058-H 


A Division of Socony Mobil Oil Company, Inc. 


1 Greater machine output 
150 East 42nd Street, New York 17, N. Y. 


A. More pieces per hour through increased feeds 
or speeds Gentlemen: I am interested in learning how new Mobilmet 


oils can help in my metalworking operation. Please provide 


B. Reduced time-out for tool changes tutilies battles 


2 Lower tool costs 
: DN icc a ak ineestcecciic ceninineereniniis 
A. Fewer tool grinds 
B. Less metal removed per tool grind 


3 Reduced loss from rejects 


Pi ERE OEIC 9 Lt SRE aS OL Fo aan eo 
Company. 
A. Dimensional tolerances maintained 


SE sciiiisiiciiatssctaniniiehiaiaisatansiisbiceinpeiniinencciiciasiiptaiataimtogic 
B. Surface finish improved . . . with possible 
elimination of additional finishing operation 


4 Simplification of cutting oil requirements 


2 SRE Ee eS 
(Check one): Job Shop__—Production___Combination___. 
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Flush-On Hardener 
Stops Concrete Sanding 


SANDVIK 


SPRING STEEL 
QUALITY 


Earns Its Pay By 
PRECISE 
PERFORMANCE 


A flush-on preparation is said 
to add years to the life of a con- 
crete floor by ending sanding, 
dusting and the usual break-up of 
the floor which follows. Material 
prevents damage by case-harden- 
ing the surface, sealing and bind- 
ing the concrete and also making 
it resistant to penetration of dis- 
integrators like acid, grease, oil 
and water. Preparation is flushed 
on just like water and does its 
work immediately without inter- 
ruption to traffic. Flexrock Co., 
3619 Filbert St., Philadelphia 1, 
Pa. 
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Rotating Connector Has 
Silver-Plated Contacts 


Where performance is important, Sandvik spring steel quality is well worth 
its price. Many spring steel users have found that Sandvik delivers the exact per- 
formance they want under their tools and in their products, 

Sandvik’s purity, small lot processing and painstaking quality control assures 
your money’s worth in consistent quality 
performance. 

In addition to the wide variety of qualities 
and sizes carried in stock, Sandvik has local facili- 
ties for custom-processing and finishing to your 
requirements. 


A rotating electrical conductor, 
which permits intermittent rota- 
tion or continuous free rotation of 
electrical lines and conduit with- 
out twisting or tangling, features 
silver-plated contacts of virtually 
wear-proof design. Originally de- 
signed to supply electrical con- 
nection for attachments mounted 
on rotating machine tool elements, 
swivel connector has extremely 
wide industrial and commercial 


For specific physical properties plus accurate 
flatness, straightness, width, gauge and edge 
finish, specify a Sandvik spring steel. 

Send for free brochure on various Sandvik cold 
rolled and hardened and tempered strip steels. 


SANDVIK STEEL, INC. 


1702 Nevins Road, Fair Lawn, N. J. 

Tel. SWarthmore 7-6200 ° InN. Y. C. Algonquin 5-2200 
Branch Offices: Cleveland * Detroit * Chicago * Los Angeles 
SANDVIK CANADIAN LTD. P.O. Drawer 1335, Sta. O. Montreal 9, P. Q. 
Works: Sandviken, Sweden 

88-214 


SPRime STEEL 


= 
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applications. Unit comes in vari- 
ous configurations and with vari- 
ous types of connectors. Standard 
model is 5 HP (220 volts at 15 
amps). Capacity for almost any 
application can be custom-built 
into unit. Size is 2% in. x 5 in. 
Ward-Riddle Co., Ravenna, Ohio. 
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TOWMOTOR 


WE ONE MAM BANE 


| \ 
FORK LIFT TRUCKS ong TRACTORS = “EM 


BACTORY SERVICE 
— 
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with Towmotor dependable service 


When you purchase Towmotor equipment you can 
be sure it will never be out of service very long... 
for two very good reasons: 

1. Towmotor fork lift trucks are built to last, and 
built to perform continuously. 

2. When needed, you get fast and skillful repair 
and maintenance service from your local de- 
pendable Towmotor representative. 

Your Towmotor representative will never let down- 
time cut into the money you save by. owning a Tow- 





motor fork lift truck! That’s why Towmotor cus- 
tomers keep buying Towmotor equipment. Ask for 
complete information on Towmotor equipment and 
Towmotor Preventive Maintenance Service. Write 
Towmotor Corporation, Cleveland 10, Ohio. 


MT h t) ® -/(SER/INGER 


THE ONE-MAN-GANG ® 
FORK LIFT TRUCKS, CARRIERS AND TRACTORS SINCE 1919 


* Gerlinger Carrier Co. is a subsidiary of Towmotor Corporatio 
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Rise and Fall Grinder 
Forms Parts Automatically 


A rise and fall abrasive belt 
grinder can rough grind and fin- 
ish grind contour and form parts 
in one cycle in seconds, automat- 
ically. Machine comes with sin- 
gle or double spindle assemblies, 
with the latter giving greatest 
versatility and speed. Double 
spindle grinder allows two rough 
grindings and one finish grind in 
a cycle. Maximum workpiece size 


is 4 x 6 in. long, and small pieces 
may be ganged for multiple grind- 
ing by using a workholding jig. 
Eastern Machine Screw Corp., 60 
Barclay St., New Haven 6, Conn. 
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$ ft. Barricade Folds 
To Less Than 12 in. 


“™ 


A folding steel barricade opens 
instantly to a full 8 ft. width yet 
folds to a compact 11 x 2% x 36 
in., small enough to be carried in 
any type of vehicle. Legs are 
made of steel tubing, cross mem- 
bers of reinforced channel, glass 


bead-reflectorized for added visi- 
bility in either direction. Barri- 
cade is attractively finished in 
yellow and black enamel and is 
furnished with two red fluores- 
cent danger flags, with flashers 
optional. Albert W. Pendergast 
Safety Equipment Co., Tulip & 
Longshore Sts., Philadelphia 35, 


Pa. 
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Hydraulic Shear Cuts 
Light or Heavy Material 


An adjustable rake angie en- 


ables a single hydraulic shear to 
cut both heavy plate and narrow 


(Please turn to page 110) 





Now—EASTERN’S Flying Freighters offer = = 





j 


DELIVERY | 


New York—Miami—San Juan 
New York—Atlanta—New Orleans—Mobile—Houston 
Chicago—Atlanta—Miami—San Juan 


@ Reserved space on every Freighter flight. 

@ Pressurized and temperature-controlled. 

@ Flights daily except Saturday and Sunday nights. jaa 
@ Pickup and delivery service available. 


In addition, Eastern offers freight space on over 400 daily passenger mY 
flights—including DC 8-B Jets and Prop-Jet Electras—to 128 cities jg 


in the United Stotes, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight Reservations, call your 
Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN)AIR LINES 
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T. R. Corn, Sales Engineer, Akron District Office. 


This is Tom Corn, a Reliance Sales Engineer. 
Use this man the way he can be used, and 
you ll be buying not only good products, 

but a trained insight into the problems of 
applying electric motors and drive systems 
to products and processes, such as 


RELIANCE ELECTRIC AND ENGINEERING COMPANY 








Reliance meets the peculiar needs of 
progress. 


Loading or unloading of United Jet Mainliner passengers in three minutes is now an 
accomplished fact at major air terminals. 


Product of the jet age, this ““Jetway”’ passenger loader came to life as a result of 
some unique engineering on the part of Reliance and the Pacific Iron and Steel Co. 


Reliance engineered a drive system that makes the “‘Jetway”’ as easy to handle as 
an automobile. One operator moves it into position against the plane doors in less 
than a minute. Operation is smooth and stepless. Separate controls compensate for 
weight changes as the load shifts from plane to ramp and vice versa. 


Adapting Reliance products to this unusual vehicle called for imagination and 
ingenuity .. . and the “Jetway”’ works fine. 


The “Jetway” ramp now is used by several major airlines, and 
is operated by Reliance gearmotors, electronic exciters and 
motor-generator sets which convert airport a-c. power to d-c. 
More “Jetway” ramps are being installed at important terminals 
throughout the country. 





Something more than electricity 
keeps this Reliance Motor running. 


The oil field motor that drives this unit is protected, inside and out. It is not affected 
by dust, dirt, water or changes in the weather. 


Reliance engineered and built this weather-proof motor, which is operating an oil 
well pump, in order to provide continuous operation with negligible maintenance . . . 
otherwise it wouldn’t be where it is. 

There are many such areas in the country where Duty Master Motors are subject 
to extreme environmental conditions. Yet the weather-proof is only one of a broad 
line developed to meet any a-c. motor requirement . . . and that takes in a lot of 


territory. Duty Master’s wide acceptance is testimony to the creative engineering 
which produced it. 


This 15 hp. Duty Master operates an oil well pumping unit at 
the Fair-Glenn Field, Sapulpa, Oklahoma. Sound insulation, 
rodent screens and the ‘‘Metermatic” lubrication system are 
vital qualities of this motor which performs so well in areas 
where weather and infrequent supervision are factors. It runs 
24 hours a day regardless of adverse conditions. 





It takes more than horsepower to 


make a quality product. 


These two super-calendar machines put a rich, glossy finish on paper. Alternate 
steel and cotton rolls produce a buffing, or polishing action on the previously treated 
product. Reliance Drives keep speeds of various rolls exactly regulated so that 
uniform, precise tension is maintained. 


The big design trick here is to maintain exact tension during acceleration and 
deceleration of the drive system. Process requirements call for frequent speed changes. 
Any variation of tension during these changes is dangerous. The paper “‘web”’ can 
break, rolls can jam, the system can go haywire. But this one doesn’t. 


Reliance Engineers were in on this installation from start to finish . . . worked with 
company engineers to assure sound operation. 


Tachometer feed-back systems with Reliance regulators keep 
the system perfectly controlled. Motors are synchronized to keep 
paper flowing smoothly at 2,000 feet per minute. A total of six 
machines in this mill are powered and controlled by Reliance, 
testimony to creative engineering and intelligent application. 


Reliance Sales Engineers are ready to help your company solve motor and drive 
application problems . . . and they will act quickly and efficiently. There is a Reliance 
office near you. Check your telephone Yellow Pages . . . write, or call us direct. 


A. 1H 


RELIANCE iiscinice: 
ENGINEERING 
DEPT. 344A , CLEVELAND 17, OHIO 


Canadian Division: Toronto, Ontario 
Sales Offices and Distributors in Principal Cities 


Product of the combined 
resources of 
Reliance Electric and 
Engineering Company and its 
Master and Reeves Divisions 


Duty Master A-c. Motors, Master Gearmotors, Reeves Drives, ¥V*S Drives, Super ‘T’ D-c. Motors, Generators, Controls and Engineered Drive Systems. 














Bearing at left has 1.75” bore, 
while tandem bearing in main 
illustration has 17.0” bore. Yet both 
are standard, cataloged items. 


Over 400 Cataloged Thrust Bearings 


to fit your every need... 


Select from 7 
When you need a thrust bearing, no matter how special, ROLLWAY 


Rollway is ready with the know-how and the precision machinery Standard Types 


to design and produce it for you. dudiagad, tet end 


Our engineers will gladly consult with you regarding any ready for production with 
standard or special-purpose types you need. No cost. No load capacities to 
obligation. Rollway Bearing Co., Inc., Syracuse. N. Y. 4,800,000 pounds. 


Ask for Catalog 
Complete line of Radial and Thrust Cylindrical Roller Bearings PT-659. 


a ENGINEERING OFFICES: 
ROLLWAY Sreneh © Masia Seale CUtNAY < Tena 


Pittsburgh * Cleveland * Seattle © Houston 
BEARINGS Philadelphia * Los Angeles ® San Francisco 
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JOMAC GLOVES GIVE CUT PROTECTION 


THAT EVEN LEATHER CAN'T 


The remarkable cut resistance of Jomac’s loop-pile fabric glove is a 
plus that even expensive leather gloves do not provide. Moreover, 


Jomac gloves offer a better grip on oily surfaces and can be recon- 
ditioned time after time. 


To keep outdoor work- 
ers dry, comfortable 
and safe in foul 
weather, insist on 
North PVC Wet- 
Weather Clothing ... 


resistant to most oils, 
greases and chemicals, 
For maximum hand protection, it's North PVC pe Pessrews ro 
Gloves. They offer better fit, greater dexterity, sities ne 
more comfort and superior safety in handling 
chemicals, oils and greases. 


WRITE TODAY FOR A FOLDER DESCRIBING 
THESE PROTECTIVE JOMAC PRODUCTS 


JOMAC 


Jomac Inc., Dept. F 
Philadelphia 38, Pa. 


In Canada: James North Canada Company Ltd., Simcre, Ont. 


“Jomac Sells Quality ... and Quality Sells Jomac!” 
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strips of light gauge material with 
minimum bow and twist. A sim- 
ple one-minute adjustment sets 
the rake of this massive 1% in. 
shear to the most efficient cutting 
angle for any thickness of mate- 
rial. With similar rapid adjust- 
ment of knife clearance, shear cuts 
a complete range of metals from 
light sheet to 1 in. plate to an 
accuracy of .030 in. over the en- 
tire 10 ft. bed length. Shorter 
pieces over 1 in. thick are cut to 
125 in. accuracy. Shockless hy- 
draulic pressure extends knife life 
and permits operation of shear 
on ordinary low-cost concrete 
pads. Pacific Industrial Mfg. Co., 
848 49th Ave., Oakland, Calif. 
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Lighter Control Cable 
Suits All Installations 


A low cost, small-diameter plas- 
tic control cable is suitable for 
all types of installations—conduit, 
aerial, duct, tray, direct burial, 
in wet or dry locations. Although 
cable is over 30% smaller and 
lighter than conventional rubber 
cable, it offers similar advan- 
tages. Multi-wall construction 
provides three-fold electrical pro- 
tection since basic conductor in- 
sulation, protective covering, and 
overall packet are all high quality 
dielectrics. Double wall of protec- 
tion against oils, acids and alkalies 
plus tough physical and flame-re- 
sistant qualities of outer jacket 
make cable ideal for rigorous op- 
erating conditions. It is particu- 
larly recommended for d-c cir- 
cuits in wet locations and for tem- 
perature ranges to 75C. Okonite 
Co., Sub. of Kennecott Copper 
Corp., Passaic, N. J. 
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What do “Coils” mean to you? 


Coils call to mind so many things. But if to you they mean springs, 
those mechanically precise activators of energy, then we’re on common 
ground. Our organization specializes in all kinds—compression, ex- 
tension, torsion, flat coil, volute . . . maintains unequailed engineering 
and manufacturing facilities throughout the nation. So let us supple- 
ment the work of your own engineers with our specialized knowledge 
and experience in the design and manufacture of springs, small stampings, 
and wire forms. . . made to your specifications. 


Our “Picture Book of Springs” shows thousands 
of custom-produced parts, typical of our service. 
Write for a copy to pass along to interested people 
in your organization. 


Associated Spri ng Corpor ation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. Seaboard Pacific Division, Gardena, Calif. 
B-G-R Division, Plymouth and Ann Arbor, Mich. Ohio Division, Dayton, Ohio Cleveland Sales Office, Cleveland, Ohio 
Gibson Division, Chicago 14, tl. F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
Milwaukee Division, Milwaukee, Wis. San Francisco Sales Office, Saratoga, Calif. Wallace Barnes Steel Division, Bristol, Conn. 


Canadian Subsidiary: The Wallace Barnes Co., Ltd., Hamilton, Ontario and Montreal, Quebec seas 
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2 Nickel Alloy Steels provide 


A simple plan 
to save money 


by Steel Standardization 


How many types of steel do you 
normally use? 


Chances are you should examine 
your needs for alloy steel to see how 
many can be satisfied with just two 
types, 4340 through-hardening and 
4620 carburizing. 


You are likely to find that most of 
your engineering requirements can 
be met with confidence when you 
standardize on these two general- 
purpose steels. 


You simplify inventory and mate- 
rials-handling. You save money in 
purchasing and production, too. 


e 4340 stands alone among medium- 
carbon steels in its ability to provide 
maximum strength, ductility, tough- 
ness and resistance to fatigue in 
parts of medium to heavy section, 


e 4620 is a carburizing type that has 
consistently proved itself the ideal 
steel for a wide variety of carburized 
parts. 4620 is easy to carburize and 
has a minimum tendency toward dis- 
tortion in heat treatment. 


Available From Steel Service Centers 
Both 4340 and 4620 are stocked by 
Steel Service Centers from coast to 
coast, ready for off-the-shelf delivery 
in a variety of sizes. 

When you have carried your stand- 

ardization plan as far as you can and 
you still have specialized needs to fill, 
the right nickel steels are available to 
give you extra performance or even 
lower costs. 
For a buyer’s guide to Steel Service 
Centers that stock 4340 and 4620, and 
other nickel-containing grades, 
simply write Inco. 


67 Wall Street, New York 5, N. Y. 


4 
Neo THE INTERNATIONAL NICKEL COMPANY, INC. tes 
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SERVICE CENTER 
_INSTITUTE 


Holding the Shippingport nuclear reac- 
tor's top head to its shell section is a job 
performed by 42 studs of AISI 4340. 
This through-hardening nickel steel pro- 


vides essential strength and toughness. 


winnie de 


Power-packed tractor features unique 
drive mechanism composed of regular 
gear transmission, clutch and torque 
converter with lock-up, utilizes nickel 
alloy steels in more than 25 components. 


Swing shaft for giant power shovel made 
from 4340 nickel alloy steel for strength 
and toughness to take shock-loading in 
stride. This 9”-diameter, 36”-long shaft 
of 4340 nickel alloy steel transmits 
tremendous torque to a giant ring gear. 


Sustained accuracy is assured in this 
heavy-duty milling machine by spindle 
and gear components of AISI 4340 and 
4620 nickel alloy steels. They provide 
needed strength and wear resistance. 


PURCHASING 





OVER 1500 ITEMS 
for Business, Industry 
FVale mm lat-janaeh ere) at 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
IT’S FREE! 


PARTS AND 
PRODUCTS 


MADE TO Your | 


SPECIFICATIONS 


LYON METAL PRODUCTS, INC. 


133 Monroe Ave., Avrora, Ill. 


Please send me a copy of Catalog No. 100 


J) 
FIR 
ADDRESS 


a 


Mail Coupon 


for your 


FREE 


copy... 


100 - pace 


BUYING GUIDE 


helps you get the most 
for your 
steel equipment dollars 


* New 100-page catalog illustrates and 
describes LYON’s diversified line of 
steel equipment... over 1500 items for 
Business, Industry and Institutions. 
There’s a Lyon dealer as near as your 
telephone. 


LYON METAL PRODUCTS, INC. 


General Offices: 133 Monroe Ave., Avrora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 
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has EXPANDED AGAIN : 
to serve you 


em o> oO 


even 


BETTER 


Less than four years ago, JOLIET completed an expan- 
gion program increasing its production potential by 
40%. Now, additional production space has just been 
built! And new high speed production equipment is 
being added now to provide ample capacity to match 
industry's growing demand for JOLIET washers of all 


types — standards and specials, any size, any metal, 
any quantity. Be assured: JOLIET will continy to be 


your No. 1 Source for top quality washers — 
delivered — now and tomorrow. 


OUGHT WASHER 
10 Connell Avenue 
ollet, Mttinols i 
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Striper Applies Lines 
Speedily, Efficiently 


A simplified line striper applies 
safety guide lines and a variety 
of other lines quickly and effici- 
ently. Marker oils produce up 
to 500 ft of lines before refilling. 
Gravity feed is accurately con- 
trolled at waist-level handle grip. 
Lines are applied by simply 
grinding the four wheel line 
marker and walking at normal 
speed. Straight or curved lines 
can be made with equal ease in 
two, three or four in. widths. 
Cost Reduction Equipment Co., 
5200 Chakemco St., South Gate, 
Calif. 
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Translucent Screens Are 
Ideal for Projection 


Translucent rear projection 
screens of plate glass and plexi- 
glas acrylic plastic range in single 
sheet sizes to 9 ft high and 18 ft 
long in %, % and % in. thick- 
nesses. Mounted in wall opening, 
these rear projection screens con- 
ceal all projection facilities and 
isolate noise of projector fans, 
slide changers, etc. Panels have 

(Please turn to page 116) 
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Immediate Local Deliveries 

for small runs, production 
emergencies or design needs. . . 
from over 30 strategically located 
parts distributors . . . At factory 
prices in lots up to 1000 of a value. 


Would you buy 
fixed resistors 
just because they’re the 
easiest to solder? 


Of course you wouldn't! 


But when you add the highest degree of ‘solderability” of any resistors on 
the market to top-notch reliability in other physical and electrical charac- 
teristics — well, that's something else. Like a lot of other cost-conscious 
producers, you'll then be using Stackpole Coldite 70+ Resistors! 


Stackpole Coldite 70+ “solderability” saves time and money in your 


production. It assures perfect connections that eliminate a lot of pos- 
sibilities for costly field service later on. 


Coldite 70+ performance fully matches the “solderability” of the 
leads. They’re designed to meet or excel MIL-R-11 in every respect. 
And they’re tops in load life, humidity and moisture tests! 


Electronic Components Div.—STACKPOLE CARBON CO.., St. Marys, Pa. 


STACKPOLE 
Qoloife70* 


fixed composition resistors 


CERAMAG® FERRITE Sones e VARIABLE COMPOSITION RESISTORS + SLIDE & SNAP 
SWITCHES + CERA ETS . we bee ttt CAPACITORS 
BRUSHES FOR ALL ROTATING ELECTRICAL EQUIPM 


ELECTRICAL CONTACTS 
GRAPHITE BEARINGS, SEAL RINGS, ANODES HUNDREDS OF RELATED CARBON & 
GRAPHITE PRODUCTS. 
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HOW to move barrels 
and drums in less time 
for less money! 


has the right equipment 


to do the job 


SAFER, EASIER, FASTER! 


Fig. 1501-X 


NUTTING BARREL TRUCK — Quick 
“Auto-load” design. Special “‘retract- 
able” running gear eliminates dead- 
weight lifting. Stands alone empty or 
loaded. Safety engineer approved. 


| Fig. 546 


NUTTING BARREL TRUCK —Trans- 
ports open top barrels in safe, vertical 
position. Easily loaded undersiung 
frame. Full swivel castered handle for 
easy maneuvering. 


Fig. 526-A 


NUTTING BARREL STAND — Rocker 
type frame and beveled nose for safe, 
easy load pickup and discharge. Pro- 
vides mobile storage, full flow drain- 
age, eliminates dangerous lifts and 
spillage. 


NUTTING BARREL SKID—Affords safe 
movement from one level to another. 
Non-slip grapple hook. Available in 5 
lengths. Made of oak or hickory with 
steel clad ends, round steel cross bars. 


The quickest, fastest, safest way to move barrels is to use the right equipment. 
Nutting has the most complete line made for this purpose. In addition, Nutting 
also makes over 1,000 standard models of other types of equipment, including 
2-wheel, platform, shelf and box trucks; jacks and skids, trailers, casters, and 
wheels. Hundreds of trucks which many other companies classify as “specials” 
are standard with Nutting. This means you can often get “custom” type trucks 


at production line prices from Nutting! 


GET ALL THE MONEY-SAVING INFORMATION TODAY ABOUT NUTTING EQUIPMENT. MAIL COUPON NOW. 


>. send information on Nutting trucks for 


254 Division Street 
Faribault, Minnesota 


handling 





Please send information on FIG. 
() Please send literature. 


() Please have a Nutting representative 
contact me. 


NAME 
ADDRESS. 
CITY. 
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(Continued from page 114) 


special high quality surface and 
are intended for presentation in 
fullroom illumination of motion 
picture, slide or film strip show- 
ings, etc. Polacoat Inc., 9750 
Conklin Rd., Blue Ash, Ohio, 
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Vacuum Pencil Handles 
Miniature Objects 


rote 


A vacuum pencil provides sim- 
ple and efficient handling of min- 
iature pieces of metal, paper, 
glass, plastics, gems, biological 
specimens and other small par- 
ticles down to 0.015 in. diameter. 
It is particularly useful in pick- 
ing up tiny dice and full-size 
wafers in semiconductor and tran- 
sistor manufacturing. Velve-ac- 
tuated type is hand or knee op- 
erated, utilizing any of four in- 
terchangeable tips. Kulicke and 
Soffa Mfg. Co., Inc., 1234 Callow- 
hill St., Philadelphia 23, Pa. 
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“Vm your pa not your P. A.” 


PURCHASING 





Want Results like this ? 


This sales engineer reports 
another dramatic success in 
the heavy duty application of 
CiMPERIAL, new chemical cutting 
fluid of the famous CiMCOOL 
line. Production up — on low 
clearance, low speed, heavy 
cut jobs previously limited 
to cutting oils. (Company 
name on request) 


METAL CUTTING JOBS 


Production-proved products of The Cincinnati Milling Machine Co. 


CIMCOOL $2 Concentrate —The pink fluid which covers 85% of all metal cutting jobs. 
CIMPERIAL — newest in the famous, industry-proven line of Cimcoo.® Cutting Fluids. 
CIMPLUS —The transparent grinding fluid which provides exceptional rust control. 
CIMCUT Concentrates (AA, NC, SS) — For every job requiring an oil-base cutting fluid. 
ALSO—CIMCOOL Tapping Compound—CIMCOOL Bactericide—CIMCOOL Machine Cleaner. 


For full information on the complete family of Cimcoot Cutting Fluids, call your 
Cimcoot Distributor. Or contact Cincinnati Milling Products Division, Cincinnati 9, Ohio. 


° Trade Mark Reg. U.S, Pat. Off. 
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VALUED FOR 


Depentt- 


TM Alloy Slings have a reputation 
for dependability .. . brute strength 
and low overall costs. Factory-made. 
Certificate of Test furnished. Bulle- 
tin 14A contains all data. Call your 
distributor, steel warehouse, hard- 
ware wholesaler or write— 

S. G. TAYLOR CHAIN CO., Inc. 


Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 


Prompt repairs on alloy sling 
in both plants 


aylor 
ade 


CHAIN “ 
1873 
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Dual Action Cutting Fluid 
Chills and Lubricates 


High-performance cutting fluids 
combine chilling and lubricating 
in controlled time-cycle. Original- 
ly compounded for better tap- 
ping results, fluids have proven 
equally effective on all other pre- 
cision operations, such as ream- 
ing, parting, threading and finish- 
ing. Advantages include improved 
finish, longer tool life, freedom 
from tool seizure and _ galling, 
greater freedom in cutting action 
and reduced costs. Fluids are 
non-toxic. Tapmatic Tapping At- 
tachmertts, 845 W. 16th St., Costa 
Mesa, Calif. 
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Low-Inertia Motors 
Stress Reliability 


A series of low-inertia sub- 
fractional-hp motors is specifical- 
ly designed for installation where 
exceptionally rugged and reliable 
control motors are demanded. 
Ample electrical and mechanical 
safety margins for medical equip- 
ment and other critical instru- 
ment applications are provided. 
Motors are designed for single- 

(Please turn to page 120) 





ITS A 


FACT 


YOU CAN DO BETTER WITH 


pES|ACO 


STAMPING 
KNOW-HOW 


° Because we make 
HEATING stampings for 
e the widest of 
HARDWARE varieties of 
* diversified 
AUTOMOTIVE industries 
° from coast 
PHOTOGRAPHIC to coast 
° our broad 
ELECTRONIC experience 
2 and know-how 
AIRCRAFT assure you 
. top quality— 
COOLING fast delivery. 
. Inform yourself! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


YOU CAN 


DEPEND ON DE-STA- C0 
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This ALL-NEW SUPER HIGH 
SPEED STEEL Band Saw Blade 


comes welded-to-length 

ready to use...in striking, new 
package with cutting edges pro- 
tected by a special plastic cover. 


GH SPEED 
ae 73 


Industry reports nothing else 
compares for cutoff production 


The biggest advance ever in metal cutting band saw 
blades — that’s Simonds SUPER High Speed Steel Metal 
Band Saw. No matter what ferrous metal you’re band 
sawing, this brand new blade will give you up to 3 times 
better performance than any High Speed Steel blade you’re 
now using! 

This is not just a claim but a provable fact backed by 
Simonds’ established reputation as a leading manufac- 
turer of industrial cutting tools. 

This SUPER High Speed Steel Band is an entirely new 
concept in band saws . . . new steel*, new manufacturing 
methods, new heat treatment, new welding techniques, 
new final inspection. 

Laboratory and field tests demonstrate that this new 
saw is so much better in every way for production cut-off 
work that we are offering it on a PERFORMANCE 
GUARANTEED basis! You can’t lose you can cut 


your blade costs, save on down time, get the equivalent 


*Developed and made in Simonds own Steel Mill Patent Applied For 


of up to 3 saws in better performance at a cost of only 10% 
more than ordinary High Speed Steel blades. 

The sooner you try this new blade, the more you'll 
save! Get prompt delivery now of Simonds SUPER High 
Speed Steel Band through your Simonds Industrial Sup- 
ply Distributor or your nearest Simonds Branch. 


Your nearby SIMONDS DISTRIBUTOR 
is your most depen” able cutting tool 
supply source. His s ocks and services 
are designed with your convenience 
and economy in mind. Cali him FIRST 
for all your industrial supply needs! 


SG SIMONDS 


SAW AND STEELE CO. | 


FITCHBURG, MASSACHUSETTS 


tactory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portland, Ore. « Canadian Factory in Granb u i 
acto | ’ ’ , , la., ’ ° . -° ° e.-S d 
Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and ewe Qua. Gan. 








Pr ~~ pp. IT 


~ 


Skilled 
Hands 
Know the 


Difference... 


Genuine 


At Your Supply House! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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phase, 115 volt, 60 cycle opera- 
tion. Extended rotor bearing pre- 
load adjustments are provided for 
minimum starting voltage control. 
Borg Equipment Div., Amphenol- 
Borg Electronics Corp., 120 S. 
Mair St., Janesville, Wisc. 
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Cutting Tools Stand Up 
On High-Hard Plastics 


a 
Bra, 


Heavy-duty carbide cutting 
tools are specially designed to 
stand up under highly abrasive 
high-hard plastics. Rout-o-mills 
for routing, milling and trimming 
come in 1/16 to 1% in. diameters. 
Solid carbide slitting saws come 
in % to % in. diameter, in .010 
to .060 thicknesses. Solid carbide 
routing cutters are available in 
one or two flutes, right or left 
spiral, with cutter diameters from 
¥ to % in. and flute lengths from 
% to 1 in. Dixie Tool Industries, 
Inc., Bridgeport, Mich. 
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Aluminum Pipe Fittings 
Come in Standard Sizes 


A complete line of threaded 
aluminum pipe fittings is now 
available for pipe sizes ranging 
from ¥% to 4 in. in diameter. Cou- 

(Please turn to page 122) 
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CGAY ITLORD delivers on time 


in every packaging zone 


Gaylord’s nationwide network of converting plants assures 
you of on-time delivery, wherever you are. Never too much, 
too soon. Never too little, too late. Always prompt 


delivery of the precise quantity to keep your packaging line 
running like clockwork. 


Get the timely facts from your nearby Gaylord Man. 
He’s punctual, too. 


CG CROWN ZELLERBACH CORPORATION Sunteca need ce 


GAYLORD CONTAINER DIVISION 


HEADQUARTERS. ST LOUS 
PLANTS COAST TO COAST 
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CFI - Wickwire’s 
SWING SLING 
_ the modern way 

ito handle 
easily damaged 
materials... 





. because this new lifting tool—the only one of its kind on the market 
today—can’t damage the surface of the load. Parallel strands of high- 
strength aircraft cable are covered with tough, wide-bearing neoprene 
blocks that grip the surface gently but lift firmly. 

Practically indestructible, the Swing Sling is the ultimate in safety for 
both men and materials. So great is its holding power that one sling is 
often enough to handle an object of unusual length. Yet the Swing Sling 
remains light and easy to handle at all times. 

Available in nine models — six industrial and three “pipeline” — the 
Swing Sling comes in the following widths — 2”, 4”, 6”, 9”, 12”, 18”, 24” 
and any length over 4’. The 2”,4” and 6” industrial models are designed 
for use with either choker or basket hitches. The 9”, 12” and 18” industrial 
models and 12”, 18” and 24” pipeline models are designed for use with 
basket hitch. The 2” industrial type may be purchased with either metal 
fittings or neoprene-covered loops. | 

For other materials-handling jobs, CF«I provides a complete line of 
standard or custom-designed Wire Rope Slings, in four different types of 
fabric and a wide range of quality sling assemblies and fittings. 

For complete details, send for your free copies of Catalog WR-719 
(Wire Rope Slings) and Folder WR-744 (Swing Slings) today. 


WICKWIRE WIRE ROPE SLINGS 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque 
Amarillo * Billings * Boise * Butte * Denver * El Paso * Farmington (N.M.) 
Ft. Worth * Fresno * Houston * Kansas City * Lincoln * Los Angeles * Oakland 
Odessa (Tex.) * Oklahoma City . Phoenix * Portland * Pueblo « Sacramento 
Salt Lake City * San Francisco * San Leandro * Seattle « Spokane * Tulsa * Wichita 
In the East: WICKWIRE SPENCER STEEL. DIVISION—Boston * Buffalo * Chattanooga 
Chicago * Detroit * Emlenton (Pa.) * New Orleans * New York * Philadelphia 


*Trademark— 
Patent Pending 


7893-E 
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plings and nipples are made from 
6061-T6 aluminum tubing, and 
other fittings from B214 cast alu- 
minum alloy. Thread is American 
Standard Taper A.S.A. B2.1. Alu- 
minum pipe and fittings are espe- 
cially suited for those industries 
handling high purity or corrosive 
fluids. Other applications include 
stair and guide railings in build- 
ing industry, piping systems in 
petroleum and chemical indus- 
tries, and tubular constructions 
in the electrical industry. Latrobe 
Foundry Machine and Supply Co., 
Box 431, Latrobe, Pa. 
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Industrial Gloves Combine 
Sanitation, Protection 


Lightweight, flexible industrial 
gloves are intended for applica- 
tions which require both sanitary 
handling of products and worker 
hand protection, such as food 
processing, chemical handling, 
laboratory use, etc. Gloves are 
made of milled DuPont neoprene 
—white outside with red satinized 
lining. Embossed, non-slip grip 
insures safe handling of even 
most slippery products. Curved 
contour design of fingers and hand 
areas provide comfortable fit, long 
wear and reduced fatigue. Gloves 
resist chemicals, oils, acids, caus- 
tics, solvents, grease, oxidation 
and ozone cracking. They come in 
small, medium and large, and 
their 10% in. length protects 
wrists and lower arms. Pioneer 
Rubber Co., 296 Tiffin Rd., Wil- 
lard, Ohio. 
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SILICONE NEWS from Dow Corning 


Eliminate Costly Boil -overs Free Sample. Here’s your chance to make 


foam go pfft without spending a penny. 

Wi + si3 Tell us your foam problem and type of 
ith Dow Corning Silicones system — oil, aqueous, nonaqueous, food 
product, or other. Your trial sample will 
be sent by return mail. Write Dept. 7413. 


When foam takes over — as it did at the processing plant shown above — 
you've got real trouble! Production goes down, maintenance costs soar, 
and customers go to the second source. Then, to top it all off, your opera- 
tions report shows “red”. 


How do you stop foam and make your problems go pfit? Easy—use fast- 
acting Dow Corning Silicones. Antifoamer or defoamer, these job-proved 
process aids give you complete, low-cost control over foam . . . enable 
you to operate at maximum capacity without costly shut-downs. 


“Mighty Mite.” The powerful defoaming action of Dow Corning Sili- 
cones means that as little as a teaspoonful can control foam in several 
hundred gallons of foamer. Effective concentration in most industrial 
uses is in the range of 0.000] to 0.02 percent. In some instances, this 
means a cost so slight that it’s hard to find on an operations cost sheet. 


Work, work, work. Dow Corning defoamers and antifoamers work fast 
with a wide variety of products: chemicals, petroleum, asphalt, textiles, 
paper, paints, adhesives. There are even special food grade silicone de- 
foamers sanctioned by FDA. 





Also important: By using Dow Corning Silicones to prevent boil-overs, 
you reduce fire hazards. 


FREE, new brochure, 
“How Silicones Work 


for the CPI” 
Dow Corning CORPORATION 
MIOLAND. MICHIGAN 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, D. c. 
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PICTURE OF — 
OUR SALES DEPARTMENT’S 


SECRET 
WEAPON 


Almost 75 years of specializing in a single category of products... 


washers and stampings ...has given our company some established 
traditions and policies. 


One of them is uniformly fair and realistic handling of quotations 
— to customers and prospective customers alike. 


We don’t go into orbit over a $100,000 order, nor do we sniff at one 
for $10. Both are welcome here. Both receive equal consideration. 
We believe that businesses grow big, in any field of endeavor, 
because (a) they provide superior products and services, and (b) 
they treat every customer alike, with consideration and courtesy. 
And that includes quoting the lowest prices consistent with good 
business and providing us a fair profit. 

Milwaukee Wrot Washers are the world’s No. 1 seller. Next time 
you have a washer order to place, or want quotations, or need 
washers of special types, we would like to have your business. 


PURCHASING PERSONNEL . .. Free samples available. Request on your 
letterhead, mentioning types of washers your company uses most frequently. 


g ee. ww/1/eoel/mr 


(94 WROUGHT 
i A r WASHER weo.co. 


2101 S. BAY ST., MILWAUKEE 7, WIS. « SHeridan 4-0771 © twx MI 277 
WORLD’S LARGEST PRODUCER OF WASHERS 
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Electronic Watchdog 
Guards Shaft Speed 


An “electronic watchdog” auto- 
matically stops rotating equip- 
ment whenever excessive speed 
variation occurs. Shaft rotation 
detectors can be used on all types 
of conveyors, rotating kilns, mills, 
driers, etc. They are particularly 
useful in totally enclosed, under- 
ground and remote machinery. 
One model permits relatively wide 
variation in shaft speed. Other is 
intended for use where shaft 
speed must be carefully watched. 
Speed variations as small as 1 
rpm can be detected. Fail-safe 
feature gives warning if any com- 
ponent fails or power is inter- 
rupted. Flo-tronics, Inc., Electron- 
ics Control Div., Minneapolis, 
Minn. 
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“Oh, oh, I’ve been promoted some 
more,” 


PURCHASING 








BUSINESS IN MOTION 





wr Cotte agued on ae LButoness ... 


The extruded copper section sketched below is used 
in a low-voltage circuit breaker made by one of 
the country’s leading electrical equipment manufac- 
turers. 

Originally it was two extrusions brazed together 
as shown by dotted line. However, it was reasoned, 
if it could be made as a single extrusion a number 
of operations would be saved. At first that pro- 
cedure appeared to be imprac- 
tical in a copper extrusion as 
intricate and heavy as this 
(piece of it only 374.” long, 
measuring 414” x 47%", weighs 
eight pounds, seven ounces). 

But the possibility was believed 
to be worth investigating. 

Through close collaboration 
between the manufacturer’s 
engineering department and the Revere Methods 
and Production Departments, it was found possible 
to combine these two sections into a single extru- 
sion. Work was started, dies were made and test 
runs conducted. The tooling (for hot extrusion was 
followed by cold drawing) also posed some special 
problems. It had to be both rugged and precise in 


order to produce this monster extrusion to the 


manufacturer’s exacting specification requirements. 

Finally, a sample extrusion was delivered to the 
customer for testing and found to be right in 
every way. 

Not only does this Revere Copper Extrusion elim- 
inate much costly machining in the customer’s plant, 
but it obviates the need to purchase separate extru- 
sions and braze them together. An extra benefit was 

gained in the form of longer 
life for the new extrusion, be- 
cause the heat required to join 


the two pieces used originally 





had tended to soften the built- 
up unit and thus shortened its 
useful life. 

So, while some problems 
may seem virtually insoluble 
at first, why not explore the 

possibilities by doing as this leading manufacturer 
did . . . call on the Revere Technical Advisory 
Service? In that way, by “fitting the metal to the 
job,’ Revere may be able to help you to cut costs, 
produce a superior product, or both. 

In fact, it generally pays to adopt that principle 
with all suppliers—take them into your confidence; 


thus add their abilities and experience to your own. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N. Y. 


Distrikutors Everywhere 
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RESPIRATORS 


“ors QNLY MSA OFFERS 


fa, 


Only MSA makes so many different kinds of respirators. 
Displayed here are the basic models in our complete 
line. But this is only a small sampling of the many pro- 
tective possibilities available. 
The variety of interchangeable cartridges, canisters, and 


filters spans a great range of respiratory hazards: dusts, 
particulate matter, mists, metal fumes, smokes, radio- 
active particulates, organic vapors, acid and ammonia 
gases, mercury vapors, and carbon monoxide 
Depending on volume of concentration or working en- 
vironment, MSA can provide dust filter, chemical car- 


OVER 3600 SAFETY ITEMS: gas and dust instrumentation, head-eye-face protection, 
dust and fume respirators, oxygen breathing opporatus, gas masks, artificial resuscita- 
tion units, first aid supplies and kits, noise detection and ear protection devices, instru- 
ments for continuous process stream control, ventilation equipment, and many other items. 








tridge, canister, or supplied air respirators. This wide se- 
lection of simplified designs is economical for you. It 
assures comfort, convenience and adequate protection 
for the wearer. 

Such full line selectivity also assures unbiased recom- 
mendations from your MSA Representative. He is factory- 
trained in our products and field-experienced in their 
applications. Contact him whenever you have a safety 
problem. Mine Safety Appliances Company, Pittsburgh 8, 
Pennsylvania. In Canada: Mine Safety Appliances Co. 
of Canada, Ltd., Toronto 4, Ontario. 


MINE SAFETY APPLIANCES COMPANY 


Pittsburgh 8, Pennsylvania 








FULL LINE SELECTION 


Dust-Type 


Chemical 
Cartridge-Type 


Supplied 
Air-Type 


12 


Combination Dust 
and Chemical-Type 


(1) Comfo® ALL DUST® & Mist Respiratort 

(2) Dustfoe® ULTRA FILTER® Respirator 

(3) CLEARVUE* ULTRA FILTER® Respirator 

(4) Dustfoe® #66 ALL DUST® & Mist Respirator 
(5) Gas-Fume Respirator t 

(6) Farm Spray Respirator} 

(7) Gasfoe® Organic Vapor Respirator? 

(8) Paint Spray Respirator? 

(9) Self-Rescuer® Device f 

(10) Comfo® Organic Vapor Respiratort 

(11) Plastic Gasfoe® Respirator 

(12) Pocket Type Respirator 

(13) CLEARVUE* Chin Type Mask 

(14) Comfo® Air Line Respirator t 

(15) CLEARVUE* Demand Air Line Respiratort 
(16) Dustfoe® Air Line Respiratort 

(17) Abrasive Mask (Air supplied) 

(18) Lead-Foe* Air Line Respirator 
*Trademark 


tU.S. Bureau of Mines Approved 
TU.S. Department of Agriculture Approved 








Equipment and Supplies 





Contemporary line of desks and 
chairs was recently announced by 
Globe-Wernicke Co., Cincirmati. 
Plastic or wood tops enhance the 
basic design. Unlimited functional 
arrangements are possible when 
cabinet units and auxiliary tops 
are added to the desk; side or 
back cabinets hold anything from 
a room TV to a refrigerator. 

Write No, 34 on Information Card—Page 32 


A new type of open shelf filing 
is based on a modular concept 
that features “Add-A-Shelf.” This 
allows for expansion of filing 
space as it is needed, one shelf 
at a time if necessary. Through 
an interlocking system, the units 
can be added side-to-side, top-to- 
bottom, or back-to-back. No tools 
are needed to assemble the units, 
which lock together quickly and 
securely. Shelves are available in 
two sizes to accommodate both 
letter and legal size file folders. 
Diebold, Incorporated, Cantor 2, 
Ohio. 
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Flip-top boxes for packaging 
business forms has been intro- 
duced by Philip Hano Company, 
Holyoke, Mass. Users can select 
one form at a time from the box; 
all others remain neat and clean. 
This modern packaging method 
is being used with particular 
emphasis on _ snap-a-part sets 
which are subject to a high de- 
gree of waste. 
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An artistic executive desk set 
has a sculptured base of trans- 
lucent Lenox china which blends 
well with either contemporary or 
traditional office decor. The pen 
is a golden moire cartridge type. 
Set is made in various styles and 
models by W. A. Sheaffer Pen 
Co., Fort Madison, Iowa. 
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New memo calendar opens flat 
to 1642” x 12” to offer a full 
month’s view with large memo 
area for each day. The binder- 
style book contains 96 pages in- 
cluding a 36 page planning sec- 
tion, a 26 page telephone index 
and a perforated memo section. 
Retail price ranges from $1.20 to 


$8.50 for five styles from clear 
acetate cover to deluxe type 
bound in leather. Manufacturer is 
Advertising Specialty Division, 
Keith Clark Inc., Sidney, N. Y. 
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New ten-key adding machine is 
compact, lightweight, and readily 
portable. Cycling speed has been 
increased by 25% over conven- 
tional machines, while operating 
sound has been reduced consider- 
ably. Available in two models, 
each with case. Monroe Calculat- 
ing Machine Co., Orange, N. J. 
Write No. 39 on Information Card—Page 32 


Complete line of steel tables 
for use with visible equipment 
has been announced by Victor 
Safe & Equipment, Remington 
Rand Systems Division. The line 
consists of five table widths, from 
17144” to 534%”, and may hold up 
to seven visible units. Each table 
is available with a sliding refer- 
ence shelf and swivel ballbearing 
casters. 
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Only the Bell System puts all these 


intercom features right at your fingertips! 


This is the versatile Call Director... 


a 


227k | 


..serves your outside and inside needs 


..adds i 


..sets up six-way telephone conferences. 


JANUARY 16, 1961 


..holds a call while you make others 


..gives you maximum intercom flexibility 


Ask our Communications Consultant about it! 


You’re looking at the Call Director — 
a versatile, low-cost communications 
system, in one compact unit, that will 
meet all your external and internal 
communications needs. 


We said versatile. You reach your 
key people simply by pushing a button 
or by dialing just a single digit. You 
can hold calls while making others, 
add an inside extension to an outside 
call, set up six-way telephone confer- 
ences. A flashing light lets you know 
if someone tries to reach you while 
you re talking. The equipment auto- 
matically connects you to “busy” in- 
side phones when they are free. It 
gives you complete intercom privacy. 

These are flexible features. They 
can be changed as your needs change. 
You can have 18-button or 30-button 


models, in a choice of colors. 


You don’t invest 
a penny of your own capital. You 
get expert maintenance—at no extra 
cost. And this one compact installa- 
tion meets all your needs. No other 
expense. No excess equipment to 
clutter desks. 


We said low-cost. 


Get complete details from our Com- 


munications Consultant. He knows 
business communications inside-out. 


His experience, based on the Bell Sys- 
tem’s 80 years in this field, is yours 
for the asking. Just call your Bell 
Telephone Business Office. No obliga- 
tion, of course. 


BELL TELEPHONE 
SYSTEM 
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Increase office efficiency with 


And this 24-page, coior- 
ful portfolio can show you 
how to do just that. Illus- 
trates all the basic modular 


units of office furniture. 


Then, these basic units 
are illustrated in combina- 
tions of work areas of 


unbelievable efficiency. 


The number of combinations are unlimited, just 
as Office space problems seem to be unlimited—but 
for each of your space problems, there’s a Peerless 
combination that will result in total efficiency. Ask 


for your copy of Portfolio No. 144. 


PEERLESS 


STEEL EQUIPMENT CO. 


. 6600 Hasbrook Ave., Philadeiphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 
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Entry into the field of open 
shelf filing was announced by Re- 
public Steel Corp., 1038 Belden 
Ave., N. E., Canton, Ohio. The 
new units are available with a 
single or double face and are 
furnished with or without end 
panels and cornice tops. The open 
shelving is Bonderized and fin- 
ished with a baked-on coat of 
enamel jn gray, willow green or 
biege. A leveling device is built 
into the rubber-covered base. 
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Non-standard type face for 
technical symbol typing is now 
available from Mechanical Enter- 
prises, Inc., 3158 Jefferson Davis 
Highway, Arlington, Va. A modi- 
fied type guide can be installed 
on almost any typewriter. When 
an odd symbol is needed: Select 
the appropriate “Typit” bar, slip 
it on the guide posts and strike 
any of the regular type keys. The 
rising bar strikes the type slide 
and the face on the slide prints in 
the spot desired. The bar is easily 
removed to continue normal typ- 
ing. 
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w One of the many extras that make GF office furniture so much better 


Tough on them...but the chair can take it 


We posed this photo, not without some personal protests, to 
illustrate a point...that the Goodform office chair you 
see here, buried under some 678 pounds of manhood, has 
unusual stamina. Actually, the base will withstand loads of 
3600 pounds or more, the seat up to 1200 pounds. 

We test this chair by dropping a 200-lb. weight onto the 


JANUARY 16, 1961 





seat, flexing the back many thousands of times to test its 
strength, torturing the casters and frame and upholstery in 
diabolic ways. So we have no hesitancy in telling you that 
Goodform chairs are built to serve you extra well, last 
extra long. The General Fireproofing Company, Department 
PM-11, Youngstown 1, Ohio. 


ENERAL 


amma BUSINESS FURNITURE eau 


IREPROOFING 
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Communications can be im- 
proved through use of a new line 
of machines recently placed on 
the market by TELautograph 
Corp., 8700 Bellanca Ave., Los 
Angeles 45, Calif. The new device 
offers purchasing departments a 
method of staying current on ship- 
ments of purchased materials. A 
transmitter, installed on the re- 
ceiving dock, will inform purchas- 
ing, stores, and other interested 
departments immediately of the 
arrival of materials, parts and 
supplies. 
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“How Much Do Your Carbon 
Copies Really Cost?” is the title 
of a new brochure released by 
the Port Huron Sulphite & Paper 
Co. Copies may be obtained, with- 
out charge, from the Port Huron 
Sulphite & Paper Co., Port 
Huron, Mich. 


Write No. 44 on Information Card—Page 3Z 


Drawing board surface material 
with a self-repairing feature has 
been introduced by Keuffel & 
Esser Co., Third and Adams 
Streets, Hoboken, N. J. The ma- 
terial consists of a layer of My- 
lar laminated to a layer of green 
vinyl] plastic. Backed with adhe- 
sive, the surface “heals” itself of 
the impressions of pencil lines, 
grooves and compass holes. It can 
also be cleaned with a mild 
cleanser. 
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Graph sheet packages with 
“see-through” panels designed to 
aid users have been introduced 
by Keuffel & Esser Co., Hoboken, 
N. J. Type of paper, color of line 
and style and number of grids are 











fully spelled out on three sides 
of the package, making it visible 
regardless of how the box is 
stored. 
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Central time recorder will re- 
cord and print information from 
as many as ten remote stations. 
Developed by Cincinnati Time 
Recorder Co. of Cincinnati, Ohio, 
the new unit consists of a master 
printer plus relay cabinet. The 
new system can be applied to 
time study, cost control records, 
plant watchman systems, or any 
remote activity operated by the 
closing of an electrical contact. 


You never forget weekly, semi-monthly or [Acme SIBLE 


monthly lubrication and inspection when | cuit to the master time printer 
Acme Visible is on guard. Maintenance, | Words Largest Exclusive Makers of Visible Record which then prints on standard 
repair and parts records for each machine ACME VISIBLE RECORDS, Inc. 2% inch width paper tape, station 

| 

| 

| 


This completes an electrical cir- 





: ; 8201 West Allview Drive, Crozet, ; : 
area unit. Therefore all pertinentfacts are | presse a tree eons Acme eee identity ( through a symbol), 
together. And each unit carries colored | #90 Preventive Maintenance Systems, date, hour, and minute. 
signals that flag your eye when it’s time to rite Title Write No. 47 on Information Card—Page 32 
company. 
act. Result, far less down time. More pro- | Address ; State 


duction. Send for facts. NO MORE Risinbicn 
MAINTENANCE 
MISSES! 














ACME VISIBLE PREVENTIVE MAINTENANCE SYSTEMS SIGNAL EVERY 
PERIODIC NEED FOR ATTENTION. 


Movable office partitions have 
been added to the manufacturing 
line of Stelzer Moldings, Inc., 
23184 Keller St., South Bend, Ind. 
The new partitioning is styled 
with aluminum components and 
walnut grained plastic finish. 
Write No. 48 on Information Card—Page 32 
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YOUR BUSINESS CAN NOW HAVE: 


Multiple Copies 
without Carbons 





WHAT IS NCR PAPER? 

NCR Paper looks like ordinary paper 
on both sides. Yet it reproduces im- 
pressions for sharp multiple copies. A 
special process makes this possible— 
without messy carbon coatings under- 
neath, or carbon paper between the 
forms. 


WHY IT SAVES MONEY. 

Although NCR Paper is sometimes 
priced slightly higher than forms with 
carbon, it is less expensive in the long 
run. Reason? NCR Paper saves you 
time. Repeated tests show the average 
clerical worker can do 30% more work 
per day if he uses NCR Paper forms. 


of any kind! 


NCR Paper eliminates carbon paper 
collating and disposal. 


NCR PAPER WON'T SMEAR! 

Unlike carbon-backed forms and carbon 
paper, NCR Paper will not smudge or 
smear. What’s more, NCR Paper will 
not soil hands or clothing. 

CREATES COPIES WITH LITTLE EFFORT. 

NCR Paper produces up to 5 copies 
when you use a ball point pen or pencil. 
8 or more copies with your business ma- 
chines or typewriters. 

GIVES GREATER PROTECTION! 


NCR Paper prevents alterations. It can 
not be erased without detection—mak- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 77 YEARS OF HELPING BUSINESS SAVE MONEY 


January 16, 1961 


ing it one of the safest papers available 
for business forms. 

TRY NCR PAPER YOURSELF! 

Call your local printer or forms sup- 
plier. He'll be glad to give you free 
samples of this money-saving paper. 
Available and ideal for all types of 
multiple copy forms. 


NCR PAPER 
ELIMINATES 
CARBON PAPER 
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Association News 
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Through the eye of PURCHASING’S Camera 


COLUMBUS—Officers of the Association gathered for 
an exchange of views before a recent dinner meeting. 
Left to right are: John J. McShane, Thompson Ram 

Wooldridge, Inc.; C. H. Slauter, Ebco Mfg. Co.; W W. 
Black, Diamond Power Specialty Corp.; H. L. Hays, 
Owens-Corning Fiberglas Corp.; Ray Wells, |. H. hey ez- 


inger & Sons; and Dave Ferry, Federal Paper Boe 


COLUMBUS—A large turnout sparked the recent fh —— e 
meeting at which B. Scott Liston, Diamond Alkali 
Co., spoke on the subject of ‘Standardization. ton, X 


NORTH JERSEY—Members of the Association recent! Avenel, N. J. The group is shown in a photo taken during 
visited the manufacturing facilities of Art Metal, Inc. in the meeting which preceded the plant tour. 


; 
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with men who know cutting tools...its MORSE everytime 


means 
imelswesle)—ii 


TRY MORSE...BUY MORSE 
SEE YOUR NEARBY MORSE DISTRIBUTOR 


MORSE TWIST DRILL & MACHINE co. A Division of VAN NORMAN !NOUSTRIES, INC. 


NEW BEDFORD, MASSACHUSETTS 24 ro 
WAREHOUSES IN: NEW YORK ee CHICAGO « DETROIT DALLAS . SAN FRANCISCO 
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Cleveland | 
Container...“ 


Crescent Manufacturing Company of Seattle, 
Washington, writes: “This has been a highly 
successful package for us, and has moved tons 
of pepper through retail channels.” 


They refer to their package as a “Hot Number.” 
We are sure this is not entirely because of the 
nature of the contents, but is largely due to the 
container’s beautiful waterproof foil wrapper, 
new patented plastic top, non-rusting bottom 
and sturdy fibre construction. A sparkling con- 
tainer designed by Cleveland at a surprisingly 
low unit cost. 


WHAT ABOUT A BETTER PACKAGE FOR YOUR PRODUCT? 
Our Engineering Department will gladly help you design 


a fibre container that will glamorize your product 


THE 








DIAL-O-MATIC 
PLASTIC TOP 


with just the 
flick of a finger! 


Write for 
our NEW 
PACKAGING 
BROCHURE. 


CLEVELAND CONTAINER 


Plants and 
Sales Offices: 


COMPANY 


Sales Offices: 
New York City 


Cleveland 
Detroit 
Chicago 
Memphis 
Dallas 

Los Angeles 
Plymouth, Wis. 
Jamesburg, N. J. 
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6201 BARBERTON AVE. + CLEVELAND 2, OHIO 
ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS 
SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LIMITED 
Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal 


Washington, D.C. 
Rochester, N. Y. 
West Hartford, 

Conn. 
* 
Abrasive 
Division 
at Cleveland 
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N.A.P.A. Appointments 


National Committee for Pro- 
fessional Development: 

Member of Committee for Pro- 
grams in Local Associations— 
Walter E. Willets, Conover-Mast 
Publications, Inc., New York, 
N. Y. 

Vice chairman, District No. 2— 
Albert T. Tripp, City of San An- 
tonio, San Antonio, Texas. 

Chairman, District No. 3— 
John D. Wright, Universal Match 
Corp., St. Louis, Missouri. 

Vice Chairmen, District No. 4 
—Henry B. Abbett, Jr., National 
Homes Corp., Lafayette, Indiana, 
and William D. Schelbe, Wolv- 
erine Tube Div. Calumet & Hecla, 
Allen Park, Mich. 

Chairman, District No. 7—Jchn 
J. Tierney, W. M. Cissell Mfg. 
Co., Louisville, Ky. 

National Committee on Value 
Analysis-Standardization: 

Chairman, District No. 9—Ray- 
mond W. Lawson, Associated 
Engineers, Inc., Agawam, Mass. 

National Committee on Fuel 
Oil: 

Committeemen, Region No. 2 
—Harold J. Hummell, American 
Brake Shoe Company, Rochester, 
N. Y., and Donald O. Williams, 
ITT Laboratories, Nutley, N. J. 

Chairman, Region No. 10— 
George H. McCord, Pennsalt 
Chemical Corp., Tacoma, Wash. 

National Committee on Steel: 

Committeeman — Harold E. 
Nemeck, The Lau Blower Co., 
Dayton, Ohio. 


Chicago Association | 
Elects New President 


Harold A. Berry, manager of 
purchases and materials of the 
Chicago, Rock Island & Pacific 
Railroad was recently elected 
president of the Chicago Associ- 
ation of Purchasing Agents. Berry 
was chosen for the high post by 
the board of governors of the 
Association at the December 
meeting. 

He will serve for the balance 
of the 1961 term which was left 
vacant by the resignation of 
Donald L. Harwood. 
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on Facing Page Write No. 234> 





No bake-out for wet motor: This Super-Seal 
motor, installed in a low-lying work room 
of a Connecticut paper mill, has repeatedly 
been under 5 to 6 feet of water. When the 
flood water recedes, the motor goes back 
into service without costly, time-consuming 
“‘bake-out.”” Poxeal and Silco-Flex insula- 
tions, used in Super-Seal motors, are im- 
pervious to moisture, dust, dirt, oils and 
most acids and alkalies. 


vW 


ideas and news 


Why scrap something when you could be selling it! Helping you produce first-rate 
profits from throw-away fines is the specialty of the A-C continuous compacting 
process. Up to 70 percent recovery of waste fines—from coal to cereal—is re- 
ported by users of the process. Waste material is compacted into slabs. Then it’s 
flaked or granulated into saleable products of consistently high quality. Doesn't 
this suggest some profit-recovery ideas for your plant? 


< 


So low, two fit where one used to 
go: SpaceMaker control center is 
the first completely new 2- to 5-kv 
motor controller in more than a 
decade. Its compact, two-high de- 
sign cuts floor space in half. New 
flame-retardent, track-resistant 
Super Pyro-Shield insulation re- 
duces controller size and weight, 
adds to reliability. Full drawout 
construction makes this the saf- 
est, most accessible controller 
available. The door cannot be 
opened unless the contactor is 
disconnected with all “‘live’’ con- 
nections isolated. One man can 
roll the contactor carriage out of 
the enclosure for obstruction-free 
inspection and maintenance. Con- 
tacts are completely accessible for 
inspection and maintenance by 
simply lifting out arc chutes and 
barriers and rotating the pole 
pieces. The SpaceMaker control 
center is designed for squirrel- 
cage, wound-rotor and synchron- 
ous motors to 2500 hp at 4-5 kv 
and 1500 hp at 2.3 kv. Walk-in 
Shelter-Clad enclosures available 
for outdoor installation. » 


Which one of these productive ideas could 
be working for you? 


A process that converts waste into profits . . . a high-voltage motor control 
center . . . open motors impervious to water. These examples demonstrate 
the extra value that is standard with A-C . . . the greater efficiency and the 
added productivity which are yours when you buy A-C products, systems and 
services. Call your Allis-Chalmers representative for details on A-C “worth- 
more” features. Or write Allis-Chalmers, Industrial Equipment Division, 902 
South 70th Street, Milwaukee 1, Wisconsin. 


A-C INDUSTRIAL EQUIPMENT DIVISION: motors, control, rectifiers, pumps, com- 
pressors, crushers, mills, screens, kilns, industrial systems. 
OTHER A-C PRODUCTS: thermal, hydro and atomic electrical generating 


equipment, electrical distribution equipment, water conditioning equipment, trac- 
tors, earth-moving equipment, engines, lift trucks. A-1401 





SpoceMaker, Pyro-Shield, Shelter-Clad, Super-Seal, Poxeal and Silco-Flex are Allis-Chalmers trademarks. 


ALLIS-CHALMERS 


The cost of ALLEN Hex-Socket Cap 
Screws is only a minor fraction of 
your assembly costs... be sure you're 
getting the timesaving, cost-saving 
advantages of genuine Allens! 


Ever since Allen first produced the 
hex socket head screw nearly fifty 
years ago, specifying genuine Allens 
(made by Allen of Hartford) has been 
a sure way to guarantee dependable 
threaded fastening. 

Only genuine Allens have Leader 
Points that make starting easier, and 
greatly minimize danger of cross 
threading. Genuine Allens are “‘pressur- 
formd’’ to preserve the long fibers 
uncut throughout the length of the 
screw, giving stronger sockets for 
greater tightening torque. 

Write for samples and engineering 
data. See how genuine Allens will make 
your product better. 


ALLER 


HEX-S@CKET SCREWS 


Allen’s new 1960 Series Socket Head Cap 
Screws give up to 2% times more load 
carrying capacity, without indentation. 
Head diameter of sizes 
from %” up is now uni- 
formly 1% times the body 
diameter—providing more 
under-the-head bearing 
surface, and a proportion- 
ate increase in clamping 
force. Write for new Bul- 
letin G-25, with full 
specifications. 


eg 


LL 


Stocked and sold by leading Industrial 
Distributors everywhere 


PALEPPPPPPPPPP AL PP AEFFE 
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ALLEN MANUFACTURING COMPANY 
HARTFORD 1, CONNECTICUT, U.S.A, 
For More Facts Write No. 235 on Information Card—Page 32 





Association News 





Top Steel P.A. Speaks 
To Chicago Group 


Imagination, intelligence, initia- 
tive and integrity are the quali- 
ties which must be developed and 
maintained in purchasing people, 
said Ralph C. Moffitt, vice presi- 
dent-purchases of United States 
Steel Corp., at a recent meeting 
of the Purchasing Agents Asso- 
ciation of Chicago. 

“In my own _ organization,” 
Moffitt said, “we think so highly 
of these factors that their appli- 
cation is one of our formal ob- 
jctives. This is what Andrew 
Carnegie probably had in mind 
when he said ‘Take away all our 
money, our great works, ore 
mines and coke ovens but leave 
our organization, and in a few 
years I shall have re-established 
myself.’ ” 

Moffitt said he is sure Car- 
negie’s basic point is still true: 
“Men make the business. They 
are our greatest natural re- 
source.” 

He listed these suggestions for 
increasing creative effort in an 
organization: 

@ Show a progressive attitude. 
Let people know that you are 
eager to try something new if 
it appears to be better. 

® Minimize organizational 
hurdles. Make it easy for per- 
sonnel to present ideas. 

® Keep the door open. Em- 
phasize that the welcome mat is 
always out for useful ideas—re- 
gardless of job responsibilities. 

®@ Provide time to think. Regu- 
late work assignments and elim- 
inate unnecessary routine. 

@ Provide good communica- 
tions and free access to informa- 
tion. 

® Build confidence. If you be- 
live in your subordinates’ ability 
to create ideas, let them know 
about it. Listen to their ideas re- 
ceptively and find ways to make 
their proposals work. 

Moffitt further cautioned his 
fellow purchasing agents not to 
allow the novelty of certain 
methods to preclude examining 
their usefulness, declaring: 

“Don’t arbitrarily dismiss as 

(Please turn to page 140) 
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ROEBLING ROYAL BLUE WIRE ROPE 
DESIGNED AND MADE TO SERVE YOU WELL 


This is the inside view of Roebling Royal Blue — its core has been removed to 
show the uniformity and symmetry of the rope structure. It’s not only what's 
outside that counts; it’s what's inside as well. You see how concerned we are with 
internal security. 


All the inspections and tests that Royal Blue goes through enable us to know that 
the rope we build will do what we sell it to do. These quality control measures 
help us —as they do you — to take the long view of Royal Blue. A brochure on 
long-lasting Royal Blue, its resistance to shock, abrasion, crushing and bending, 
is available on request. Ask your Roebling wire rope distributor or write to 
Roebling’s Wire Rope Division, Trenton 2, New Jersey. 

ROYAL BLUE: We put a /ot of work 


Into it— You get a lot of work out of it. ODE | | Fag ts 3) 


Branch Offices in Principal Cities « John A. Roebling’s Sons Division, The Colorado Fuel and Iron Corporation 





MOSINEE TURN-TOWLS 


produce hidden cost savings 


- 


VW 
Ta 
WM 
Less Maintenance Cost 


Turn-Towl cabinet control cuts 
towel consumption 50%! 


Write for the name of your nearest distributor 


LLLP LLP LLL LDL LD ILL EDP 


VI 


Sulehvake Tousels— 


BAY WEST PAPER CO. 
1100 West Mason Street 
GREEN BAY * WISCONSIN 
Subsidiary of Mosinee Paper Mills Co. 


Less Storage Space 

One case of Turn-Towls 
goes as far as four cases 
of ordinary towels! 
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BAKER Gas Fork Trucks 
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Capacities range 
through 7,000 Ibs. 


Extremely maneuverable, easy-to-operate trucks. Standard 
full capacity lifts up to 144’’. Higher lifts available. 
Pneumatic-tire models for rugged indoor-outdoor work. 
Call your BAKER Industrial Trucks Representative for information 
on “a complete line for every handling need”. 


OTIS ELEVATOR 
fomey tay, a4 8053 


BAKER AVENUE 
Baker CLEVELAND 2 


Industrial Trucks ome 
Division 
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(Continued from page 138) 


high-sounding gimmicks such 
techniques as group dynamics and 
brainstorming. Behind these fancy 
names you may find something 
valuable to you. The New Eng- 
land town meeting has been 
brainstorming community prob- 
lems for 300 years, and doing 
quite well at it.” 

Moffitt declared that purchasing 
has come a long way towards de- 


Ralph C. Moffitt 


served recognition as a qualified 
and essential part of management 
organization. 

“Today,” he concluded, “we are 
regarded as members of a profes- 
sion, and without doubt, the 
popular term ‘scientific purchas- 
ing’ is applicable to our daily 
purchasing activities. 

“IT sincerely believe that if there 
is one simple formula by which 
purchasing can continue to keep 
pace with tomorrow’s industrial 
progress, then ‘the I’s have it.’ 
So with imagination, intelligence, 
initiative and imtegrity, as indi- 
viduals and as a profession, we 
must take our place on the man- 
agement team and direct our ef- 
forts toward ever increasing ef- 
ficiency.” 


Detroit P.A.’s Close Year 
With Busy Schedule 


Members of the Purchasing 
Agents Association of Detroit 
have been busy in recent days 
promoting the purchasing pro- 
fession, improving international 
relations, and keeping up-to-date 

(Please turn to page 142) 
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Traffic Managers 
tell us: 


Financial 
Responsibility 


is essential in 
selecting a carrier 











Our steady growth reflects the 
confidence our customers have nJC 


D-C has been serving its customers for you're dealing with a financially-sound car- 
almost 30 years... for the past 12 as the rier... that your shipment, large or small, 
only coast-to-coast carrier. Our growth, will get the care it deserves, backed by our 
year after year, reflects their confidence in full resources of men, equipment and facili- 


us. It means that you, too, can specify ties and the know-how that comes from 
D-C with the complete assurance that long years of experience. 


For the fastest and finest in truck service nationwide 
... always ship D-C, the Dependable Carrier! 


SS 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier! 
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ABRASION, 


RESISTANCE 


A CASE IN POINT-— Under highly abrasive conditions dust and fly ash 
collector tubes such as these used to give out in less than a year. Ni-Hard 
castings were an obvious yet difficult answer because the 38” length with 
546° section was hard to cast. Where others failed Hamilton Foundry suc- 
ceeded in casting these in production quantities for Western Precipitation 
Multiclones. The hardness (up to 700 Brinell) and metallurgical structure 
of Ni-Hard make it one of the most abrasion resistant materials commercially 
available today. Tubes from Hamilton Foundry Ni-Hard now last more than 
five times as long as before. 

When buying castings, the skill and integrity of Hamilton Foundry is your 
best insurance that specifications—and delivery schedules—will be met. 


GRAY IRON * ALLOYED IRON « MEEHANITE® * DUCTILE (NODULAR) IRON + NI-RESIST « DUCTILE NI-RESIST * NI-HARD 


1551 LINCOLN AVENUE + HAMILTON, OHIO + TWinbrook S-7491 
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on atomic developments. 

Chester F. Ogden, vice presi- 
dent of the Detroit Edison Co., 
was chairman of the American 
Management Association work- 
shop session for professional man- 
agerial procurement officers. The 
topic covered during the session 
was “Fundamentals of Purchas- 
ing Negotiations.” 

Appearing on the program with 
Ogden were Russel T. Stark, 
Burroughs Corp., Wilbur J. 
Pierce, Detroit Edison Co., and 
Dwight Brooks, ALRI Division 
of Burroughs Corp. 

Improved international rela- 
tions were fostered when the 
Detroit Association accepted an 
invitation from the Purchasing 
Agents Association of Essex- 
Kent, Windsor, Ontario, to join 
with them in a plant visit and 
meeting. 

The afternoon tour took the 
purchasing agents from the two 
countries through the Finished 
Goods Plant of Hiram Walker 
and Sons, Ltd. At the evening 
dinner-meeting, President Wil- 
liam Wallace of Essex-Kent wel- 
comed the Detroiters; First Vice- 
President William Starrett, on 
behalf of the Detroit Association, 
expressed his appreciation for the 
invitation. 

Atomic development was stud- 
ied by a large group of purchas- 
ing agents from the Detroit As- 
sociation during a plant visit ar- 
ranged by Chairman Hugh Millar. 

The visit was to the Enrico 
Fermi Atomic Power Plant at 
Laguna Beach, Michigan—a joint 
project of the Detroit Edison- 


Power Reactor Development 





“Smile my eye, . . . I've got a million 
dollar order 3 weeks overdue...“ 
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Q.‘‘HOW DID THIS PIPING 


JOB GO, MR. SCHWARZ?” 


A-"It was really 


a pleasure to work 
with SPANG pipe!” 


Spang Steel Pipe is expected to outlast the 
life of this beautiful new 525 Thayer Avenue 
Apartment Building, Silver Spring, Maryland. 


Architect: Edmund W. Dreyfuss, Washington, D.C. 


Mechanical Engineer: Shefferman & Bigeison, 


Washington, D.C. 


General Contractor: Arnold Perry & Associates, 


Silver Spring, Maryland 


Piping Contractor: Jack Schwarz & Son, Washington, D.C. 


Spang Distributor: E. G. Schafer & Company, 
Washington, D.C. 


“We never had the first bit of trouble 
with it.” Those are comments by Mr. 
Irwin Schwarz, secretary-treasurer of 
Jack Schwarz & Son, Washington, 
D.C. We interviewed Mr. Schwarz 
about the two Spang Steel Pipe in- 
stallations his company was making: 
the 37-unit 700 Sligo Avenue Apart- 
ment and the 74-unit 525 Thayer 
Avenue Apartment in Silver Spring, 
Maryland. 

Here’s what else Mr. Schwarz 
said: “We installed nearly three miles 
of Spang Black and Spang Galva- 
nized Steel Pipe. Each length was 
tested on the job site at 200 psi, and 


Nearly three miles of Spang Black and Spang Galvanized Pipe in 1%” to 5” diam- 


eter were installed in two Silver Spring apartments. Contractor reports a smooth, 


trouble-free installation. 


the tests turned out just as we ex- 
pected—fine! 

‘““Spang Pipe was used on all 
plumbing, vent lines and combina- 
tion air conditioning and heating 
lines. On these combination lines, 
temperature range goes from 40° to 
140° F; this calls for rugged pipe! 

“Spang Pipe threads nicely and 
bends and welds easily. It’s our con- 
sidered opinion that steel pipe is 
more economical than copper and 
performs every bit as well. Spang 
Steel Pipe is a good Grade A uniform 
product and should last as long as 


the buildings . . . probably longer.” 


EEE 


ARMCO 


V 


Want fast, trouble-free 
installations? 


Join Mr. Schwarz and thousands of 
other leading contractors who have 
found Spang Steel Pipe uniformity 
offers excellent working advantages 
and time saving jobs. Call your near- 
by Spang Distributor for service. 
Spang Steel Pipe is one of the many 
fine products produced by National 
Supply Division, Armco Steel Cor- 
poration, Two Gateway 


Pittsburgh 22, 53 


Center, 


Steel’s Symbol 
of strength, 
long life, 

and economy 


Pennsylvania, 


National Supply Division 
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NEW! DYNA-V DRIVES 


Save space, weight and cost! 


DODGE PARA-F LEX 
The Flexible Cushion Coupling 


with the 4-way flex! 


FLEXIDYNE 
The Dry Fluid Drive 


New soft starts — overload protection 
& 
Write for Bulletins! 
VY Dyna-V Drives—selection data. 
Y Para-fiex Couplings—data. 
Y Flexidyne Drives & Couplings. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street « Mishawaka, Indiana 
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Jersey P.A.’s Review 
Status of Purchasing 


At a panel discussion held dur- 
ing the regular monthly meeting, 
members of the Purchasing 
Agents Association of North 
Jersey reviewed the status of the 
purchasing departments in the 
many industries represented. 

It was generally agreed that 
the position of the purchasing 
agent on an organization chart 
is much higher that it has ever 
been. The attainment of this 
level and the recognition of pur- 
chasing as an important and in- 
trinsic function can be main- 
tained only through continuing 
efforts and results in proper and 
profitable procurement. 

Use of new and revolutionary 
methods and controls, constant 
watch for new materials and 
products, and good inter-com- 
pany relations were all men- 
tioned as necessary attributes to 
successful purchasing. 

Rube Atkins, Resistoflex Corp., 
served as moderator. Panel mem- 
bers were: Ray Weckstein, G-V 


Controls, Inc.; H. Zimmermann of 
Kearfott Co., Inc.; and E. Blake, 
Rutgers University. 


P.A.’s Urged To 
Stay Alert 


Russell Stark, Burroughs Corp., 
presented the featured address at 
a recent meeting of the Purchas- 
ing Agents Association of North 
Jersey. He spoke on the subject 
of “Reliability.” 

Mr. Stark, chairman of the J. 
Shipman Award Committee, cau- 
tioned the New Jersey P.A.’s to 
be on the safe side and put all 
purchasing policies in writing. 

“Better buying is a necessity” 
due to the competitive squeeze 
from both foreign and domestic 
groups, Mr. Stark declared. Pur- 
chasing agents must always be 
on the alert for information, the 
Detroit executive said, because 
purchasing is the central intelli- 
gence agency of a business. Their 
contacts, within and without the 
plant, are the prime source of 
reliable marketing data, he added. 


Washington Assn. Gives Grant to University 


DODGE 


+ of Mishawaka, Ind 


Alvin M. Sebastian (r.), president of the Purchasing Agents Association of 
Washington, D. C., gives a check to Dr. Nathan A. Bailey, dean of the School 
of Business Administration & Finance at American University. The check covers 
a special grant of $200 for promotion of courses on purchasing. 
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THE DODGE DEVELOPMENT 


THAT CHANGED THE 
NATION’S HABITS OF 
SPEED REDUCTION 





America’s Most 
Complete Line of 
Shaft Mounted 
Speed Reducers 


Capacities up to 170 hp 


Output speeds from 
10 to 400 rpm! 


Single Reduction 
Double Reduction 
5 to 1 Ratio 

15 to 1 Ratio 

25 to 1 Ratio 


Any speed ratio up 

to 175 to 1 obtainable 

by selection of pre- 
determined combination of 
reducer and V-belt drive. 


rad 
‘7 

CALL THE TRANSMISSIONEER — your loca! 

Dodge Distributor. Factory trained by 

Dodge, he can give you valuable help on 

new, cost-saving methods. Look under 

“Dodge Transmissioneer” in the white pages 

of your telephone book, or in the yellow pages 

under ‘Power Transmission Machinery.’ 
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In fewer than ten years, the range of Torque-Arm 
Shaft Mounted Speed Reducers has increased from 
6 to 55 models, to meet the ever increasing demand 
for this improved method of speed reduction. 


By eliminating foundation, sliding base and flexible 
coupling this modern speed reducer has saved untold 
installation time and untold dollars of cost. 

The rugged semisteel housing developed by Dodge 
has never been improved upon. It is corrosion re- 
sistant—and it has the strength to hold bearing seats 
in line for the life of the unit. 

Dodge design provides wide spacing for the bear- 
ings. Loads are carried easily, contributing to Torque- 
Arm’s long life and very high efficiency. The gears are 
finest quality—helical, heat treated steel. 

Torque-Arm mounts vertically or horizontally in 
any position around the driven shaft. It locks to the 
shaft on both sides of the housing. The holes in the 
output hub provide simple removal with puller. Over- 
load release and built-in backstop are optional. 

Dodge Torque-Arm is America’s most widely used 
shaft mounted speed reducer. It is stocked by your local 
Dodge Distributor. Ask him. Or write us for bulletin. 


DODGE MANUFACTURING CORPORATION, 1300 Union, Mishawake, Ind. 


of Mishawaka, Ind. 
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You get MORE THAN A MOTOR with General Electric’s Form G... for example... 


Expert Motor Application 











A phone call will bring in a General 
Electric engineer to help your designers 
solve unusual motor applications. You'll 
find him an expert on G-E Form G fhp 
motors and all phases of applying them. 
His years of motor experience and 
knowledge are yours for the asking. 
Your designers will also welcome the 
design freedom Form G motors give 
them—see the cutaway photo for good 
reasons why. 

All your operations gain from pur- 
chases of Form G motors. For instance: 
Your manufacttring—Assembly time can 
be reduced. It takes just a few minutes 
to mount a Form G motor on your 
product, only seconds to connect leads. 
Your component inventory—Assurance of 
fast, on-time delivery from General Elec- 


tric means lower inventory requirements 
for your company. 


Your salesmen—Form G’s years-ahead 
design adds “sales appeal” to your prod- 
uct. Your customers know that G-E 
Form G motors are built for long life 
and reliable performance. 


Your product service—Your customers 
can get fast, local service from a nation- 
wide network of G-E Electric Motor 
Service Stations. 

You get these added values at no ex- 
tra cost. So why settle for less? 

Form G fhp motors are available in 
NEMA 48 and 56 frames. For more in- 
formation, call your G-E Sales Engineer 
or write to Section 721-02, General Elec- 
tric Co., Schenectady 5, N. Y. 


THESE FORM G MOTOR VERSATILITY FEATURES 
MEAN GREATER DESIGN FREEDOM FOR YOU 


1. MOUNTING VERSATILITY—Both solid and resilent 
cradle bases permit rotation of Form G motors within 


base to meet design and space requirements 


3. FAST VOLTAGE CHANGE-—Sliding plates on ter 
minal boards allow change from 115 to 230 v opera 


tion (or vice versa) in one-fifth the time 


5. ALL-ANGLE OPERATION—All-angle sleeve bearing 
and positive oil retention system allow you to mount 


standard Form G motors in any position 


2. FAST ROTATION CHANGE—Just interchange two 
leads; reverse rotation in seconds. This eliminates 


duplicate stocks for just a change in rotation 


4. EASY, DIRECT MOUNTING—Mount Form Gs without 
expensive machining or brackets. Close end shield 


tolerances allow mounting of motor with through-bolts 


6. COMPLETE LINE—Over 850 basic 


thousands of variations—mean there’s a standard 
Form G motor for your product’s exact requirements 


models—and 


Progress ls Our Most Important Prodvet 


GENERAL @@ ELECTRIC 








When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-61, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 


THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON ABRUSH 





Metal Finishing Machines . . . and Finishing Methods 
Power, Paint and Maintenance Brushes + Foundry Production Machinery 
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Cleveland P.A.’s Told 
About Industrial Ads 


Advertising is one of the most 
important means by which extra 
values—beyond price and deliv- 
ery date—can be presented to the 
professional purchasing man, 
President Robert E. Allen, of Ful- 
ler & Smith & Ross Inc. told the 
Purchasing Agents Association of 
Cleveland recently. 

“There is a vast amount of 
background factors other than 
numbers which the wise purchas- 
ing man weighs and judges be- 
fore he gets down to the negotia- 
tion of price and delivery,” he 
said. “Only part of these factors 
are matters which can be stated 
in inches, pounds or decimal 
points.” 


Presents the Image 


Mr. Allen said that purchasing 
can be a creative function, pro- 
ducing new ideas and new 
methods, and is part of a com- 
pany’s image-making process. 

“Because the purchasing agent 
is in the unique position of being 
a profit center, a source for new 
competitive ideas, and a creative 
image builder,’ Mr. Allen con- 
cluded, “he is the man on third 
base, ready to score some very 
impressive runs.” 
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CREATING THE METALS THAT SHAPE THE FUTURE 


RRR ae RE 
axa 


a a 


No single method can produce all the sizes and 


shapes of carbides manufactured at V-R. That is why 
Modern 


five different pressing methods are used to meet 


. industry’s needs. The press shown here is typical 
eguipment 


of the modern, precision equipment used to 


° compact carbide at V-R. Regardless of the method used, 
assures precise a sh og 


accurate controls and the knowledge gained through 


shape and sizes long experience enable V-R to form carbide to 


exact dimensional requirements and proper 
density for the very finest cutting tool materials. 
WRITE FOR A COMPLETE 
CATALOG OF V-R QUALITY 
PRODUCTS OR CALL 


vorvemn  ( OM BRE ) VASCOLOY-RAMET 


868 MARKET STREET © WAUKEGAN, ILLINOIS 
c-810 
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CENTURY SERIES C-1144 for highly machined parts. 
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CENTURY SERIES C-1141 and C-1151 for moderately machined parts. 


WRENCH SOCKETS, made by Herbrand Division of The Bingham- 
Herbrand Corporation, Fremont, Ohio, illustrate the kind of appli- 
cation where the superior strength, toughness, and machinability 
of Republic Cold Finished Alloy Bars help produce a better product 
at lower cost. 

Bars are formed, drilled, and cut off in an automatic screw 
machine, then hot broached to shape internal dimensions. Final 
stages of socket production include heat treat and chrome plating. 
Mail coupon for more data on Republic Alloy Bars. 


ROTOR BUCKETS for Mechanical Drive Turbines manufactured by 
Elliot Co., Jeanette, Pa., are produced from Republic Stainless Steel 
Special Sections ... an excellent example of how Republic Special 
Sections save money on tough-to-make parts. 

User benefits include: simplified machining, corrosion and abra- 
sion resistance, greater strength and hardness, smooth surfaces that 
reduce or eliminate finishing operations. Available in a wide range 
of sizes and contours . . . carbon, alloy, stainless steel, and titanium. 
Send coupon. 





OU a ENCE OO & 
on High Strength 


This STEELMARK of the American ' 
Steel Industry tells you a product is 
made of Steel. Look for it when you 


buy. Place it on the products you sell. 


oe) 
REPUBLIC STEEL 


Worltts Wider Range 
of Steward, Steals aud, Steal Prodlua 


Republic 


cenriphih igiies 


Cold Finished Bars 


LET YOU CHOOSE FROM 5 GRADES, 
5 DEGREES OF MACHINABILITY, 
5 PRICE LEVELS 


With Republic’s CENTURY SERIES of high strength, stress- 
relieved, cold finished steel bars, you pay only for the 
machinability you need to meet your production require- 
ments. CENTURY SERIES bars are priced on a descending 
scale (as machinability decreases, price drops). This makes 
it possible for you to realize important savings by selecting 
lower-sulphur-content, high-strength-toughness-ratio bars 
for applications where machinability is not of prime im- 
portance. Each of the five grades has a minimum yield 
strength of 100,000 psi. 


PRODUCTION FACILITIES for CENTURY SERIES 
bars are strategically located in key metalworking markets 
to serve you better. Result: faster deliveries, and expert 
metallurgical service, when you need it, on the complete 
line of Republic Cold Finished Steel Bars. For more 
information on CENTURY SERIES bars and Republic 
Metallurgical Services, send the attached coupon. 


REPUBLIC STEEL CORPORATION 
DEPT, PH- 1565 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Send more information on; 
O CENTURY SERIES 0 Cold Drawn Special Sections 


O American Steel Industry 0 Cold Finished Alloy Steel 
STEELMARKS 
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*\Wow give the Buffalo Fan top 
billing inthis hurricane scene /* 


‘Buffalo’ Fans deliver — from hurricane winds to gentle zephyrs. 
Giant ‘Buffalo’ Mechanical Draft Fans feed hurricanes of air to the 
boilers that generate our power. Other ‘Buffalo’ Fans deliver air at 
high pressure to stationary Diesel engines; others, air for laboratory 
and experimental work. 


On the comfort side, ‘Buffalo’ Ventilating Fans maintain fresh, 
invigorating air circulation in plants, offices, stores and public 
buildings. They supply air for air conditioning. They exhaust 
dust and fumes. 


Whatever air job you have, there’s a quality ‘Buffalo’ Fan to do 
it to perfection quietly, efficiently, economically. The competent 
‘Buffalo’ “Home Office” Engineering Department and the resident 
‘Buffalo’ field representative are ready to assist you with any air 
handling problem. 


AIR HANDLING DIVISION 
BUFFALO FORGE COMPANY 
Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Buffalo air handling equipment to move, heat, 
cool, dehumidify and clean air and other gases. 


E ie Buffalo Centrifugal Pumps to handle most liquids 
Buffalo Machine Tools to drill, punch, shear, bend, slit, 7 and slurries under a variety of conditions. 
notch and cope for production or plant t e. \ (}! - 
Squier machinery to process sugar cane, coffee and rice. 
Special processing machinery for chemicals. 





For More Facts Write No. 248 on Information Card—Page 32 





Association News 





Management Panel Speaks 
At Rochester Meeting 


Four top management officials 
sat down as a panel to discuss the 
role of purchasing in manage- 
ment at a recent meeting of the 
Purchasing Agents Association 
of Rochester. 

The executives who gave free- 
ly of their time and advice were 
William S. Vaughn, president of 


William S. Vaughn 


Eastman Kodak Co.; Donald A. 
Gaudion, president of Pfaudler 
Permutit Inc.; Carl A. Day. vice 
president of Bausch & Lomb 
Inc.; and Howard J. Samuels, 
president of Kordite Company. 

Samuels strongly urged the 
adoption of good moral relations 
between purchasing departments 
and their suppliers. He said Kor- 
dite has a policy which makes it 
clear that it is not anxious to 
have the purchasing department 
entertain. “It is not possible to 
sit down and truly negotiate with 
guests.” 

Eastman Kodak’s president, 
William Vaughn, suggested speci- 
fic rules for purchasing agents to 
follow. He said they should (1) 
exemplify the company’s general 
principles and be concerned with 
integrity and fairness ... (2) 
give vendor’s representatives the 
same courtesy as our salesmen 
expect to get from our customers 
... (3) not keep salesmen wait- 
ing unnecessarily and give them 
a chance to tell their story... 
ana (4) not accept favors or gra- 
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tuities. 

Gaudion discussed foreign com- 
petition. He said “It may mean 
wholesale readjustment in our 
product lines. Pfaudler, for in- 
stance, is shifting two of its 
marginal lines to Mexico for pro- 
duction.” 


Narrow the Differences 


In answer to questions about 
the effect such a move has on the 
economy, Gaudion stated that in 
world trade, nations with the big 
gest labor costs were the most 
industrialized. The quicker the 
other nations are brought up to 
American standards, the sooner 
the differences will be narrowed. 
“And though we have shifted 
some of our specialities, we are 
employing more labor.” 

Bausch & Lomb’s expansion 
and diversification of products to 
meet foreign competition was dis- 
cussed by Carl Day. He said that 
more than cost is involved in a 
decision to buy products and ma- 
terials abroad. Inventories, de- 
liveries, and clarity of specifica- 
tions were some points he brought 
out as being particularly trouble- 
some. 


Second Term For 
New England President 


Wilber O. Hayward, Forbes 
Lithograph Mfg. Co., recently ac- 
cepted a second term as president 
of the New England Purchasing 


Wilber O. Hayward 


Agents Association. The board of 
directors, at a special meeting, 
voted to ask Mr. Hayward to 
serve again because of the va- 
cancy created by the resignation 
of Louis A. Little, Simonds Saw 
& Steel Co. 
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Yes, pumps can be 
_ troublesome... 


... but not if they have the ‘Buffalo’ brand! 


A ‘Buffalo’ pump, designed for the job, is not going to be a source 
of trouble. 

_A trouble-free ‘Buffalo’ pump represents major savings — 
Savings in repair costs and savings in expensive plant shutdowns, 
far in excess of any initial cost. 

‘Buffalo’ Centrifugal Pumps for industry are known for year- 
after-year dependability. This is because they are built up to the level 
of performance required, not down toa price. And ‘Buffalo’ accessible 
construction and parts interchangeability greatly shortens any time- 
outs for regular maintenance. 

Today’s pumps are specialized. ‘Buffalo’ builds pumps from 
almost every material for air conditioning, for clear water service, 
for boiler feed, for all types of chemical liquids, for paper stocks, 
sewage and many other applications. 

As a “plus” —‘Buffalo’ Engineering Representatives are ready 
to help you in your selection, too, at no obligation. 


BUFFALO PUMPS DIVISION 
BUFFALO FORGE COMPANY 
Buffalo, New York 
7 Canada Pumps Ltd., Kitchener, Ont. 
it Buffalo air handling equipment to move, heat, 
cool, dehumidify and clean air and other gases. 


ey = {ah Buffalo Centrifugal Pumps to handle most liquids 
Buffalo Machine Tools to drill, punch, shear, bend, slit, fd and slurries under a variety of conditions. 
notch and cope for production or plant maintenance. x \. o a 
cs 
\ Squier machinery to process sugar cane, coffee and rice. 
_ Special processing machinery for chemicals. 
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DIG HERE...behind the SPHINX A : 
said the ARCHAEOLOGIST 


(specialist in ancient cu/tures) 
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Flip a switch...Weld AC or DC 
said the man from LINCOLN 


(specialist in arc welding) 


Fin the look on the Sphinx’ face, we'd say the 
Archaeologist is about to hit pay dirt. . . and why not? 
Knowing where to dig is his specialty. 


And, incidentally, knowing where to dig to solve welding 
production problems is a specialty of LINCOLN Field 
Engineers. And that pays off for his customers! 


Take the typical problem which existed in a Pennsyl- 
vania plant producing engines and compressors. The 
LINCOLN Field Engineer was in the shop on an electrode 
application. He noticed that the operators were con- 
stantly moving from AC welders to DC welders . . . and 
then moving back again. This continual changing was 
required in order to use the proper electrode for each of 
the many types of jobs... varying from fabricated bases 


to pressure piping, and from short runs to production 
jobs. 


The LINCOLN man recommended installing ‘‘IDEALARC 
TM” AC/DC welders which produce either AC or DC cur- 
rent. The operator has merely to flip a switch on the ma- 
chine to change currents. The plant superintendent was 
skeptical, but authorized putting in two ‘‘IDEALARCS”’. 


Results were gratifying. Immediately, management was 
able to schedule any type production to these machines. 
The operators could weld with AC—flip a switch—and in 
an instant be welding with DC. Both production and 
morale soared. Soon, five additional “IDEALARC TM's” 
were installed and the production problem was solved. 


That’s why we say it’s a good idea to do business with 
LINCOLN where arc welding is a speciaity and cost 
reduction comes to you as a ‘‘plus”’ at no charge. 


THE LINCOLN ELECTRIC COMPANY 


Dept. 2811 + Cleveland 17, Ohio 


WELDERS 
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*“-~co Steel Corp. has an- 

ed plans to spend $2,- 

),000 to consolidate its spiral 
welded pipe manufacturing oper- 
ations in a modern fuly in- 
tegrated plant at Middletown, 
YVhio. The company’s spiral weld- 
ed pipe production will be cen- 
tered at a new fabricating plant. 
Four new buildings with 207,000 
square feet of floor space will be 
erected to accommodate the pipe 
manufacturing facilities presently 
located at the company’s main 
fabricating plant. Two new Driam 
pipe machines also will be in- 
stalled in the new layout. 

The move will provide Armco 
with a single up-to-date spiral 
welded pipe plant that will im- 
prove operating efficiency and re- 
duce costs. The new pipe ma- 
chines will incorporate the latest 
inventions and improvements in 
the manufacture of spiral welded 
pipe.The machines will produce 
pipe with inside and outside 
welds. and 100 per cent rated 
joint strength. This product is in 


growing demand, particularly in 
the public utilities market. 


A new electronic computer 
which works out the proper 
“recipe” for making steel in the 
basic oxygen furnace, has been 
installed at the Aliquippa, Pa., 
works of Jones & Laughlin Steel 
Corp. 

The special-purpose analog 
computer calculates the proper 
proportions of hot metal, scrap 
and lime to be charged into the 
furnace so any desired type of 
steel may be tapped at the de- 
sired temperature. The tapping 
or finishing temperature in this 
steelmaking process plays 
an important role in the quality 
of the product. 

To compute the charge for a 
heat of steel, the melter at the 
basic oxygen furnace sets the 
computer’s potentiometers for the 
desired charge weight, tap tem- 
perature, basicity ratio, lance 
height, scale and ore additions 
plus the measured iron silicon, 
manganese and iron tem- 
The advance control 


new 


iron 
perature. 


button then is pressed. This 
places the computer in the “print” 
mode where all inputs are re- 
corded on paper tape. 

After the print operation, which 
requires approximately five sec- 
onds, the control button advances 
the computer to the “compute” 


position where the control equa- 
tions are solved for the given 
input conditions. When the oper- 
ator pushes the control button 
three more times, the computer 
immediately displays, in turn, 
the desired quantities of scrap, 
hot metal, and lime. 





Let SUN SHIP 
solve 


your 
machine 
problem 


PERRYGRAF-— 
WORLD’S 
LARGEST 
PRODUCER 


When you need machine work or specially built 
machinery of any kind, you’ll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 
SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 


Sun DRY DOCK COMPANY 
CHESTER, PA. 


PERRYGRAF 





Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 

Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 


We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 

product facts at the fingertips 

150-1 S. Barrington Ave., L. A. 49, Calif. 
slide-charts 1500-1 Madison St., Maywood, lil. 
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Photo Courtesy Electric Boat — a division of General Dynamics Corporation, Groton, Connecticut 


FOR EVERY APPLICATION, THERE'S 
ONE CRANE OUTSTANDING... 


IN SHIPBUILDING ... One of the many sensitive jobs in the con- 
struction of the “Ethan Allen,” the U. S. Navy’s newest nuclear Modern, all-welded 
’ ps e 4 * : construction eliminates 
powered missile submarine, is “setting the sail” — lowering the excess bulk and weight in 
streamlined super-structure into position. It’s a job that demands Pali's girder design. This 
means less wear, lower 
brute strength combined with razor-sharp precision control. A P&H maintenance because there’s 
, 3 . less load on crane bridge 
© ~re > -lec . > > > r > 
overhead crane with P&H Electronic Stepless Magnetorque Control wheels and support structures. 
handles this assignment quickly, safely, and confidently. In addition, cover-plate breakage 
is eliminated. Trolley-wheel loads 
As in every crane installation, P&H engineers have taken all factors are transmitted directly to wed 


; ‘ E tenet . plates no rivets to work loose 
affecting performance into consideration. The individual require- 


ments, as well as the special problems, of this shipyard are integrated 
into the overall design. Result: performance that is never in doubt, PsH 
dependability that users have counted on for over 76 years! 


. ‘ P ae OVERHEAD 
Job-engineering like this is the only proven way to keep your crane CRANES 


operating costs to a minimum — year after year, decade after decade. 
Why not find out more? Send for Bulletin C-68, Dept. 130, HARNISCHFEGER 


Harnischfeger Corporation, Milwaukee 46, Wisconsin. Milwaukee 46, Wisconsin 


AIRCRAFT 
PARTS- 


WANDLE 
NTH GARE! 








Part for part, one of today’s turbo-prop or pure jet transports represents 
an investment that would have bought an entire of planes a few 
years ago. Overhaul and maintenance procedures for these planes include 
extra-careful, jet-age methods for quick, safe, reliable handling of every 
airframe or power-plant part. 

Northwest Orient Airlines’ new maintenance center is equipped with 
P&H Balanced Design Hevi-Lift hoists in every department. These hoists 
provide the right combination of smooth lifting power plus precision 
spotting control to handle aircraft components with maximum care and 
minimum effort. 

What’s more, every P&H hoist in this most modern shop is equipped 
with the new PaH Pull-A-Hoist —a separate motor-driven tractor unit 
that provides smooth rolling power and precision positioning of each 
hoist at the touch of a button. No more lost time tugging or lugging of 
parts for Northwest’s busy mechanics and maintenance specialists! 
Bulletin H-63 gives you the complete data about the P&H Pull-A-Hoist 
— America’s newest, most efficient hoist-tractor. Write Dept. 229, 
Harnischfeger Corp., Milwaukee 46, Wisconsin, today! 


Photo courtesy Northwest Orient 
Airlines, St. Paul, Minnesota. 


Pcsk 
HARNISCHFEGER 


Milwaukee 46, Wisconsin 





PAR PROCESS 


RIVETING 


THROWS OUT 
WELDING AT 








Cuts Assembly Costs 65% 


At BullDog, TRS riveting replaced arc welding in assembling com- 
ponents of Vacu-Break® safety switch boxes... with an overall 
saving of 65% in assembly costs. Previously, twelve arc welds were 
used to secure the two spring stops and mounting rails of each switch 
box. Special fixtures were required to support parts in the box during 
welding, and after welding was completed the fixtures had to be 
dismantled. The entire operation was costly and time consuming. 


Trained in the PAR Process approach to cost reduction, the TRS man 
saw that an automatic riveting set-up could be devised to simplify and 
speed the work. A roller support was designed to carry the weight of 
the box, and position the parts for twelve fast operations of a standard 
TRS automatic riveter. Other details of rivet design, tooling, and 
setting sequence were quickly solved with the aid of PAR Process 
know-how. Riveting produced an equally strong assembly and per- 
mitted visual inspection of fastenings to assure security. 


Don’t Buy Riveting Machines 


B-15) 8 Belelc 


= = om Bt | O- 


FIND OUT what the PAR Process can save you 
The PAR Process aims at lower costs and 
higher production rates. It starts with a sharp- 
eyed, production line search by your TRS man, 
for ways to eliminate or simplify and speed up 
steps in assembly. It is made effective by 
specially organized TRS procedures, backed by 
unique TRS developments in rivets and rivet- 
ing machines. 

The PAR Process may bring you better integra- 
tion and fuller automation of assembly opera- 
tions, or even a cost-cutting change in basic 
assembly method as with BullDog. Ask for a 
check of your operations. Whether your assem- 
bly jobs are simple or complex, it can be worth 
dollars to you. 


til you learn how the TRS PAR process revolutionizes riveting 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS * TRS SALES OFFICES: Atlanto * Buffalo * Charlotte * Chicago 


Cleveland e« Dallas « Detroit « Hartford « Indianapolis « Los Angeles « New York 
Philadelphia e Pittsfield « Quincy e St. Lovis e Seattle. WAREHOUSE IN CHICAGO 
See “Yellow Pages” for phone numbers. 


| Crarv 
If it’s a Tubular Rivet TRS makes it...and Better | 
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for 
protection 
on light 
metals 


youneed QUUP THES 


PROCESS ENGINEERED 
CHROMATE CONVERSION COATINGS 
Iridite protects against high altitude 


weather extremes and against corro- 

sion by hydrocarbon fuels, such as 

gasoline and kerosene. 

Iridite provides a highly protective 

non-porous paint base. 

Iridite protects against corrosive 
<> storage conditions. 


LOCKHEED ELECTRA F | 


And, Iridite gives you these 
additional advantages: 


ON ALUMINUM—needs only normal pre- 
cleaning. Film withstands cold forming 
or bending. Easily heliarc welded. 
Unusually low electrical resistance. Clear, 
yellow or dye-colored finishes. 

ON MAGNESIUM—short immersion, room 
temperature solution, no electrical equip- 
ment. Corrosion protection relatively 
unaffected by high drying temperatures. 
Applicable to all alloys. Low electrical 


CONVAIR- resistance. Color ranges from light gray 
i ASTRONAUTICS & to dark brown. 


For complete infor- 
mation on Iridite, 
contact your Allied 
Field Engineer. He's 
listed under “Plating 


Supplies” in the 
yellow pages. Or, 


write for FREE TECH- 
NICAL DATA FILES. 





IRIDITE—a specialized line of chromate 
conversion coatings for non-ferrous 
metals. Easily applied at room tem- 
peratures with short immersion, man- 
ually or with automatic equipment. 
Forms a thin film which becomes an 
integral part of the metal. Cannot 
chip, flake or peel; special equipment, 
exhaust systems or highly trained 
personnel not required. 











Iridite is epproved under government 
and industrial specifications. 


Allied Research Products, Inc. 


Chromotes 


4004-06 EAST MONUMENT STREET © BALTIMORE 5, MARYLAND 

BRANCH PLANT. 400 MIDLAND AVENUE © DETROIT 3, MICHIGAN 

West Coos! Licensee for Process Chemicals: . H. Butcher Co. 

European Agent Sture Gronberger, Storgaten 10, Stockholm, Sweden 

Chemicol ond Electrochemical Processes, Anodes, Rectifiers, Equipment and Supplies for Metal Finishing 


COUD°| €D*| CD") | CIID 
Coatings Supplies Equipment 


Brighteners 
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Optical Gaging Products, Inc., 
has acquired the assets of Auto- 
mated Reproductions Co. of De- 
troit, Mich., developers of meth- 
ods and equipment for plastics 
etching on plexiglass, vinyls, 
butyrates, and styrene. Plans are 
being made to transfer this op- 
eration to the Optical Gaging 
plant at 26 Forbes Street, Roch- 
ester, N. Y. 

Optical Gaging Products, Inc., 
is a wholly-owned subsidiary of 
Ex-Cell-O Corp. Earlier, in an 
agreement with the Eastman 
Kodak Co. Ex-Cell-O acquired 
the inventory and manufacturing 
and patent rights for Kodak Con- 
tour Projectors. Projectors are 
now being built at the Ex-Cell-O 
plant im Detroit with the optical 
components being supplied by 
Kodak. Optical Gaging is the mar- 
keting outlet for the projectors. 


Shareholders of Imperial Brass 
Manufacturing Co. of Niles, Ill. 
and Eastman Manufacturing Co. 
of Manitowoc, Wis., have ap- 
proved merger of the two com- 
panies. Manufacturing facilities 
at Niles and Manitowoc total 
370,000 sq. ft.; 4,000 distributors 
and jobbers will sell the products 
of the combined companies. 

Imperial, founded in 1905, man- 
ufactures tube fittings and valves, 
service and repair parts and tools 
for the industrial, automotive, re- 
frigeration, plumbing, heating, air 
conditioning and original equip- 
ment fields. Eastman, founded in 
1914, produces flexible and rigid 
hydraulic lines and fittings for 
farm, construction, and road 
building equipment. The new 
company will shortly erect a fac- 
tory at Barrie, Ontario, Canada. 


A new Railway Express ter- 
minal that unveils a revolution- 
ary new concept in express trans- 
portation has started operation 
30 miles from the heart of New 
York City. The new Garden City 
facility, at 925 Stewart Avenue, 
is the first major all-motorized 
express operations terminal to be 


(Please turn to page 164) 
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How TEXACO’S NEW “STOP LOSS” PROGRAM 


helps cut plant-wide maintenance costs 
as much as 15% 


A Texaco “Stop Loss” Program organizes lubri- 
cation throughout the plant—from purchasing 
on through actual application. By specifying 
multi-purpose lubricants and by eliminating 
duplication, a “Stop Loss” Program can reduce 
the number of lubes needed by as much as 
50%. By streamlining purchasing procedures, 
the Program can cut purchase orders by as 
much as 80%. 


Best of all—by assuring proper lubrication to 
every piece of equipment throughout the plant, 
a “Stop Loss” Program helps extend parts life 
...@liminate unscheduled downtime. Result: 
plant-wide maintenance savings up to 15%. 


Why not find out how your operation can 
benefit from a “Stop Loss” Program? It’s com- 
plete, easy-to-install and especially adaptable 
to purchasing’s point-of-view. Our free booklet 
describes the Program in detail. Get your copy 
by writing: 

Texaco Inc., 135 East 42nd Street, New 
York 17, N. Y. Dept. P-20. 
TUNE IN: Texaco Huntley-Brinkley Report, Mon. through Fri. NBC-TV 


TEXACO 


Throughout the United States 


TExXA@CO 


Canada « Latin America * West Africa 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 





The PIG NEER Rubber Company, 233 Tiffin Road, Willard, Ohio 
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EXTRA TEMPERATURE 
PROTECTION 


TWIN-LINED NEOPRENE 
PACEMAKER HOT ‘N COLD 225 


Liquidtight insulation from extreme hot and cold 
EM ol geh ale l-toMio) ae Mi lial-laehM@ieleleiol(-loal-lelel-loMbil-lalel-)| 
inside a neoprene coated flannel shell. Bar- 
tacked fingertips secure the liner. Mahogany 
Red with safe non-slip finish, in 12” gauntlet 
style. Write for your copy of the Pioneer Buying 
Guide Wall Chart... 


EXTRA COMFORT 


CHEMICAL PROTECTION 
FLOCK-LINED NEOPRENE 


STANZOIL NS-35 


Tal —toMeA hae Mmeslililolsl-meoh me diah meotoiacolaMhilel-la-Miclelalel re 
to the inner surface to make it easy to slip on 
and off. Of chemical resistant Milled DuPont 
Ly te} ola lal Om —Sealolol-t-1-1eMalelate-iileM>lal-Mi—li. 0) am _1P4-1_o 
Choose the right glove for every job with 
Pioneer’s Foolproof Glove Selector. Write for 
your copy... 





(uta) 


pres 55 


The PI@NEER Rubber Company, 233 Tiffin Road, Willard, Ohio 
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MULTI-PLI PACEMAKERS SHEERER THAN A SURGICAL GLOVE 
This new Pioneer Pacemaker cushions wear with N j Ni RL» sod \ 3 E RS 
reinforcement on palm and thumb crotch. Glove 
coating of black liquidproof neoprene is extra- 

‘thick on heavy wear areas. Knit-wrist, or 12° or thin, liquidproof Pyliox’”, textured inside to pro- 
14%" gauntlet styles. Write for Multi-Pli Catalog 


vide a non-slip grip when reversed. S—-M-—L-—-XL 
Sheet. , : . 
sizes. Check ali Pioneer styles in your free copy 


Protect your products from handling. Of tissue- 


of the Industrial Glove Catalog. Just write to... 





i 
Ly 
me 


ue : i “ i . 
The PIG NEER Rubber Company, 233 Tiffin Road, Willard, Ohio The PIGNEER Rubber Company, 233 Tiffin Road, Willard, Ohie 
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“a ee : completed in the nation. 
i eeeeeeecoeoeoeseeoeeeseeees i 2 


a iz Part of a nationwide plan for 
® a a“ the establishment of more ef- 
“ > |. ii ae ficient and centralized express 
a 3 . terminal operations, the new 
4 $500,000 REA plant will speed 
f bli d bl the processing and handling of 
WELD NUTS for blind assemblies | ‘2252.28 »eans 
; tionwide and worldwide, by sur- 
provide easier positioning— face and air, to and from Garden 
quicker fastening —extra threaded YOU GET: City and the 122 communities in 
depth—at less cost—engin- P Nassau and Queens Counties 
eered for various gauge metals. ~ 40 Sales repre- vie ~ cm terminal. f brick 
5 Rg th or sentatives all over the one-level structure of brick, 
bes 3 2 ee a q country for prompt, fast concrete and steel, the new ultra- 
without self-locking threads, 


; wide modern T-shaped building is 405 
these hexagon weld nuts provide 
a firm, non-rocking electrical — Quality 


i i i : controlled by the 
connection during welding. oldest established lock 
nut manufacturer in the U.S. 


» 


Write for samples and NEW catalog 
today, or consult the yellow pages in ~ ; 
your phone book under “GRIPCO” for — Large inventories 
the representative nearest you. ae to ensure out of stock 


delivery on all catalogued 


, . items. 
32 


j Subsidiary of Heli-Coil Corporation, 
NUT COMPANY Danbury, Conn. 





112 Maple Ave. * South Whitley, Ind. ¢ Phone: South Whitley 723-5111 
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feet long. Occupying an area of 
Now you can-- "77/ 3% acres, the facility consolidates 


eight Long Island express offices 
Coad Com Tut —_ W/W ye into one centralized “key-point” 

cA f terminal operation. REA’s nation- 
with Post Office Approved 


wide key-point plans involve the 
Yj use of fast, long-distance train 
FREUND TRIPLE-GRIP hauls between major city ter- 
: minus points, fanning out with 
new, frequent short-haul truck 
routes to and from key terminal 
area facilities like Garden City. 
In turn, the Garden City Ter- 
minal wil provide pickup and de- 
livery service in a 25- or 30-mile 
I you ship in friction top ca4s--it will pay you to seal radius. Similar REA facilities 
the lids with Freund Triple-Grip Can Clips. Once applied will be established later at Brent- 
--they stay put. And anyone can guickly and easily apply wood and Riverhead to cover the 
them “a aay Sik ei on remainder of Long Island. 
For convincing alate le pe =f Freund Triple- The cating method of operations 
Grip Can Clips and see for yourself. Samples, simple in- eliminates multiple, intermediate 
structions, and low quantity prices--yours for the asking. transfer and terminal handling of 
Use your letterhead or handy coupon below. shipments formerly required. 
: Now shipments move direct via 
FREUND CAN COMPANY fast express highway trucks be- 
4445 Cottage Grove Ave tween Garden City and the seven 
Chicago 53, Hlinois 
Without obligating us in any way--send us samples of REA New York metropolitan 
Freund Triple-Grip Can Clips so we can try them. area gateway rail and air ter- 


| 
| YOUR NAME minals. Thus, earlier and more 
| 
| 


FREUND Can 
COMmPATY 


ATlantic 5-7700 


4445 Cottage Grove Ave. 
Chicago 53, tl. 








FIRM NAME frequent arrivals and departures, 
ADDRESS providing better and faster serv- 
ice to express customers, will be 
possible under consolidation. 
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“Who makes it easy to get 
magnetic core components?” 


There’s no monkey business when you seek informa- 
tion about magnetic cores and laminations from 
Magnetic Metals. No double-talk on specifications. 
No ifs, ands or buts about delivery. Here’s a source 
of supply that simplifies your purchasing job with 
the straight facts—all the information you need to 
order magnetic materials. A big comfort, particularly 
when Engineering is breathing down your neck. 

You'll get expert engineering guidance with any 
problems you may have with specifications. You'll 
get firm price quotations. You’ll get delivery dates 


AGNETIC 


@) \ je TALS 
ae Ve oa 


E 
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“Magnetic Metals, 
of course!”’ 


you can count on. (Magnetic Metals ships cores and 
laminations from stock from both its East and West 
Coast plants, so delivery is swift.) And you'll get 
fast, written confirmation of your order, usually 
within 48 hours. 


Besides making your job easier, Magnetic Metals 
has much to offer in the special way its products are 
made, in exceptional attention to detail all along the 
line, in its genuine interest in helping your engineers 
get best possible performance from magnetic core 
components. We’d like to hear from you . . . soon. 


Magnetic Metals Company 4) 
Hayes Avenue at 21st Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations + motor laminations « tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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128-PAGE TOOL CATALOG 


Here is a complete, 128-page hand and power 
tool buying guide for purchasing agents, engi- 
neers, production and maintenance officials — 
anyone concerned with the use of hand tools for 
assembly, maintenance, field service and original 
equipment repair kits. 

Every type and size of tool is identified by 
number for quick, easy ordering. Important di- 
mensions and specifications are clearly listed. 
Popular sizes of sockets and attachments de- 
signed expressly for powered nut runner and im- 
pact wrench use are included. 

Also included is a complete range of auto- 


motive tools and shop equipment for fleet main- 
tenance operations. 


Ask the Snap-on Sales Engineer who calls at 
your plant for your FREE copy. Or write direct. 


FOR ALL INDUSTRY 
SNAP-ON TOOLS 


8019-A 28th AVENUE e KENOSHA, WISCONSIN 
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International Report 
(Continued from page 29) 


able than in 1960; a further in- 
crease in exports equal to last 
year’s 15% is unlikely. With in- 
ternal investment and demand 
at such high levels, the unfav- 
orable balance of trade is likely 
to continue for some time. 

Present indications are that 
in 1961, unless there is a recov- 
ery in the export sector, the 
sritish economy may be headed 
for a year of stagnation at best 
and recession at worst. 

The reduction to 5% in the 
bank rate is regarded purely as 
a gesture of support towards 
the U.S. authorities in their 
struggle to give the dollar a 
healthier tone. The government 
has made it clear that there will 
be no relaxation in the credit 
squeeze, until (under the impact 
of existing disinflationary poli- 
cies) imports go down and ex- 
ports go up. Above all, the gov- 
ernment seems to be concerned 
about the possible effect of the 
threatened round of wage in- 
creases in the near future on 
the country’s competitive posi- 
tion in international trade. 


First Site in London 

The first permanent United 
States trade center abroad will 
open in London’s Piccadilly Cir- 
cus area in the spring to display 
and sell American products. It is 
being established as one of a 
number of steps designed to 
help ease the U.S. balance of 
payments deficit. 

London was chosen as the 
site for the new center because 
Britain ranks second, after 
Canada, among U.S. markets 
abroad. Britain’s recent remov- 
al of most trade restrictions has 
contributed to the expansion of 
her trade; the center is expect- 
ed to accelerate this favorable 
trend. 

On the other side of the world 
in South America, economic 
changes are also taking place. 
For instance, in Brazil the pres- 
ent comparatively liberal import 
exchange system may be aban- 
doned. 

In view of Brazil’s critical ex- 
change situation, it is rather 

(Please turn to page 168) 
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Superior's new SENDZIMIR mil 


Fine-watch precision— 
great power, rigidly controlled! 


» 
The ultimate in dimensional accuracy and finish is now avail- 
able in Superior Strip Steel . . . in widths up to 24” . . . in larger 
and heavier coils . . . thanks to our new Sendzimir Mill with 
electronic continuous gage control. Strip is reduced to final gage 


at speeds reaching 1,000 feet per minute—every foot within 


required tolerances, beautifully finished for your most partic- 
ular product requirements. Let us serve you with Superior Strip 
Steel finer than the finest obtainable until now! Write us about 


your requirements 


Close-up of the 18 back-up rolls pro 


SUPERIOR STEEL DIVISION 
viding tremendous power and rigid- 


ity to super-finished work rolls, for OF 
flawless precision strip production COPPERWELD STEEL COMPANY 


CARNEGIE, PENNSYLVANIA 
For Export: Copperweld Steel International Company, New York 





Here's How To Handle 
FLAMMABLE SOLVENTS 
With Production-Line Efficiency 

and Maximum Safety... 


SWABBING & SMALL PARTS CLEANING 


Plunger Can 

For quick, one-hand 
moistening of swab, 
brush or cloth. De- 
pressing spring loaded 
dasher pumps meas- 
ured quantity of fluid 
into cup. Release and 
excess drains back in- 
to can. 5 sizes—dash- 


ers 1 to 7” dia. FM approval*. 


Bench Parts Washer 


Keeps workers hands 
out of solvent. Re- 
movable parts basket 
has handle. Depress 
spring mounted fire 
baffle dasher for sol- 
vent, release to drain. 
Without basket, large 
cloths or swabs may 
be saturated. 3 pint 
capacity. Basket and 
dasher—55g” dia. FM approval*. 


WASHING & CLEANING OPERATIONS 


Wash Tank 


Two handled perfo- 
rated basket for fast, 
easy parts agitation. 
Self-draining by rest- 
ing basket on lugs at 
top of tank. Renew- 
able fusible link melts 
at 160° F, automati- 
cally drops cover to 
snuff out fire. 4 sizes 
ranging from 812”x 
814”x934” to 15”x15”x 
15”. FM approval*. 


Machine Bench Can 


Attaches to bench 
alongside of machine. 
Operator cleans and 
rinses parts by de- 
pressing fire protec- 
tive metal dasher. Size 
10” x7” x8”. FM ap- 
proval*. 





Foot Treadle Dip Tank 


Work-high dip tank 
with self-closing cov- 

er operated by foot | 
treadle. Designed for 
washing large parts. | 
Safety aircheckcush- | 
ions accidental fall j/« 
of cover. 2434” long x | 
13” wide and 834’ 
deep. FM approval*. 


Air-Matic Parts Washer 


Air Motor moves basket 
thru solvent, automati- 
cally cleans parts while ; 
machine operator con- 
tinues production. 
Fusible link drops cover 
automatically to snuff . 
out fire. Operates on 25- 
50 p.s.i. air. Size 15”x15” 
x21”. FM approval*. 





Swab Can 
with Reservoir a3 


For applications 

where large quantities of solvent are 
required. Supply tank mounted on 
common base with applicator can. 
Valve permits operator to replenish 
liquid supply at bench. Perforated 
metal fire baffie dasher. 2 sizes—1 gal. 
and 5 gal. capacity. FM approval*. 


LOOKING FOR 
MONEY-SAVING 
IDEAS? 


Protectoseal Catalog 
has many time and 
labor-saving sug- 
gestions for handling 
flammable solvents in 
production applications. 
Sent without obligation. 


*Factory Mutual Laboratory approval 


THE PROTECTOSEAL COMPANY 


908 South Western Avenue Chic 


IN CANADA: SAFETY SUPPLY COMPANY, TORONTO 
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International Report 
(Continued from page 166) 


surprising that the practice of 
supplying additional exchange 
for general imports up to three 
times the basic auction amount 
—which has been in operation 
since last spring—has_ been 
maintained for such a long time. 
The object of this generosity 
was the stabilization of prices 
and the free exchange rate, but 
a breakdown of the system is 
widely anticipated in the near 
future. 


Transfers May Be Cut 


The worsening of the current 
situation and the possibility that 
transfer facilities might be cut 
are indicated by a renewed 
weakening of the free exchange 
rate—despite the recently ar- 
ranged six-month moratorium 
on some debt commitments to- 
wards the Export-Import Bank. 
Further proof of current diffi- 
culties is provided by the fact 
that the Brazilian authorities 
have asked the International 
Monetary Fund for an extension 
of its short-term credit of $47.7 
million. 

Finally, in Japan the Japanese 
Machinery Exporters Associa- 
tion has drawn up a program to 
prevent the recurrence of cases 
where exporters are charged 
with trademark piracy. And an 
economic mission is slated to go 
to Australia soon to discuss mu- 
tual problems, including Japan- 
ese purchases of iron ore there. 


| 


hilt 


i 


t]) 


a 


“Miss Gablel—About this memo con- 
cerning Mister &%&l!)*!11.” 


PURCHASING 





LET YOUR 
SEL 


a | 

















SERVICE 
CENTER 
GIVE YOU 


Whatever it is you want to know about selecting or 
fabricating steel, just ask your Steel Serwice Center. 
They work closely with steel producers:on a great 
variety of problems. 


with Processing... 
Your Steel Service Center will tailor your steel exactly 
to your needs. They are equipped for services such as 
flame-cutting, shearing, sawing, slitting, cutting, level- 
ing, testing. You eliminate expensive handling equip- 
ment and labor. 


with Steel Inventory... 
You can reduce your inventory costs, release 
tied-up capital, reclaim storage space when 
you use the large inventory of your Steel 
Service Center. Here you'll find ample 
stocks of Bethlehem plates, shapes, bars, 
sheets, tool steels, and alloy steels. 


with Meeting Production Schedules... 
Quick delivery can be made by truck from most 
Steel Service Centers. And they’ll set up delivery 
schedules to meet your production schedules. In 
emergencies, the steel you need can be rushed to 
the scene in a couple of hours. 


seen atemtetettal 
7 
, 


a For strength 
... economy BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
BETHLEHEM 


. . .eye-appeal BETHLEHEM STEEL STEEL 


4 
sess tt tlbeinieeedee. 


For More Facts Write No. 267 on Information Card—Page 32 
JANuARY 16, 1961 





If it’s made of 
WIRE 
get in touch with 


FASFORM 


Just tell us what you need, and if it 
can be formed with wire we'll give 
you a blueprint and a cost estimate. 
Write Fasform Formed Wire Products 
Division, Heller Roberts Manufactur- 
ing Corp., 6115 Carnegie Ave., Cleve- 
land 1, Ohio. 


HELLER ROBERTS 


Manufacturing Corporation 
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BRAUN 


GEAR COMPANY 


243 Richmond Street 


Brooklyn 8 New York 
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How Much Is ‘More or 
Less’ ? 


(Continued from page 88) 


Dakota Territory, 880 cords of 
sound or first quality of mer- 
chantable oak wood, more or less, 
as shall be determined to be 
necessary by the post commander 
for the regular supply in accord- 
ance with army regulations of 
the troops and employees of the 
garrison of said post for the fiscal 
year beginning July 1, 1871 and 
ending June 30, 1872.” 

Notified the following month 
that only 40 cords would be re- 
quired, Brawley sued for what 
he claimed to be a breach of con- 
tract. Ultimately the controversy 
came before the U. S. Supreme 
Court. It said: 


it Can Mean the Lot 


“Where a contract is made to 
furnish goods identified 
by reference to independent cir- 
cumstances, such as an entire lot 
deposited in a certain warehouse, 
or all that may be manufactured 
by the seller in a certain estab- 
lishment ... and the quantity is 
named with the qualification of 
‘about’ or ‘more or less’ or words 
of like import, the contract ap- 
plies to the specific lot and the 
naming of the quantity is not 
regarded as in the nature of a 
warranty but only as an estimate 
of the probable amount in refer- 
ence to which good faith is all 
that is required of the party mak- 
ing it. In such cases the govern- 
ing rule is somewhat analogous 
to that which is in the descrip- 
tion of land, where natural 
boundaries or monuments control 
acres and distances, an estimate 
of quantity. 

“But when no _ such _inde- 
pendent circumstances are re- 
ferred to and the engagement 
is to furnish goods of a certain 
quality or character to a certain 
amount, the quantity specified is 
material and governs the con- 
tract. The addition of the qualify- 
ing words ‘about,’ ‘more or less’ 
and the like in such cases is only 
for the purpose of providing 
against accidental variations aris- 
ing from slight and unimportant 
excesses or deficiencies in num- 
ber, measure or weight.” PB END 


sell or 





over another method 


ONE 
used 


Bolt Spacer 


Spacer fastens 
dit cs and becomes 
bi shing in wheel 


Saves: ... 


WAGNER SPACER 
as a handle joiner 


A manufacturer of a home waxing de- 
vice given to retail customers as a pre- 
mium, sought a method of producing a 
low cost wooden handle for the waxer. 
Our engineers adapted a butted joint 
spacer to the job. The handle-joiner de- 
vised, is illustrated above. Its butted 
joint: 180° slot; and center projection 
are all formed in one operation... a 
savings of approximately 76% over the 
usual machined threads and assembly 
method. This is just one example of how 
rolled, butted joint spacers save money 
on a wide variety of applications... . 
often doing the work of two costlier 
machined fittings. Wagner spacers are 
available in: Lengths from 7/32” to 7”; 
1.D. from .100 to 2-1/16”; O.D. from 
.140 to 244”; Wall thickness .020 to .187. 
We also make a wide variety of brass, 
bronze, aluminum and steel spacers in 
**V"’ joint, diagonal or lock seam joints. 


Spacers in radiator 


or air convector 
ac plications 


spacers for every application 
write -- no obligation 


E. R. WAGNER 
Manufacturing Co. 

4617 N. 32 St. 
Milwaukee 9, Wis. 
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New Skil method sets anchors* 
400% faster at 1/3 the cost... 


using Model 726 Roto-Hammer and new Skil “Flat-Tip” Carbide Bits 


COMPARISON 
TEST 


Based on setting 
1000 self-drilling 
anchors for %” 
bolts in %e” 
diam. holes 
(labor at 
$3.00 per hr.) 


NEW 
SKIL 
METHOD 


CONVEN- 
TIONAL 
METHOD 


1 No. 23536 
Flat-Tip Bit 


used 


1 chuck 
wrench 
needed 


6.80 hours $37.40 
labor total cost 
required 


3.7¢ cost 
per anchor 
(labor and bit) setting 


28.33 hours $94.52 
of labor total cost 


; (labor and 
required chuck wrench) 


9.4¢ cost 
per anchor 
setting 


NOTE: Cost of anchors (same for both tests) not included. 


=s 


This revolutionary new anchor-setting method is still another example of how 
product innovation is increasing sales for Skil distributors. The Skil representa- 
tive in your area will be happy to give you complete information on the Skil line. 
Or write: Skil Corporation, Dept. 125A, 5033 Elston Ave., Chicago 30, Illinois. 


*Self-drilling and expansion type shields, also new types about to be announced. 


Automatic Power Rotation. Model 
726 drilis holes without tiresome hand 
turning of star drills. Low mainte- 
nance, No springs to break. 


..» AND SKILSAW POWER TOOLS 





Mm a review of 
your company’s 
fire protection 
program...now, 
may turn out to 
be one of your 
best decisions 





Write for our latest catalog describing 
Ansul's complete line of hand portable 
dry chemical, carbon dioxide and water 
extinguishers, wheeled, stationary, mobile 
units and automatic systems. 





Name 





Title 





Company 








ANSUL CHEMICAL COMPANY 
1 STANTON ST., MARINETTE, WISCONSIN 
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When Purchasing Pays 
Its Own Way 


(Continued from page 86) 
paid for by the university. Those 
made against state appropriations 
are paid for by the Department 
of Audit and Control at Albany, 
mY. 

Because some of these pro- 
cedures are cumbersome and the 
many approvals take time, Rogers 
puts a lot of effort into keeping 
both orders and payments mov- 
ing. Where orders against en- 
dowed funds can be placed at 
most three days after a requisi- 
tion is received, ‘those against 
government funds take almost ten 
days. Similarly, invoices on en- 
dowed funds are paid within a 
week from receipt whereas those 
against state appropriations may 
take up to six weeks to pay. 

When orders are covered by 
local funds Rogers tries to make 
sure that payments are made 
quickly so that he can take ad- 
vantage of all cash discounts. Last 
year discounts amounted to more 
than $26,000. 


Use Stickers as Chasers 


Because invoices have to be 
approved by the using department 
to make certain the material was 
received (Cornell has no central 
receiving department), getting 
them released in a few days can 
be a problem. Rogers therefore 
puts stickers on discounted in- 
voices asking that they be re- 
turned to purchasing or the busi- 
ness office by a definite date. In 
this way purchasing collects more 
than 90% of all cash discounts. 

Despite the many variations in 
Cornell’s purchasing procedures, 
one practice is standard for all 
orders: no acknowledgment cop- 
ies of the p.o. are used. Instead, 
an acknowledgment postcard goes 
with each order. All the vendor 
has to do is to fill in the delivery 
date and his own reference num- 
ber, and mail the card back to 
the university. Purchasing posts 
the information on its purchase 
order file copy and forwards the 
card to the originating depart- 
ment. This is another example of 
how purchasing keeps paperwork 
down wherever possible by mak- 
ing one form do double duty. 

PEND 








‘WHERE CAN 4 
MELE You cut Cos be. 


1. With any volume-produced, small- 
diameter tubular metal part 

We're specialists in small metal tubular 
parts and tubing. Sizes from .01 in. to 
¥% in., held to closest tolerances, and made 
of any commercial alloy for any appli- 
cation in any field. We can usually supply 
parts for less than it costs you to make 
them—probably for less than it would 
cost you to buy from other sources. We 
do the complete job; save you the expense 
and headaches of engineering, tooling, 
inspection, overhead, follow through on 
deliveries and scheduling. Full details in 
our Facilities Bulletin 2056. Write for it 
today. 


2. With money-saving ideas for using 
tubing 

Are you mass-producing a small metal 
part the expensive way? Deep drawing, 
for example? Or drilling, forming, 
turning on a screw machine? We have 
shown hundreds of customers where and 
how to cut costs, save time and solve 
problems with small tubular parts in- 
stead, at savings up to 75% or more. Note 
the typical H & H ideas below. Then send 
a blueprint or sketch of the part you are 
now producing, or designing. No obli- 
gation. Write today! 


Stainless steel 
memory core 
bobbin for elec 
tronic computer 
Wall thickness 
held to 0.005 in 


oO 


H & H volume 
Produced moving 
coil form for 
d@Arsonval gal- 
vanometers 


a 


Vacuum tube This H &H 
part, designed beaded tubing 
by H & H from part replaced 
tubing with tol solid Kovar stock 
savings over erances on both made on screw 
eyelets drawn diameters of machine. Sav- 
from strip metal + 0.0005 in.! ings: 50% 








Longer H & H 
tubing eyelets 
offer substantial 








H&H MACHINE COMPANY, INC. 
Noble & JacksonSts,, Norristown, Pa. 
Phone: BR 2-6453 « BR 9-2327 


Specialists in the design, tooling and 
fabrication of small tubular metal parts. 








For More Facts Write No, 273 
on Information Card—Page 32 
For More Facts About Ad 
on Facing Page Write in No, 274 











Wen TL 
TARADARADDOAT (/0/ 





NEW BRUN SWICK, NEW JERSEY « TAPES. 1 ena. iler Vani. l-10im@ Gal tc) MATERIALS + ADHESIVES ” 


Permacet : 











AND SPECIAL 
PARTS 


IN 


ALL 


METALS 


You can look to Allmetal for fine screw machine work in all metals... plus cold 
heading and hot forging. Complete secondary operations. Prompt production 
on long or short runs. Intricate shapes, pfecision tolerances, large, small 
miniature sizes, 


@ 30 YEARS OF KNOW-HOW e RIGID QUALITY CONTROL 
@ SINGLE AND MULTIPLE SPINDLE AUTOMATICS 
® BATTERIES OF COLD-HEADERS © TOOL ROOM 

@ HOT FORGING EQUIPMENT @ LARGE MODERN PLANT 


For standard stainless stee] fasteners, you can depend on 
Allmetal to provide immediate shipment from ‘“‘the world’s 
largest stock of stainless fasteners.” 


REQUEST 132-page catalog #60 (on your letterhead). 
Packed with helpful fastener data plus stock list, 


MANUFACTURERS OF STAINLESS STEEL FASTENERS SINCE 1929 








SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY, N.Y. PI 1-1200 | 821 STEWART AVENUE, GARDEN CITY, NEW YORK 
NEW YORK, N.Y. FI 3-5800 MIDWEST SALES OFFICE 

NEWARK, NJ. MA 3-1117 | 6424 West Belmont Ave., Chicago 34, Ill. 

BOSTON, MASS. LA 3-6119 WEST COAST OFFICE & WAREHOUSE 

CHICAGO, ILL. AV 2-3232 | 5822 West Washington Bivd., Culver City, Calif. 

CULVER CITY, CAL. WE 3-9595 


For More Facts Write No. 275 on Information Card—Page 32 











Purchasing People 
(Continued from page 55) 
William P. Sheffield became di- 
rector of purchases at Brown & 
Sharpe Mfg. Co., Providence, R. I. 
He succeeds E. L. Anderson, Jr. 





fal g- 


William P. Sheffield 


who is leaving the company. Mr. 
Sheffield has been assistant to 
the general manager of the cut- 
ting tool division. He is a gradu- 
ate of Brown University. 


The appointment of Fred A. 
Coenen as director of purchases 
of Chain Belt Company, Mil- 
waukee, Wisc., has been an- 
nounced. He succeeds Frederic G. 
Syburg who was named vice 


Fred A. Coenen 


president of international opera- 
tions late last year. 
Mr. Coenen will continue to di- 
(Please turn to page 176) 
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a 
THIS IS THE “‘FISH NET”—stfetching more than a half-mile across the 
reservoir behind |ldaho Power Company’s Brownlee Dam in the Hells Canyon 
reach of the Snake River, bordering Idaho and Oregon. The migrant fish 
facility, designed to save salmon and steelhead from a drop over the spillway 
of the 395-foot-high Brownlee Dam, depends on Okolite-Okoprene 600-voit 
power and control cable for continuous, all-weather operation. Fish trapped 


at three skimmer-barges attached to the net are taken by specially designed 
trucks for release down-river. 


HERE IS CABLE’BILITY on the job, providing power to two 21,000-gallon-per- 
minute pumps which create artificial currents that lure the fish into channels 
in the trap. Multi-conductor control cable also enables a complicated maze of 
control equipment—aimost completely automated—to be operated both from 
the barges and a shore station. 


Cable'bility at work 


Idaho Power chooses Okolite-Okoprene cables 
for power and control at ‘world’s biggest fish net”’ 


vem , a’ble-bil’-i-ty) new word. 
le’bility (ca’ble-bil’-i-ty . 
san 1. Ability to design and manufacture rs 
trical cables that give outstanding performan o 
2. Having long background and wide experien 


conductor Okolite-Okoprene control cables to carry cur- 
rent to almost completely automated control equipment. 
And Okolite-Okoprene three-conductor power cables pro- 
vide power to motors driving two 21,000-gallon-per-min- 
‘ ute pumps which create artificial water currents, luring 
in cable research and application. 3. bare fish into channels in the trap. 

, pro r. - 
keen understanding of customers = ats 
plies eagerness to serve faithfully and dedication 


Both Idaho Power and International Engineering Com- 
to progress. Syn. The Okonite Company. 


pany, the consulting engineers, specified Okolite-Okoprene 
for the project, seeking maximum operating dependability. 
The cables are constantly exposed to weather and, in the 
center section, are submerged in water. Their flexible 


Okolite-Okoprene 600-volt power and control cable is at 
the heart of Idaho Power’s new fish conservation facility 
behind Brownlee Dam in Hells Canyon, on the Idaho- 
Oregon border. 


The “world’s biggest fish net’ —300,000 square feet in 
size behind the giant Snake River dam—depends on nine- 


stranding helps them withstand the movement of the 
barges on the lake, as well as handling during removal of 
barge sections or traps. 


For the full story on Okolite-Okoprene, write for Bul- 
letin PG-1085. The Okonite Company, Subsidiary of 
Kennecott Copper Corporation, Passaic, N. J. 


where there’s electrical power... there’s OKONITE CAB LE 


1228-A 





“CALL FOSTER... 
THEY’LL SHIP 
PIPE PLUS” 

















yA 


" BE FOSTER CO”. 


























Right! Whether it’s a routine order or an emergency 
request for unusual or hard-to-get sizes, Foster gives 
you pipe “‘plus.” 

You get all your pipe when and where you need it, 
cut to length or fabricated in complete-package ship- 
ments, at lowest possible cost. 

For non-pressure applications, check the unusual savings 
on Foster Structural Pipe. Foster’s nationwide ware- 
houses stock Tested & Structural Steel Pipe, 1/8” 
through 48” in all sizes and walls—‘‘plus’” Stainless, 
Seamless, Alloy, Pressure, Aluminum, Wrought Iron, 
PVC Pipe and Valves, Fittings, Flanges. 


Write L. B. FOSTER CO. for latest Stock List PA-1 
Pittsburgh 30 e New York 7 e Chicago 4 e Cleveland 35 
Houston 2 s Los Angeles 5 e Atlanta 8 


Faster From Foster 


PIPE e PILING ee RAIL 
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Purchasing People 


(Continued from page 174) 





rect the company’s purchasing and 
traffic department activities for 
all operations in Milwaukee, as 
he has since April 1959. In addi- 
tion, he will be responsible for the 
firm’s general purchasing policies, 
coordination of reciprocal trade 
relations, and counsel for all do- 
mestic purchasing operations. 

Mr. Coenen joined Chain Belt 
in 1940. Since then he has served 
in a number of plant management 
and supervisory sales positions. 
He joined the purchasing depart- 
ment as assistant to the director 
of purchasing in 1957; was ap- 
pointed assistant purchasing agent 
in January 1959 and purchasing 
agent in April 1959. 


Robert G. Stevens has been 
promoted to purchasing agent of 
the Reliance Division of Eaton 
Manufacturing Company, Massil- 
lon, Ohio. He succeeds James W. 
Morton who has been assigned to 
the steel sales department of the 
Reliance Division. Mr. Stevens 


R. G. Stevens 


has been a purchase analyst on 
the corporate purchasing staff of 
the company. Previously he had 
been in the purchasing depart- 
ments of Ford Motor Company 
and the Kaiser Motors Corp. 


The appointment of Douglas L. 
Heisler as director of purchasing, 
Vickers Incorporated, Division of 
Sperry Rand Corporation, Detroit, 
Mich., has been announced. Prior 

(Please turn to page 178) 


PURCHASING 














BUILD DELUXE SHELVING SECTIONS FASTER, EASIER! 


Only DeLuxe steel shelving by Royal gives you all these advantages: Fast 15-minute assembly of sec- 
tions. Patented boltless construction for easy installation, without tools. I-beam uprights for strong 
support. Double-thick steel end panels; rigid box-lid shelves; factory embedded shelf reinforcing 
returned on ends; greater shelf adjustment, 2” or 1”; wide choice of shelf units, bins, doors, drawers, 
dividers, in sizes and strengths you need. Smooth DeLuxe finish is baked on over Chem-a-Cote® bond- 
ing for lasting looks and wear. You can’t beat it, buy it! Call or write DeLuxe Metal Products Division, 


Boltiess brackets give ROYAL METAL MANUFACTURING 
see eae pai at epee i TD | | TU |S | 
j Avenue, New York City 16, N. Y. 
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Purchasing People 





THE ART OF 


KEEPING COSTS 
DOWN 


(Continued from page 176) 


Super Excelo 


and to joining the company Mr. Heis- 


, ler was corporate procurement 
RECORD MAKER manager of the Whirlpool Corpo- 


CONVEYOR BELTS 


made by 
Republic 
Kubber 


toughest 
cervice { 





REPUBLIC 
RUBBER 


DIVISION LEE RUBBER & TIRE CORP 


< 2 . “ 
6% YOUNGSTOWN, OHIO 
- 


5 

J gO. 
oF p>, 
| 2) 


NaF 


Nylon Finish Sheet 
Packing Too! Write 
Dept. D 


For More Facts Write No. 280 
on Information Card—Page 32 


178 


Douglas L. Heisler 


ration. Earlier assignments in- 
cluded five years with Worthing- 
ton Corporation, the last year as 
purchasing manager of its Harri- 
son Division, and five years with 
Mack Manufacturing Corporation. 
Mr. Heisler holds a Bachelor 
of Civil Engineering degree from 
Rensselaer Polytechnic Institute, 
and the degree of Master of Busi- 
ness Administration from the 
Harvard Graduate School of Bus- 


iness Administration. 


Bernard Solomon has resigned 
as purchasing agent for the State 
of Massachusetts. He is returning 
to private industry in real estate 
and finance with Stop and Shop 
in Boston. Mr. Solomon has been 
with the State since 1957 and has 
been responsible for substantial 


savings in the purchasing depart- 
ment. 


George Crone has joined Deni- 
son-Johnson, Inc., Mankato,Mimn., 
as purchasing agent. Mr. Crone 
formerly was buyer for the 
Franklin Manufacturing Co., Min- 
neapolis. Prior to that he was 
stores supervisor for Electric Ma- 
chinery Manufacturing Co., Min- 
neapolis. He attended St. Thomas 





College in St. Paul. 





ee Nila 


Choice of metals and finishes. Sizes to 2.75 in. 
OD and 3.75 in. deep. 


In the field of precision metal stampings 
and deep-drawn parts, cost economy is 
one of the special skills of J&H. Ingenuity 
is the key . . . simplifying designs, using 
standard tools where possible, keeping the 
number of operations to a minimum. Yet 
the precision machines used turn out work 
of consistent quality—and in good volume. 
You save money. Fast delivery is assured. 
Send for free estimate and Bulletin 81. 


JOHNSON & HOFPFMAN 
Manufacturing Corporation 
31 East 2nd Street ¢ Mineola, N.Y. © Ploneer 2-3333 
An affiliate of Superior Tube Co 
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Electric Trucks are MORE MANEUVERABLE 


Short-wheelbase electric trucks require less turning radius. 


Electric truck users generally agree on one other point, 
too—Gould Batteries for longer life. With the new Sil- 
conic Plate, Gould Batteries offer up to 25% longer life. 

Join the list of users who prefer this ideal combination 
of electric trucks and Gould Batteries. For more informa- 
tion, write or call your local Gould representative. Ask 
for booklet “Why We Use Battery-Electric Industrial 
Trucks.” Gould-National Batteries, Inc., Trenton 7, N. J. 
In Canada, write to Gould-National Batteries of Canada, 
Ltd., 1819 Yonge Street, Toronto, Ontario. 
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They are capable of handling loads in much narrower 
aisles and congested areas. These battery-powered elec- 
tric trucks make possible an increase in space utilization 
by reduction in aisle width. 

Add maneuverability to a convincing list of other bene- 
fits—lower operating costs, less maintenance, clean, quiet 
and safe operation—and you can see the reason why 
users prefer battery-powered electric trucks for moder, 
efficient materials handling. 





Employment Service 





_ 
Experience: Eighteen months as pur- 
chasing agent of small stamper, buying 
all incoming productive and non-pro- 
ductive material. Two years tool and 
die design instructor. One and one 
quarter years estimator and draftsman. 
Also have experience in shipping and 
receiving. 
Education: Two and one half years 
college in engineering subjects; three 
years tool and die designing diploma; 
one and one half semesters in indus- 
trial purchasing. 
Will relocate. Prefer: 


land area. 


Write: Box 339 


Greater Cleve- 


Experience: Fifteen years in chemical 
and allied industry for multi-million 
dollar and multi-plant co’s. Experi- 
enced in purchase of all items but 
heavy in chemicals. Administrative 
background and sound knowledge of 
procedures, contracts, value analysis 
and inventory control. Desire adminis- 
trative position. Age 36. 

Education: B.E. (chem. eng.), M.B.A. 
Will relocate. 

Write: Box 340 


Experience: P.A., 12 years wide field 
industrial experience all phases metal 
working medium manufacturing and 
assembly plants. Staff -level-super 
visory. Metals, raw materials, castings, 
forgings, diversified productive and 
non-productive products procured. 
Volume $10-12 million yearly. 
Education: B.C.S. cost accounting—ma- 
terials management courses. 

Will relocate. 


Write: Box 341 


Experience: Two years on technical 
section in large British subsidiary of 
American plastics manufacturers. Four 
years as research specialist and buyer 
in one of the largest and most advanced 
purchasing departments in England, 
concerned with light engineering and 
electronics components. Speak French 
and Italian. 

Education: Technical. British public 
school and university. Graduate and 
associate member of the Purchasing 
Officers Association. 

Will relocate. Any district, but prefer- 
ence for Calif. 

Write: Box 342 
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Experience: Two years trainee in plas- 
tic, bakelite manufacturing and pro- 
duction methods (Paris and Stock- 
holm), 3 years secretary, sales cor- 
respondent for importers company of 
technical equipment (Montreal). One 
year salesman (Lausanne). Six months 
interpreter (Brussels W.F.). Fluent in 
reading and writing in English, French, 
German and Dutch. Good working 
knowledge of Scandinavian languages 
(esp. Swedish) and Spanish. Strong 
sales-minded personality. Age 28, 
single. Required salary, $4,800. 
Education: High scxool plus equivalent 
of 2 years of commercial college, Henry 
George School of Economics, Corre- 
spondence course (sales) shorthand. 
typing 

Will Relocate: Anywhere, preferably in 
European branch office of US com- 
pany. 

Write: Box 331 


Experience: 15 years experience multi- 
million dollar manufacturing com- 
panies: multi-plant; director purchases 
& traffic; exceptional background gen- 
eral engineering and construction; de- 
velop efficiencies in systems, pro- 
cedures and internal controls; experi- 
enced competitive bidding, sub-con- 
tracting, department liaison of sittioes 
including personnel supervision. 
Education: B.A. degree-major math., 
physics & chemistry—post graduate 
courses: mechanical engineering, bus. 
adm., accounting, foreign finance. 

Will relocate. 

Write: Box 319 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personne] interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the ap- 
plicant’s form or the employ- 
er’s form. Address all corre- 
spondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 














MANAGER, PURCHASING 
ADMINISTRATION 


College degree and at least 
three years’. experience with 
major processing company re- 
quired. Under director of 
purchases, responsible for 
functional control purchases 
by field purchasing organiza- 
tion, purchasing procedures, 
training and development and 
trade _ relations research. 
Broad purchasing experience 
desired; salary open. Send 
resume to Box 419. 











Experience: Three jal diversified ex- 
perience in purchasing materials, i.e. 
metals plastic raw materials, packaging, 
and industrial plant materials. Desire 
position as purchasing agent or assist- 
ant with bright future. 

Education B.A. economics & account- 
ing, M.B.A. industrial management— 
courses in purchasing materials han- 
dling, product design, and inventory 
control, and many others. 

Will relocate. Prefer New York City 
area, L.LC. and Long Island. 

Write: Box 245 


Experience: Seven years purchasing 
experience: five years as plant pur- 
chasing agent and two years as asst. 
purchasing agent for multi-plant oper- 
ation. Type of plants: corrugated 
boxes, foil rolling, machinery building, 
paint pigment, and extrusion. Man- 
aged inventory, value analysis program, 
sale of surplus equipment, and scrap. 


Education: B. S. management of in- 
dustrial organization. Major: business 
organization; Minor: economics plus 2 
years engineering and 1 year of law. 
Will relocate. 

Write: Box 338 


Experience: Have had twelve years as 
assistant purchaser in million dollar 
operation. Have bought chemicals for 
vinyl coating plant, steel, aluminum, 
and capital equipment and many other 
items. Helped establish purchasing pro- 
cedures and policies. Have experience 
in material controls, scheduling and ex- 
pediting for which the department is 
responsible. 


Education: B.A. in psychology. from 
University of Texas. 

Will relocate. Definitely, prefer Middle 
Atlantic States. 

Write: Box 333 
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Made Im U.S. A. 


CLOSET BAR 


We're | See 
Packaging” 
Partners 


Adjustable i 30 Sizes 
18” te 30° — 30" to 48° 





























packaging partnership 
pays off 


*Pre-packaged screws and instructions 


Here are the advantages of pre-packaging for The Screw and Bolt has a packaging partnership plan for you: 
Stanley Works . . . by Screw and Bolt Corporation © your identification maintained 
of America e your choice of Screw and Bolt fasteners 
ae . t : e your special instructions, tools or other components 
quick identification of companion product . 
. j ; packed with our fasteners 
complete instructions in envelope 


e many hours of packaging time saved 

e 

. product packaging speed increased e your procurement and collation problems eliminated 
e customer receives full count of all accessories ¢ delivery when you want it . . . where you want it 
o 
e 


product appearance improved ‘ Get all the details on how Screw and Bolt’s packaging 
greater dealer acceptance of STANLEY hardware partnership plan can work for you. Write ‘‘Packaging 


Yes .. . Stanley enjoys all these advantages . . . and at Service, Screw and Bolt Corporation of America, 
a cost much less than packaging in their own shop. Southington, Connecticut.” You'll be glad you did. 


VMA 7616 


SCREW AND BOLT CORPORATION 


P. O. Box 1708 . Pittsburgh 30, Pennsylvania 


DIVISIONS: Pittsburgh « Gary e Southington Hardware « American Equipment 


AMERICA'S MOST GCOMPLETE LINE QF INDUSTRIAL FASTENERS 
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Gates Speed-Flex Belt is made to outwear 
any other high speed flat belt 


Speed-Flex Belts keep your equipment 
running smoothly and efficiently — 
with minimum belt replacement and 
down-time. The power load is carried 
by a single, highly flexible layer of ten- 
sile cords. A supporting layer of cross 
cords forms a high-traction tread that 
keeps the belt from slipping, assuring 
smooth, uniform production output. 


Ordinary woven and braided belts 
have tightly interlaced cords which 
can literally saw themselves apart at 
high speeds. 

In a Speed-Flex Belt, every cord is 
separated from every other by a layer 
of cushioning rubber. There cannot 
possibly be any sawing action of cord 
against cord to cause belt failure. 


This unique Gates construction increases belt life... 
cuts belt costs... reduces machine down-time. 


Your local Gates Distributor can 
quickly supply you with money-saving 


Gates Speed-Flex Belts in the sizes 
that you need—call him today. 


The Gates Rubber Company, Denver, Colorado 


ordinary woven and 
belts, a sawing ac- 
‘tion between cords can 
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Gates Speed-Fiex con- 
struction has no wear of 
cord against cord—belts 
last up to 5 times longer. 


 iidine the 


future on 50 years of progress 


Gates Speed-Flex Belts 
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MATERIALS-HANDLING NEWS 





NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 





Grumman “Gulfstream” 
Assembled on Bassick Casters 





Fine paper gets gentle 
handling at Kodak 


Probably nowhere in the world is paper 
given such careful attention as at Kodak 
Park Works of Eastman Kodak Company, 
Rochester, N. Y., where fine photographic 
papers are turned out. A man-sized handling 
job involving a heavy roll of paper is made 
easy by this special paper-handling dolly. 
It’s equipped with 4” Bassick “77” casters, 
featuring a rugged one-piece horn and “Dia- 
mond Arrow” two-level ball-bearing swivel. 


Eight-inch Bassick Series “HA” casters 
insure easy movement of this rugged 
stand (right) used for wing assembly of 
the Grumman “Gulfstream” passenger 
plane. It’s only one of the Bassick- 
equipped stands used in building the 
Gulfstream. 

Swivel locks on casters and foot- 
operated Bassick position locks (small 
photo) fix the stand in position while 
work progresses. Heavy-duty “HA” 
swivel casters feature precision unit-type 
main load and thrust bearings. They can 
take the abuse of heavy loads under 
most grueling conditions and continue 
to combine easy swiveling, smooth roll- 
ing, and maintenance economy. 














Here’s a “dollyful” of easy walking! 


At Magee Carpet Company, Bloomsburg, 
Pa., this carpeting, more than 1000 pounds 
of it, rolls over floors as smoothly as it will 
later lie on them... thanks to Bassick 


“H99” casters. “H99’s” are the “best-sellers” 
among high-quality industrial truck casters 
~—bar none. Oversized bearings, heavy 
frames fit them for roughest usage. 











What’s new under the sun? 


Here’s an 1875 illustration of a sewing ma- 
chine, complete with casters and “position 
locks.” 

Today, Bassick’s ball-bearing swivel con- 
struction and advanced wheel designs make 
possible the carrying of loads up to thou- 
sands of pounds per caster and with far 
greater protection to floors than our fore- 
fathers ever dreamed of! 
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The high cost of maintenance 


. continues to amaze us. Did you know 
that labor charges and lost-time charges for 
caster replacement can frequently exceed 
the cost of the new caster installed? 

It’s a fact. And it’s a good reason why 
you should insist on Bassick casters—the 
highest quality available. You'll save in the 
long run, 





Grooved wheels 
simplify production 


They run equally well on floors or simply 
constructed inverted angle-iron 
tracks. Tracks permit precise 
control of motion and Bassick 
position locks can hold truck 
or cart rigidly at any location. 








See your local distributor. He offers a wide selection of Bassick 


casters .. 


THE \ | mboi o 


BASSICK COMPANY uu 


BRIDGEPORT 5, CONN, 
IN CANADA: Excellence 
BELLEVILLE, ONT, 





. Many types in stock for immediate delivery, 


STEWART-WARNER CORPORATION 


1.13 
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Bassick 


A DIVISION OF 
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48 PAGES OF SELECTION ... USE — 
INFORMATION le @y\ ae 
hack saws and band saws. This BAND SAWS 


Ket ze nandbd k can be an 





» Production Processing 
>» Training Programs 

>» Operator Reference 

>» Stock Control 


with the compliments of 


4 Mail the yUpON below or ask your THE CAPEWELL MFG. CO., HARTFORD 2, CONN, 


Capewell Distributor. Supply ts lim 
and its Distributor 
ted so please write promptly. 
—} 





THE CAPEWELL MANUFACTURING CO., HARTFORD 2, CONN. 


send me copies of your “Selection and Use” handbook. 


NAME 


ADDRESS 





ANOTHER propuct 


New AUN/IO0R Bands 


() woys better for 
pneumatic drum 
grinding 





Fact iss KONTOOR beats all other bands because of 
unique Behr-Manning construction. With cloth cut on the 
bias, these bands readily conform to crowned pneumatic 
drums. Use a crowned drum and a KONTOOR Band and 
benefit by: 


1 No edge-cutting problem, as with flat bands. 


2 Easy working of extremely narrow areas; the entire 
surface of the band is eventually used. 





3 Self-shaping KonToor Bands conform to the curved 
shape of the crowned wheel in seconds. 


4 Can be run under lower air pressure; reduces chatter 
marks while blending and finishing. 


5 Crowned band is ideal for working on curves; espe- 
cially on internal surfaces. 


5 KONTOOR Bands have the non-loading and non-shed- 
ding advantages of RESINALL bond. 


Ask for a demonstration. Call your nearest representative 
or write Dept. PU-1, BEHR-MANNING Co., Troy, N. Y.,, 
a division of Norton Company. 
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